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BEAVER Model-HD Heavy Duty Power Drive 





Wide selection of special voltage 
motors available upon request! 











Capacity: PIPE, 1-8 to 12 inch. BOLTS, 1-4 to 2 inch. 


OTWITHSTANDING the satisfactory service rendered by light-weight power drives such as the 

popular Beaver Model C, there is an increasing demand for a rugged heavy duty power unit—hav- 
ing a substantial reserve of extra power and a wider range of usefulness. The Beaver Model HD, 
shown above, is a modernized redesign of the early Beaver No. 44, many of which are still giving 
trouble-free service after 25 years of continued use ... and abuse! 


The heavy duty six-pole universal motor (not a gear-reduction motor) plus a train of powerful gearing, 
with unusually large leverage, enable the Model HD to cut and thread pipe up to 12-inch with drive 
shaft and geared tools—and to cut and thread all sizes up to 2-inch in the machine without slowing 
down or stalling due to dull dies, etc. By snubbing a rope over a piece of 2-inch pipe gripped in the 
chuck, the Model HD can be used as a power windlass to raise and lower fixtures; pull cable through 
mee we etc. One owner even used one as a windlass to pull his auto truck out of the river after an 
accident. 


Note these mechanical features: Chuck speed about 30 RPM. Universal all steel chuck (14 to 2) with 
automatic chuck wrench ejector for safety. Patented safety-latch to prevent rotation of pipe tool 
handle as protection to workmen. New outboard cam-type centering device (patent pending)—inde- 
pendent of spindle—to prevent the “whip” of long lengths of pipe from rocking the spindle of machine, 
causing excessive wear and flat-sided leaky threads. Switch guard. Cast steel-iron housings—for 
both strength and stability! Universal motor, reversible at switch, can be used on AC or DC. Choice 
of 110/115 or 220/230 volt. Special voltage motors available on request. 





ITEM Shipping 
Weight User 
Beaver Model HD Heavy Duty Power Drive Lbs. Lbs. Net-Price 
(A) With 110/115 Volt Universal Motor 315 $260.00 
(B) With 220/230 Volt Universal Motor 315 $260.00 
Model HD Enclosed Portable Stand, 17” wheels 128 40.00 


Heavy Duty Drive shaft for operating Geared Tools 39 30.00 
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An Editorial........... 


“We Streamlined Our Will Call Department” —Radio intercommunication installed 


Make Your Sales Drives Seasonal —Gives Salesmen full merchandising advantage 


First Joint Meeting Held In Rye—This is the first of three scheduled meetings 


New York State Distributors Meet —Current problems discussed before Rye Meeting 


More Self-Reliant Salesmen—/ncreased knowledge of products improves efficiency 


Who Gets The Order? —Two salesmen try for an order for saw blades. Y ou decide who gets it 


Potential Customers Made To Stop, Look, and See —Display is the answer again 


You, Too, Can Sell Grinding Wheels —Use of the right selling aid at the right time 


Sales Promotion: Asset or Overhead ? —Read how one distributor makes it work 


Stock Purchasing on Schedule—Count-of-stock plan basis for efficient stock ordering 


“Quantity Discounts”—Are They Legal? —A New York lawyer presents the case 


Talk of the Trade 
Supply Sales Trends 
Keeping Up With Business 


DEPARTMENTS 
Production Indexes 
How They Do It 
Sales Tips 


Questions & Answers 


New Products 
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Elsie C. Thomas 
Walter R; Dawson 
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(Chicago) 
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Directory Editor 
' 13th Edition 


Washington Bureau 
World News Director 
Publisher 
A. M. Morris 


Henry W. Young 
C. H. Holdsworth 


G. E. Doying, Jr. 
John Chapman 


District Managers: E. N. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; H. E. 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Francisco; C. W. Dy- 
singer, Los Angeles. Manager of Re- 
search and Promotion, W. A. West. 
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THE COVER © 


“Your order is on its way” 
a familiar phrase that all too often 
means nothing. But not in the Will 
Call Department of the Salt Lake 
Hardware Company where waiting 
has been cut to a minimum thanks 
to a streamlined program that can 
perform the whole operation in, 
seven minutes flat. The cover photo 
shows the fourth step in the opera- 
tion—the ticketed order ready to 
go down the chute to the customer. 


Read the article on page 82 for 
full details. In an operation involv- 
ing a service that maintains good 
will and attracts new customers, it 
should interest you to know how 
other people have solved the prob- 
lem. 











STRIPPER — 


ACCURACY assured 


Facts - (1) made from special 
(2) scientifically 
in the necessary physical prop 
bodies and threaded portion pe 
(4) bodies are ground (5) threads are perfect in 
lead and held fo Class 3 Thread Fit (6) checked 
and gauged fo the Holo-Krome rigid standards 
of accuracy durin in production 
(7) and finally, every sing! individually 
hand inspected before packaging ies 
Accuracy is assured in H-K Stripper Bolts 

and in all Holo-Krome quality Sock 

Products. Guoranteed unfailing performance: 


e many H-K features 
business and 


erties (3) heads, 
rfectly concentric 


Accuracy is only one of th 
which daily help to create new 
build repeat orders for Holo-Krome 


authorized Distributors. 
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FIBRO FORGED 





SCREWS 







Good bearing design calls for combination of the ultimate in precision with ruggedness 
of construction. Link-Belt designers, who know the problems of power transmission best, 


have created a line of ball and roller bearings which will serve you well and longer. 
May we send catalogs? 


11,287 


LINK-BELT COMPANY indianapolis 6, Chicago 9, Philadelphia 40, Atlanta, Dallas 1, 
Minneapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. Offices, Factory Branch Stores and 
Distributors in Principal Cities. 


BELT 201) and Roller BEARINGS 
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Here is another Dodge develop- 
ment which simplifies and im- 
proves power transmission machin- 
ery...the Rolling Grip Clutch. 
Toggles are eliminated by employ: 
ment of ball and wedge principle. 


Heavy power-transmitting pressure 
on the friction disc is developed by 
a circle of hardened steel balls 
which are forced into a wedge- 
shaped groove by the sliding cam. 


The “wedge” of cam and groove 
contours multiplies the force ex- 
erted on the shifter collar into a 
powerful force on the friction disc. 


Engagement is easy and positive 
—smooth as a rolling ball. Great 
flexibility, ease of control and ex- 
treme ruggedness are provided in 
this modern, compact unit. 


Available in Bolted Plate or Gear 
Tooth Plate series—in sizes from 
.38 H.P. to 21.2 H.P. at 100 R.P.M. 
Write for special bulletin, A282. 


DODGE MANUFACTURING CORPORATION 
Mishawaka, Indiana 


' ROLLING GRIP 


DOL ” 


of Mishawaka, Ind. 


CALL THE TRANSMISSIONEER 


He is your local Dodge Dis- 
tributor—factory trained — 
qualified to suggest ways to 
improve your machine per- 
formance, increase production. 
Look for his name under “’Pow- 
er Transmission Equipment” 
in your classified phone book. 


‘Copyright, 1948, Dodge Mfg. Corp. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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with ONE product 


Here is protection against pressure, ha 

' seepage, corrosion and thread seizure . . . oats toa 
for every kind of connection! (with brush) 
1-Gallon Can 














Permatex Pipe Joint Compound No. 51 is 
applied with a brush, spreads evenly over 
threaded surfaces and stays put! Does not 
harden or crack. Remains flexible, resistant 
to shocks, jars and vibration. This compound 
makes adjustments and disassembling easy. 
No hardened cement to clean off. 





Permatex Pipe Joint Compound No. 5l 
produces unions that are leak-proof to hot 
or cold water, salt water, steam, illuminating 
gas, lubricating oils and greases, fuel oils, 
gasoline, kerosene, ethylene glycol and 
many other liquids and gases. 


PERMATEX COMPANY. INC. 
Brooklyn 29, N. Y., U. S. A. 
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unting Bearing Bronze leads its 


ee 


field—and Bunting Distributors are 


tit 


at 


the leaders in their territories. More 


yrs 


Pe rye) 


than 1300 sizes of Bunting Bars, 
Stock Bearings and Electric Motor 
Bearings available from hundreds of 


Bunting Stock-Carrying Distributors. 





There is one near you and ready to 
serve you. Ask him for the Bunting 
Catalog. The Bunting Brass & Bronze 
Company, Toledo 9, Ohio. 
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BRONZE BEARINGS x BUSHINGS x PRECISION BRONZE BARS 
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Back of this trade mark are 64 years 
of lubricant manufacturing experience 


Each of those 64 years of Keystone experience marks a 
definite forward step . . . a progressive series of develop- 
ments with a single objective—the production of the 
highest quality lubricants that science could devise. 
Today, Keystone Specialized Lubricants comprise a 
complete line of greases and oils for every application 
and for all operating conditions. 


VARIETY ... There are Keystone Lubricants in types 
and consistencies ranging from solid brick form to light 
penetrating oils. They include all densities of cup and 
pressure gun grease... many different viscosities of 
liquid greases . . . for every condition of speed, bearing 
pressure, temperature, moisture... and for all methods 
of application. 


SERVICE... Keystone quality and variety are supple- 
mented by Keystone Service, which includes a complete 
plant survey of all lubrication requirements, thus assur- 
ing the right lubricant for each job. This service is 
provided by the more than 300 Keystone Industrial 
Supply Distributors in the United States, Canada and 


Alaska, in cooperation with the Keystone Lubrication 
Engineering Staff. 


ENDORSEMENT... Keystone Specialized Lubricants 
are recommended by leading equipment manufacturers 
... endorsed by the Mutual Fire Prevention Bureau 
... and used for greater economy and efficiency in thou- 
sands of plants, of every size, in every field of industry. 


The Keystone Distributor near you will be glad to 
cooperate in making Keystone Specialized Lubricants 
available to your customers. 


All Keystone Specialized Lubricants 
are described and their specific 
applications covered in the new 
Keystone Application Guide, which 
also contains the handy, time-sav- 
ing Keystone Selectors of Bearing 
and Gear Lubricants. A copy will 
be sent to you free upon request. 


KEYSTONE LUBRICATING CO., Est. 1884 
2\st, CLEARFIELD AND LIPPINCOTT STS., PHILA. 32, PA. 
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Goodyear! 


HIS year—every year —the local 
al ear Distributor is striking it 
rich. He’s tapping a gold vein of more 
sales opened by Goodyear Research— 
research that keeps producing new 
products that make newsales. New 
‘a ag like Compass-V-STEEL 
elts—the new rayon-bodied 
eg a line — HD Glass 
ord Steam Hose and many 
others. 





Leadership in new product 
development — backed by the 
famed Goodyear Research 
Laboratories — is just one of 
the many reasons why the 
Goodyear line is one of the 
first three money-makers this 

d ‘ Th bl ‘i 1 The Greatest 5 Technical sales assistance of the 
year and any year e blue siailie in ei) 61M 
print at right will give you the Man 
others, according to leading 2 Proved quality that brings 


BLUEPRINT FOR 
PROFIT-BUILDING 
Goodyear Industrial Rubber Products 


Reputation of 


Goodyear Technical 


Hard-hitting, business-getting 
repeat sales 


supply houses. 
Maybe there’s a Goodyear dis- 


tributorship open in your ter- 
ritory. A letter will find out. 
Write: Goodyear, Akron 16, 
Ohio. 


Compass — T.M. The Goodyear Tire & Rubber Company 


Aggressive national advertising 


that boosts distributors, too 


Liberal franchise that creates 


profit opportunities 


direct mail campaigns 


Leadership in new product 
developments, pioneered by 
Goodyear Research Laboratory 


Substantial profit margin on 
each sale 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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FLUTED 


have the RUGHT TOUCH’ 


- + they produce the Right Thread 
in Many Tricky Metals! 


Here’s a story of tap “evolution” that can pay off on your jobs! 
Originally designed for aluminum, the Morse Spiral Fluted Tap next 
proved its worth in magnesium, zinc, copper and brass .. . and now 
it’s producing clean, smooth threads in soft steels as well! In metals 
such as these where ordinary taps can cause torn, rough or damaged 
threads, the shear cut of the Morse Spiral Fluted Tap assures 
strong, accurate threads. 


Due to the special design of the tap, less power is required, as is 
shown in the curve on the left —less breakage results and taps 
have longer life. You obtain “bonuses”, too, in faster production 
resulting from higher permissible speeds . . . and in the free cutting 
action which automatically clears the chips from the hole. 


This two-fluted tap with right hand spiral, right hand thread is a 
standard Morse product. Your Industrial Supply Distributor and 
Morse engineer can help you select the correct Morse standard or 


special tap that your production requirements demand for working 
in any metal. 


New York Store: 130 Lafayette St. » Detroit Store: 2952 East Grand Bivd. » Chicago Store: 570 West Randolph St. » San Francisco Store: 1180 Falsom St. 
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Industrial Distributors: It's performance like this that makes 
Atkins ‘’Curled-Chip’’ metal cutting easier to sell and keeps 
your customers coming back for more. 


It's easy to see why the Atkins “Curled-Chip” Method of 
metal cutting so often results in sensational reductions in 
cutting costs. Where the conventional angular tooth must 
push against a vertical face, the inward-curving Atkins 
“Curled-Chip” tooth gets under the chip and lifts it in a 
continuous clockspring-like coil. Result: Less tooth-dulling 
heat — faster cutting speeds — heavier feeds — cleaner, 
truer cuts that need less re-machining. 





Sell Atkins performance and you build customer satisfaction 
that means more volume, steady business, greater profits. 


a ATKINS AND ‘(COMPANY © Home Office and 
Factory: 402 S. Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon e¢- Branch Offices: 
Atlanta +» Chicago » New Orleans.» New York « San Francisco iste tia ret Be) iol 


MAKERS OF BETTER SAWS FOR EVERY CUTTING J30B 
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Johns-Manville 














NAVALON reduces shaft wear to a minimum 


because it is abrasive-free. 


NAvaLON IS BIG NEWS for you and 
your customers . . . because it is a new, 
long-lasting packing, developed by 
Johns-Manville for cold liquid service. 


BIG NEWS because Navalon reduces 
costly shaft wear to an absolute mini- 
mum. Free of harsh abrasives, Navalon 
also contains more lubricant to start 
with... and retains a higher percentage 
of lubricant in use. 

BIG NEWS because Navalon—made of 


ramie, the strongest of all natural fibers 
—is manufactured by a new, exclusive 
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J-M process. This, in addition to the 
rot-resistant characteristics inherent in 
ramie fiber, gives Navalon the ability to 
outlast other packings in the service for 
which it is designed. 


BIG NEWS because Navalon is a new 
sales leader added to the J-M packing 
line to help you introduce J-M packings 
to new customers ... to help you service 
regular customers more effectively. To 
get prices and delivery infor- 


mation, write Johns-Manville, iv 
Box 290, New York 16, N. Y. Md 


















PRODUCTS 










GOULDS USES JET PRINCIPLE... 


To make New, Better 






High Pressure, Low 


Capacity Pump 














INDUSTRI-JET 























GOULDS has combined a centrifugal and a jet or ejector type 
pump in one compact unit. This new pump gives you unique 
advantages in high pressure—low capacity applications. 





APPLICATIONS 
Cold or Hot Water Kerosene 
FOR HANDLING Alcohol Carbon Tetrachloride 
and similar liquids 


Booster Service 
Air Refrigeration 


General Water Supply Air Conditioning 


Condensation Return Spraying Hot or Cold Cisculating 
Filter Press Service Boiler Feeding Service 
ADVANTAGES 


190 


LES. 
PRESSURE 


IN PERFORMANCE 
1. Self Priming—can’t vapor lock. Once 
primed, always primed. The Industri- 
Jet automatically recovers prime even 
after suction is exposed to atmosphere, 














2. Built for continuous service. 
3. Handles both wet and dry liquids. 
4. Smooth, quiet operation—steady flow. 


IN MAINTENANCE 
1. Freedom from wear—long life. Indus- 
tri-Jet uses the Jet principle for high 
pressure. There are no close running 
fits or clearances. The only moving 
partis the rotating impeller and shaft. 


2. Mechanical seal needs no attention. 
Self-Adjusting for wear, requires no 
lubrication. 


3. Easy to inspect. Entire pump can be 
disassembled without disturbing suc- 
tion or discharge connections. 


RANGE 








oO 
GALS. PER MIN. IS 


Nine Sizes, 14 HP to 5 HP 
Capacities: to 35 GPM 
Pressures: to 190 Ibs. 





IN COST 


Initial cost is low—and lower still when you consider 
quality construction and the many operating advantages. 










Write Goulds Pumps, Inc., Seneca Falls, N. Y., for complete 
information on this new pump. Ask for bulletin 630-A1. 
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CHICAGO Safety Plus 
SOCKET SCREW PRODUCTS 


SHARP — 


Well centered burr-free sockets of controlled width and 
depth with hard surfaces which resist the most strenuous 
wear—speed assembly time. 


CLEAN— 


Accurately formed threads of uniform pitch diameters well 
within Class 3 limits—speed assembly time. 


TRUE = 


Closely controlled concentricity tolerances assure equal 
distribution of stress and permit the use of small counter- 
bores and more accurate tapping to speed assembly time. 


Your customers can reduce weight and 
add strength te their products with 
lighter, stronger Chicago ‘SAFETY 
PLUS” Screw Products. 


Chicago “SAFETY PLUS" Products Include: 


Socket Head Cap Screws * Socket Set Screws * Stripper 
Bolts or Shoulder Screws * Square Head Dog Point Set 
Screws * Socket Pipe Plugs * Keys for ‘SAFETY PLUS” 
Socket Products * Hexagon Head Cap Screws, Steel and 
Brass * Square Head Cup Point Set Screws * Headless 
Set Screws * Fillister Head Cap Screws * Flat Head Cap 
Screws * Taper Pins * Milled Studs * Semi-Finished 
Hexagon Nuts, Steel and Brass * Semi-Finished Hexagon 
Castellated Nuts. 


Our merchandising policy is based on complete 
cooperation with the distributor—Write for details. 
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GOULDS USES JET PRINCIPLE... 


To make New, Better 
High Pressure, Low 


Capacity Pump 








INDUSTRI-JET 








GOULDS has combined a centrifugal and a jet or ejector type 
pump in one compact unit. This new pump gives you unique 
advantages in high pressure—low capacity applications. 


APPLICATIONS 


Cold or Hot Water 
Alcohol 


Kerosene 
Carbon Tetrachloride 
and similar liquids 


FOR HANDLING 


Booster Service 
Air Refrigeration 


Hot or Cold Circulating 
Service 


General Water Supply Air Conditioning 


Spraying 
Boiler Feeding 


ADVANTAGES 
IN PERFORMANCE IN MAINTENANCE 
. Self Priming—can’t vapor lock. Once 1. Freedom from wear—long life. Indus- 
primed, always primed. The Industri- tri-Jet uses the Jet principle for high 
Jet automatically recovers prime even pressure. There are no close running 
after suction is exposed to atmosphere. fits or clearances. The only moving 
part is the rotating impeller and shaft. 


Condensation Return 


Filter Press Service 


2. Built for continuous service. 
3. Handles both wet and dry liquids. 
4. Smooth, quiet operation—steady flow. 


2. Mechanical seal needs no attention. 
Self-Adjusting for wear, requires no 
lubrication. 


3. Easy to inspect. Entire pump can be 
disassembled without disturbing suc- 
tion or discharge connections. 


IN COST 


Initial cost is low—and lower still when you consider 
quality construction and the many operating advantages. 


190 
LES. 


PRESSURE 


o 
GALS. PER MIN. IF 


Nine Sizes, 14 HP to 5 HP 
Capacities: to 35 GPM 
Pressures: to 190 Ibs. 


Write Goulds Pumps, Inc., Seneca Falls, N. Y., for complete 
information on this new pump. Ask for bulletin 630-A1. 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1948 








CAP SCREW 


CHICAGO Safety Plus 


SOCKET SCREW PRODUCTS 


SHARP w= 
Well centered burr-free sockets of controlled width and 


depth with hard surfaces which resist the most strenuous 
wear—speed assembly time. 


CLEAN — 


Accurately formed threads of uniform pitch diameters well 
within Class 3 limits—speed assembly time. 


TRUE = 


Closely controlled concentricity tolerances assure equal SOCKET HEAD SHOULDER SCREW 
distribution of stress and permit the use of small counter- 
bores and more accurate tapping to speed assembly time. 


SET SCREW 





Your customers can reduce weight and 
add strength te their products with 
lighter, stronger Chicago ‘SAFETY 
PLUS" Screw Products. 


Chicago ‘SAFETY PLUS" Products Include: 


Socket Head Cap Screws * Socket Set Screws * Stripper 
Bolts or Shoulder Screws * Square Head Dog Point Set 
Screws * Socket Pipe Plugs * Keys for ‘‘SAFETY PLUS’ 
Socket Products * Hexagon Head Cap Screws, Steel and 
Brass * Square Head Cup Point Set Screws * Headless 
Set Screws * Fillister Head Cap Screws * Flat Head Cap 
Screws * Taper Pins * Milled Studs * Semi-Finished 
Hexagon Nuts, Steel and Brass * Semi-Finished Hexagon 
Castellated Nuts. 


Our merchandising policy is based on complete 
cooperation with the distributor—Write for details. 
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e Your customers and prospects are busy 
people. Hundreds of products continually 
compete for their attention. That’s why 



















This is one of a series of ads which 
are appearing regularly in: DOMES- 
TIC ENGINEERING; FACTORY MAN- 
AGEMENT AND MAINTENANCE; 
HEATING, PIPING AND AIR CON- 
DITIONING; MILL AND FACTORY; 
and PURCHASING. Copies are avail- 
able on request. 


| Spang ads continue to appear each 
month in spite of the greatest pipe de- 
mand in history. 


These ads are greasing the “ways” for 
the long pull ahead. They remind your cus- 
tomers and prospects that Spang CW Pipe 
has quality that is recognized wherever pipe 
is used ... and that you, their Spang dis- 


SPANG-CHALFANT 


Division of The National Supply Company 


GENERAL SALES OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicago; Denver; 
Detroit; Houston; Los Angeles; New York; Philadelphia; 

Pittsburgh; St. Lovis; San Francisco; Tulsa 


tributor, will do everything possible to speed 
the delivery of their orders for Spang CW. 


Spang is also doing everything possible to 
produce maximum quantities of Spang CW 
Pipe so that you can better serve your 
customers. 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1948 





yREENFIELD TAP and DI 





hits 
Science of Making 


MODERN 
SCREW THREADS 


The basically simple idea of a screw 
thread has developed into a highly exact 
science in an age of machines that are held 
together by billions of threaded parts. 


EXTERNAL THREAD 


The sketch shows the basic design 
of the standard American screw thread. It 
cannot, however, begin to show the intricate 
problems which are involved in applying 
this and other thread forms to the varied 
uses of industry. 

To make screw threads suitable for 
the exacting demands of mass production 
— modern industry requires three tools — a 
tap, a die, and a gage. The key word to de- 
scribe the relationship of these three tools 
in terms of results is —““FITS”. Working to 
tolerances of ten-thousands of an inch — the 
screw thread engineer must design and 
build the tools that will produce the RIGHT 
“fit” for the job. 

Gages are an important member of 
the GTD “Greenfield” threading team that 
insures the right “fit” on the modern assem- 
bly line. It is only natural that the makers 
of precision taps and dies should also be 
qualified to make the gages needed to check 
them. Today, when you think of taps and 
dies — think of gages, too. And when you 
think of all three — think of GTD “Green- 
field’’, world’s headquarters for threading 
tools. 
scpler 
To help you get the “CREW THe, 
right “‘fit’’ for YOUR job ©AQ 


write fora free. Ma I 


copy of 
“GUIDE TO SCREW J 4 


THREAD Fits” Aa . : 





7 
. J > ty ye . 











J 
E CORPORATION oaiscsciuse: 
MASSACHUSETTS 









THREADING 
TOOLS 


When you buy.GTD ‘Greenfield’, you get a quality 
of product that comes from the world’s largest, 
most modern threading tool plant and its research 
Staff of threading engineers— PLUS SERVICE 
from the leading distributors and GTD 
“Greenfield's” field men in every industrial center. 

















BILLINGS 


DROP FORGED 


AND 


SHOP TOOLS 






“WE STOCK BILLINGS” 


Billings Industrial Supply Distributors make that 





statement many times a day. They are glad to 






do so because they know it opens the way for 






new business and also builds a steadily increas- 






ing flow of repeat orders for them... Billings 






Distributors are active distributors serving 






industry promptly and well. 







Cle; 
; 











BILUNGS 


THE BILLINGS & SPEINCER CO HARTFORD 1 CONNECTICUT US A 








BLACKMER PUMPS are... 








PROVED! 


You get better service from Blackmer pumps 








because of these proved-in-use advantages: 





What do you look for in a pump? Dependability? .. . 
All Blackmer pump parts are designed with an exceptionally 
high factor of safety for extra dependability. Rated 
capacity? . . . Blackmer pumping elements which are 
self-adjusting for wear assure continuous full delivery. 
Elimination of costly shutdowns? .. . Simplicity of 

j Blackmer design makes maintenance quick, easy and inexpensive. Blackmer 
y performance, sturdiness and economy have been proved-in-use. Make your own 
comparisons. Get all the facts. Telephone your Blackmer representative, or write: 





MODEL 1203: Pump with re- 
movable finer. Made In capac- 
ities from 10 to 750 GPM. For 
general industrial use. Handles 
pressures to 100 PSI and 
liquids up to 600° F. 





BLACKMER PUMP COMPANY, Grand Rapids, Michigan 


ih moe 


Power Pumps ° Dry Cleaning Pumps ° Sanitary Pumps ° Truck Pumps ° Strainers ° Hand Pumps 
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Cost of Labor 
and Materials 
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Manufactured 
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Direct costs are outrunning prices. And that makes them... 


Management's No. 1 Problem 


Businessmen are baffled over how to pare costs when a 
labor and material charges keep rising. 


HERE’S YOUR OPPORTUNITY to render a complete abrasives service 


to customers interested in paring costs in metals and plastics finishing! 


Now more than ever, your customers are re-checking 
costs, reviewing production materials and methods. You 
can render real cooperation by recommending time and 
cost saving Brightboy for an extensive range of finishing 
operations. 

In many instances rubber-and-abrasive Brightboy cov- 
ers, in one operation, all of the 
production steps following the 
heavy grind, right through the 
buff. Ic CLEANS, BURRS, FIN- 


BRIGHTBOY INDUSTRIAL DIV. 


ISHES and POLISHES simultaneously, saving separate, 
time-consuming operations. In Brightboy’s “light” fin- 
ishing action, the rubber “cushions” the abrasive, giving 
positive, exacting, precision control in close tolerance 
work. It frequently achieves the final polish. 

There is a positive, profitable place in your abrasives 
service for Brightboy. Many of your customers are 
already using this widely demanded, widely sold, widely 
advertised pioneer rubber-bonded abrasive. Write for 
the Brightboy Catalog-Manual and prices. Call on the 
Brightboy Service Department for cooperation in sug- 
gesting cost-saving methods to your customers, and for 
specific solutions to customers’ finishing problems. 


ia 


WELDON pueen* 


Brishtboy 


Weldon Roberts Rubber Co., 
Newark 7, N. J. 
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Ermeto Fittings H0 so 


SOLDER 


@ Designed especially for high 
pressure and excessive vibration, 
Ermeto fittings hold their pres- 
sure-tight seal beyond the burst 
strength of the tubing itself. 


Available in all types of fit- 


| 


tings from ‘28 to 1'2” for use 
with steel, aluminum, stainless 
and copper tubing. 


Ermeto fittings are reuseable 
... quick attachable ... permit 
the use of thin-wall tubing in- 
stead of expensive, heavy piping. 


|) ae a ae aa 


“t Weatherhead 


CLEVELAND 8, OHIO 


PLANTS AT CLEVELAND, OHIO ¢ ANGOLA, INDIANA ¢ COLUMBIA CITY, INDIANA » HOUMA, LOUISIANA « ST. THOMAS, ONTARIO, CANADA 
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PHILLIPS 


Break Driving 
on Trailers 


Accidents--- 
gin High 


-Time 


Records 


stop Driver- 
ales Rollin 


Help KeeP S 


PrASTEN. FASTER Mil american Phillips Screw” 
are fastened to trailer frames - ~~ with power 
minutes t0 drive 522 screws! That's 50% faste 
the labor. And there are no corners too close --- 
No costly accidents tO workers OF their work. 
. Buyers of all types 
’ of quality construction - 
oss-recess: just tell them 
on-resistance - ** and wa 


this “high sign’ a 
pavek cant SY “4 the universal cf the whole 
<4 pent? wee strength and vibrati tch sales pic 


ANG 
aay rues 
DENCE 1, R 


AMERICAN SCREW COMPANY, prov 
89 E. Winols St. Detroit 2: 502 Stephenson 


Chicago TM: 5 


ALL TYPES 
ALL METALS: Steel, 

Bronze, Stain- 
yminum, 
Monel, Ev ur (sili- 
con bronze) 
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“IMPORTANT | 
(ADDITIONS 


to the Brown & Sharpe Line ju. 


THESE INGENIOUS new devices permit 
faster, simpler measuring of unusual-shaped 
parts—or in inaccessible places—with com- 
plete confidence in the accuracy of results. 
Their quality of craftsmanship and mate- 
rials is typical of Brown & Sharpe in every 
respect. 


1 SE 
att # e voor 
: ND § pier COMP 
gnTeR 73 tor Ver 
YJ 4 No. 5 : ees 


| This dual-utility attachment snaps on 
either anvil or spindle end of a micrometer 
caliper to facilitate measurement of curved sec- 
tions. Hardened steel ball bears firmly against 
measuring surface. For all Brown & Sharpe 
micrometer calipers with conventional anvils 
and spindles except 12” and heavy types. 
Handy. Useful. Inexpensive. 


g Center points of this attachment quick- 


ly convert a 6” or 150 mm vernier caliper into 
a direct reading divider that establishes center 
distances with precision. For locating holes to 
be drilled, establishing locating points in lay- 
out jobs, accurately measuring distance be- 
tween two points or between a point and some 
locating part. Complete set includes two each; 
clamps, center points, small hole points, 


The permanent magnet base of this 
device holds indicator firmly to any iron or 
steel surface... in upright, horizontal, or even 
upside-down position. Fine adjusting nut is 
used to bring indicator point to exact setting 
desired. Indicator’s light weight reduces tend- 
ency to move. Magnet action produced by 
swing of lever. For sale only in the United 
States of America and its Territories. 








Check all advantages of these new, fine tools. 
Write Brown & Sharpe Mfg. Co., Providence 
1,R.1, U.S. A. 


We wige buying through the Distributor 


BROWN & SHARPE TOOLS ™ 
























Round Hoists reduce 
industry's largest labor cost 







Largest single labor cost in indus- 


try today is in materials handling 





... from receiving, through produc- 





tion lines .. . to shipping. 





Round material-handling equip- 





ment (hoists, crabs, cranes, trolleys, 





> 


SS eee 


> ae eee 


winches) is built in a wide range of 





— 






sizes to meet every exacting specifi- 


~ 
-= 





. 
— 


cation. It will pay you to call your 





local Round distributor today. 


P&P—5041 


ROUND 


DAVID ROUND & SON 
Cleveland 5, Ohio 


Associate Companies: The Cleveland Chain & Mfg. Co., , 
Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg. Co., Round finer hoisting equipment for every material 
Bridgeport 1, Conn. ¢ Seattle Chain & Mfg. Co., Seattle handling job includes Chain Hoists (hand oper- 
8, Washington ¢ Round California Chain Co., So. San ated and electric) * Trolleys *« Winches « Crabs 
Francisco and Los Angeles 54, California « Woodhouse Cranes (hand traveling and electric). 

Chain Works, Trenton 7, New Jersey 








~ 


ee) ee ee ae ee eee 
a 


— 
Ss 
















Since Txieeune 1869 


A e “ 
©, 
“srsace™ 


The Round line includes 







CHAIN HOISTS TROLLEYS CRANES 


Standard type high-speed Plain and Geared Types. Above is No. 99 All Steel Single Beam, Double Beam, Underhung, 
Spur Geared Hoists; also Designed for use on either Winch. Capacity up to 5 Geared and Push Type. Built to any require- 
Screw Geared and Differ- straight or curved I-beams. tons. Many other types avail- ment. Timken Bearing Equipped. 

ential Type Hoists. able for every lifting job. 
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@ WALLS OF UNIFORM THICKNESS 
@ SMOOTH INNER SURFACES 


@ PRECISION FORMED TRUE 
ANGLES — RADII — CIRCULARITY 


@ PRECISION CUT BEVEL ENDS 


@ CONTROLLED GRAIN 
STRUCTURE OF METAL 
— STRESS RELIEVED 


@ STRENGTH WITH 
MINIMUM WEIGHT 


. «+ Globe's precision prox 
duction from Globe sear 
tubes to Globe Welding Fittin 


All of these advantages are yours 
in Globe Welding Fittings. 
Globe’s metallurgical experience 
and highly specialized produc- 


tion and processing facilities are 
utilized beginning with the pro- 
duction of Globe seamless steel 
tubes and continuing through 
every step to the finished Globe 
welding fittings. 


There’s plus value in 
Globe Welding Fittings 
— send for the catalog. 


GLOBE STEEL TUBES Co. 
Milwaukee 4, Wisconsin 


Producers of Globe seamless stainless 
steel tubes — Gloweld welded stainless 
steel tubes — carbon — alloy — seam- 
less steel tubes — Globeiron seamless 
high purity ingot iron tubes — Globe 
welding fittings. 


DISTRIBUTORSHIPS AVAILABLE 


Distributors are invited to write for 
= complete information and details 
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Another reason for handling 


DISPLAY... 
DISCUSS... 
DEMONSTRATE... 
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products by cARBORUNDUM 


Through an extensive pro- 

gram, The Carborundum 

Company is making selection 

and application of the best 

abrasives to use for specific 

jobs simpler and more efh- 
cient. This, in turn, is helping the industrial 
supply distributor turn over a larger volume of 
abrasives more profitably. 


The simplified sales manual is one example. 
Modern methods of packaging and labelling for 
fast identification is another. Perhaps the most 
timely is the new line of Series 20 Grinding 


TRADE MARK 


Wheels. Here, in a relatively narrow pattern 
of grits and grades, are wheels that cover a wide 
range of grinding operations. Their many bene- 
fits to the user have gained instant acceptance 
and preference. They are building volume and 
profit for the industrial supply distributor hand- 
ling abrasives by CARBORUNDUM. 


There are many other ways in which activities of 
The Carborundum Company assist the selling 
efforts of the distributor. In featuring our prod- 
ucts, you receive cooperation and support that 
makes your job easier and more profitable. The 
Carborundum Company, Niagara Falls, N. Y. 


Abrasives by 
CARBORUNDUM 


TRADE MARK 
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LASTS 3 TO 10 TIMES LONGER ON TOUGH JOBS 


STEP UP and meet ‘M-40-U’’—the wear- 
resistant alloy that is setting new standards 
for long life and performance. Developed 
by the Gorham Tool Company expressly for 
use as a wear and abrasion resistant metal, 
“M-40-U” alloy lasts 3 to 10 times longer 
than high speed steel and other alloy ma- 
terials for centers. Actual tests prove it far 
superior on the most rugged jobs. No wait- 
ing for delivery: Standard “M-40-U” alloy 
tipped centers can be furnished immediate- 
ly from stock. * * * Why not cash in on the 
broadening market for GORHAM tools? 
Sales possibilities get bigger and better 
every day. Let us show you the way to quick 
profits and expanding business with the 
fast-selling GORHAM line. Write now! 


GORHAM TOOL COMPANY 


14400 WOODROW WILSON, DETROIT 3, MICH. 











GORHAM 


M-40-U ALLOY CENTERS 
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men who 
know the ropes 


take 


Tiger Brand 


every time! 


> 


@ And, it’s easy to see why ... U-S-S American 
TicER Branp Wire Rope possesses not just one or 
two, but a// of the qualities needed to insure smooth 
performance, low-cost maintenance and long serv- 
ice life because it is made to close tolerances and 
unvarying quality standards from the finest high 
tensile strength steel wire. Immediate delivery of 
all sizes in either Excellay Preformed or non- 
preformed construction. Stock up now. Don’t let 


your customers get caught with their lines down! 


AMERICAN STEEL & WIRE COMPANY : 
Cleveland, Chicago, New York ¥ AM E 4 | CAN 


COLUMBIA STEEL COMPANY AG TIGER BRAND 


San Francisco 


Tennessee Coal, Iron & Railroad Company, Birmingham, 
Southern Distributors 
4 1 AT 


United States Steel Export Company, New York 


UNITED STATES STEEL EXCELLAY PREFORMED 





THE BIG DEMAND IS FOR TIGER BRAND 
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YOU'RE 0 ‘K WITH e -K AND THESE EX I RAS THAT PAY 


@ ORIGINATORS OF SELF-TAPPING SCREWS 
@ ONLY COMPLETE LINE 


@ 35 YEARS’ APPLICATION EXPERIENCE 

@ EXPERT ASSEMBLY ENGINEERING 

@ UNSURPASSED QUALITY CONTROL LABORATORY 
@ STRONGEST SALES PROMOTION 

@ UNIQUE JOBBER PROTECTION POLICY 

@ PRODUCT DESIGN LEADERSHIP 








SOLD ONLY THROUGH ACCREDITED DISTRIBUTORS 


PARKER-KALON 
SELF-TAPPFING SCREWS 


FOR EVERY METAL AND PLASTIC ASSEMBLY 


OTHER PARKER-KALON PRODUCTS: Cold-Forged Socket Screws, Wing Nuts, Thumb Screws 
Hardened Screwnails and Masonry Nails - Shur-Grip File and Solder tron Handles 
Metal Punches - Damper Regulators and Accessories 
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WITH NEW IMPROVEMENT 
IN ROLLER CHAIN 


RING-FASTENED FOR GREATER SAFETY. ..LONGER LIFE...LESS MAINTENANCE 


Here is Atlas Detachable Roller Chain with a new type of fastener less apt to be 
bent, sheared off, or dislodged entirely. Having no dangerously exposed points, it 
eliminates the possibility of a workman being pulled into a machine by the 
fastener catching onto his clothing. 

The new type of fastener consists of three internal, equally-spaced teeth which 
are sprung radially into a groove on the pin. The mathematically predetermined, 
equal spacing of these teeth, and spring action of the connecting links, assure 
that the ring will maintain a tight groove tension at all times. Consequently, when 
struck by a direct blow, it merely turns in its groove hugging it-tightly. 

Disassembly can be accomplished whenever necessary with an ordinary screw- 
driver. The recesses between the teeth are resilient enough to provide spreading 
any number of times without giving the ring a permanent set. 

Combined with the performance-proved qualities of Atlas Roller Chain, this 
new fastener offers greater safety, longer wear, and less maintenance for roller 
chain drives wherever they are used. For full details—write or phone Atlas today. 
Ask for our new catalog, ‘Atlas Roller Chain.”’ 


T T A CHAIN AND‘ 





MANUFACTURING CO. 


Kensington and Castor Avenues- Philadelphia 24, Pa. 





| [G00 MORE HOLES PER GRIND 
? =m aM 


LE*FORGE “str-0 DRILLS 





® At the suggestion of a C@celand Service Representa- 

tive, the superintendent of a small production shop tested 

two types of stock drills on this job, drilling holes % 

inch deep in free cutting brass at 5,000 r.p.m. One type 

drill averaged 9,000 holes per grind. The “Hy-Spiral 

type CLE-FORGE High Speed Drill gave an —— of 
? 


22,000 holes per grind! Test after test tells fhe sa 
story—CLE-FORGE High Speed Drills produce a, 
faster... at lower cost. 


Telephone Your Industrial Supply Distributor. 


Oe atrial “ 
THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 * Detroit 2 ¢ Chicago 6 * Dallas 1 * San Francisco 5 
Los Angeles 11 ¢ London W. 3, England 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER CLEVELAND TOOLS 








Cry 
Distributors eve jere 
are ready to serve you! Fa 


on 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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(Aa SLIP RING MOTORS 


~ Supply High Torque’ 


AND 


~ Smooth Acceleration 





Adjustable Varying Speeds 
Torque Control 


@ 40 horsepower Century Slip Ring motor drives crane H 
hoist and 5 horsepower Slip Ring motor drives vem travel, Low Sta rting Current 


ae Slip Ring motors provide flexibility 
of torque and speed to match varying load 
requirements of the machines they drive. 


Typical applications for these motors are: 
cranes, hoists, bending rolls, printing presses, 
wire mills, bridges, mitergates, locks, dams, 
conveyors, elevators, reciprocating pumps, 
and other high impact and inertia loads. 


If you have machines that require variable 
speeds or torques — as well as low starting 
current — specify Century Slip Ring motors. 


: tinitee’ | Century builds a complete line of electric 
@ 10 horsepower Century Slip Ring motor supplies flexible motors, in sizes from 1/6 to 400 horsepower 
power for a printing press. for all popular electric power applications. 


Specify Century motors for all your elec- 
tric power requirements. 


CENTURY ELECTRIC CO. 
1806 Pine St., St. Louis 3, Missouri 


Offices and Stock Points in Principal Cities 





@75 horsepower Century Slip Ring 
motor driving wire plant machine, 
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THIS YEAR 2,579,852 SALES 
MESSAGES GO OUT TO A NATION- 
WIDE AUDIENCE THROUGH 
THESE KEY PUBLICATIONS... 
DIRECTING BUSINESS TO YOU 


ES, we here at Laughlin believe in 

giving every possible help to you dis- 
tributors who are on the “‘firing line’’ day 
in and day out. Through extensive adver- 
tising in key publications, our sales mes- 
sages build up interest and acceptance 
among users of industrial fittings . . . to 
help you to convert prospects to cus- 


tomers! 


Laughlin Protects the Distributor 


LAUGHLIN: 


HERE'S HOW LAUGHLIN 
BUILDS BUSINESS FOR YOU... 


LAUGHLIN SALES LEADERS 
GIVE YOU THE EDGE... 


Exclusive Laughlin products 
such as the famous “Fist -Grip’’ 
Safety Clip . . . the Laughlin 
“*Missing Link’’ and the Laughlin 
Safety Hook with the ‘“‘latch that 
locks the load’’ . . . are door- 
openers that give you a chance to 
put over your whole story. And 
items like Laughlin’s Clevis Hook 
and Clevis Grab Hook are other 
sales leaders that spark business 
for the most complete line of wire 
rope and chain fittings available. 

In our nation-wide presentation 
of the Laughlin sales story, re- 
member that, as a Laughlin dis- 
tributor, you can count on getting 
your share of emphasis as the 
logical source for Laughlin prod- 
ucts and prompt, economical serv- 
ice. THE THOMAS LAUGHLIN 
COMPANY, PORTLAND 6, 
MAINE. 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Delta-Milwaukee Tool- 
maker* Surface Grinder 
in use at J. Nielsen Engi- 
neering Co., S. Beloit, Ill, 


DELTA-MILWAUKEE ABRASIVE 
BELT and DISK FINISHING 
MACHINES — and abrasive 
belts, abrasive disks, V-belts, 
dust collectors, motors and 
control equipment. 


DELTA-MILWAUKEE TOOL- 
MAKER* SURFACE GRINDERS 
Standard Tool Grinders . . . 
Carbide Tool Grinders — 
— and abrasive wheels, 
dressers, buffers, brushes, 
drill-grinding attachments, 
dust collectors, lamp bulbs, 
V-belts, motors and controls. 


DELTA-MILWAUKEE 14” and 
17” DRILL PRESSES — and 
chucks, taps, drills, reamers, 
tapping attachments, coolant 
equipment, production vises, 

-belts, motors and controls. 


DELTA-MILWAUKEE SUPER-HI* 
DRILL PRESSES — and chucks, 
taps, drills, reamers, coolant 
equipment, motors and con- 
trol equipment. 





DELTA-MILWAUKEE 14” 
METAL-CUTTING BAND SAWS 
—and blades, V-belts, lamp 
attachments, lamp bulbs, 
motors and controls, 


DELTA MANUFACTURING DIVISION 


ROCKWELL MANUFACTURING COMPANY 
MILWAUKEE 1, WISCONSIN 
General Soles Office ° 6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS 





*Trade Mark Reg. U.S. Pat. Of. 


oa ” ia coils 


There’s always an opportunity 
to make a Delta sale! 


The natural market for the diversified 

Delta-Milwaukee line is as broad as 

your classified telephone directory. 

It extends into almost every department of large 
plants: parts production . . . assembly . . . tool shop 
. Maintenance shop . . . shipping department . . . 
foundry ... pattern shop . . . research or experimental. 


Thanks to their low initial cost, low amortization 
charge, portability, and compactness, Delta tools also 
meet the requirements of small establishments — sign 
shops, pattern shops, repair shops, cabinet makers, die- 
casting shops, and other service shops. 

To make more money, sell all the Delta-Milwaukee 
Machine Tools to all the prospects! 





Every sale of a Delta-Milwaukee tool is a “‘self-starter’’ of 
continuous orders for accessories and perishable supplies. 
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“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true,"mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 
Made of AISI C-1018 steel—bright 


finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point, Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


' 2153 SCRANTON ROAD e e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producing 
Cup Point Set Screws by the cold 
upset process. Cup points machine - 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots —less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


*% 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 








SPECIALS 
furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel ine Tapped 1/4” to 3/4” inclusive. 
sert — steel covered. Finish: plain, Cross section of Ferry patented 
zinc plated 3 cadmium plated. Size: acorn nut, showing how steel hexa- 
9/16", 3/4",15/16" across the flats. gon nut fits snugly into shell. 


INFORMATION 


SEND FOR SAMPLES 





Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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Kennedy advertising helps you 
sell Kennedy Valves. This full- 


page advertisement is appearing 


in industrial publications with a 
total circulation of 350,000. 
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A case history 
from the 
notebook of a 

Disstoneer 


Disston Hard Edge Flexible Back Band Saw (Buttress Tooth Pattern) 
cutting al alloy castings in plant of a California foundry. 


How a helped save 2/4 to 3 hours 
per day on a metal-cutting band saw job... 





He may be able to do as much for your customers _isston Burtress TooTH 


. . PATTERN HARD EDGE 
This foundry was cutting aluminum alloy castings, used for cap ends — FLEXIBLE BACK BAND SAW 
type vacuum cleaners. The pieces cut are 8” in circumference and 2’ thick (one 

gate runs 4” high and 1” thick). Designed for machines operat- 
ing at speeds of 3000 fpm or 
over. Wide tooth spacing allows 
faster feed as wider gullet pro- 
vides greater chip clearance. 
Recommended for magnesium 
The Disstoneer recommended a Disston Buttress Tooth Pattern Flexback blade, and aluminum alloys. 

18’ x %” x 4T ... only a slight change, but what a difference in results ! The number 

of castings per blade was increased to 50. But, of even greater importance than WHEN YOU SELL A 
saving blade-costs and reducing down time, production was speeded up to a point DISSTON PRODUCT YOU 
where 22 to 3 hours per day were saved. 


A buttress tooth band saw blade, 18’ x %” x 4T, was being used . . . a good blade 
but not the best size for the work in hand. Blades were not clearing on the contour 
cutting, thus causing them to lead off and spoil castings. Also, blades were wearing 
out too fast. The company was getting little more than 15 castings per blade. 


After the trouble was eliminated, the Disstoneer was told, ‘I knew you could help SELL 
us, that’s why I called you. I’m very well pleased with the change, and quite happy.’ DISTON 


Like this foundry and hundreds of other manufacturers who have profited from STEEL 
Disstoneer service, your customers, too, will be ‘‘very well pleased’’ with the SKILL 
savings he can make for them. 


and 
A Disstoneer is available to work with your salesmen to improve the cutting SERVICE: 
operations of your customers ...and without charge or obligation. Write for 
further particulars. 


EsTagUemee 060 


“HENRY \ & SONS, INC., 1223 Tacony, Philadelphia 35, Pa., U.S.A. 
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What can we tell you about ay ATIONAL 


STEEL PIPE 
that you don’t already know? 


If we say it’s the most widely used pipe in America—that’s 
not news, it’s common knowledge. 


If we point out that it is the most economical pipe for all 
‘round use in any type of building—no one is surprised. Its 
strength and durability and ease of installation are today 
taken for granted, because they’ve been inseparably asso- 
ciated with NATIONAL Pipe for more than sixty years. 


If we talk about the constant improvement that has been 
made in NATIONAL Pipe by the use of better steels and 
better pipe-making processes, pipe users are likely to say, 
“That’s what we expected of NATIONAL.” 


So we'll just say this:—“If you want the most value from 
your pipe dollars—use NATIONAL Steel Pipe.” That’s not 
exactly a new idea, but it’s very sound advice. 


NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 
United States Steel Export Company, New York 


UNA TED S2Agd fs oS 1b EL 
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THIS CARTON IS PACKED WITH 


..- the market for 
Beau SPRING WASHERS 


—the accepted type of fastener—is immense 

and constantly expanding. Almost every one 
of your customers who buys nuts, bolts and screws—indus- 
trial plants, machine and equipment manufacturers, etc.,— 
now uses or can be sold BEALL KANT LINK SPRING 
WASHERS. 


One sale leads to another and to continuous repeat busi- 
ness for industrial distributors. 


BEALL HELICAL SPRING WASHERS is the only type 
that has adequate “live action”, regardless of wear, break- 
down of paint, scale, rust and bolt stretching. 





=SNON-LINKE= Nationally advertised to industry and purchasing agents. 


OSITIV . / . 
IN STOCK in all standard sizes (in cartons and bulk); 
carbon steel, stainless steel, Everdur, Duronze and other 
metals. 


BEALL T001 DIvIsion 
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A Choice of Abrasives and Bonds 


When you handle Norton discs you have a choice of abra- 
sive, a choice of bond and a choice of grain, grade, and 
structure. This freedom of choice enables you to furnish 
your customers with a disc of exactly the right combination 
—a disc with all the properties required to give them a 
fast, cool cut and an extra long life on each of their sur- 
facing jobs. 


Easy to Mount 


Your customers will find that Norton discs are easy to 
mount too—no cementing is necessary—no return of plates 
for refilling. 


Engineering Service 

Your Norton abrasive engineer is ready to help you select 
the right disc for each of your customers’ grinding jobs. 
He will take into consideration the type of disc grinder 
they are using, the material they are grinding, the size and 
shape of the work, the amount of stock to be removed, 
and the finish desired. Then he will recommend a Norton 
disc of the right combination—a disc that will cut costs 
for your customer and increase sales for you. 


NORTON COMPANY 


Worcester 6, Massachusetts 
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ADVERTISEMENT 


Jacking Up Sales 


THE CIGARS ARE ON US!—The occasion being the new- 
est arrival to the all industry Simplex family. It’s the Simplex 
Cramer -Type Push and Pull Jack, already named “the jack that 
always stays put!” It is a safe, fast, workhorse on such jobs as 
lining piles, construction, trestle bridges and all types of push 
and pul! jacking. Let your customers in those fields see and read 
all about it in the new Bulletin just out. 


TAKE A QUICK LOOK INSIDE— 
The hydraulic department at the 
T-K plant and you'll see why 
Simplex Hydraulic Jacks and Jennys 

are paying off with extra jacking 
efficiency in so many fields. This 
department is under the direction 

of Bill Voller. Working with him are 
experts on every phase of hydraulic i 

jack operation. With their skill in 

back of you and T-K’s choice of 

only the top quality in steels and 

other materials, you can always be sure when you recommend 
Simplex Hydraulic Jacks for ease of operation and for SAFETY! 





DISTRIBUTOR VISITORS —Recent ringers of the doorbell 
at the T-K plant have included Joe. Waterman, Lee Engineering 
Co., Pawtucket, R. I., and W. R. Wright, Sterling Products Co., 
Inc., Chicago and Moline, Il. 


WANT TO GET IN ON A 
SURE THING?—(Who doesn’t?) 
That’s why you'll take advantage 
of this new mailing campaign on 
the versatile Simplex-Jenny. It’s 
your campaign, with specially 
prepared letters and _ illustrated 
planographed sheets going to 
your own list. The plano sheets show the Jenny at work on a 
variety of applications. Your customers see what you know 
already—that the Jenny can save work, save time and money on 
hundreds of pushing or pulling jobs. And the campaign? Just 
ask your T-K rep or write us for full details. Costs you only 
stamps and stationery. 


HOW MANY UTILITIES MEN 

DO YOU KNOW?-— 

Now is a good time to get acquainted 

with these boys because the dope 

is that they’ll be spending plenty on 

new equipment and that should in- 

clude a lot of the 14 different types 

of Simplex.Jacks designed to serve this field. A good time today 
to recheck your supply of Bulletin: Utilities 48 which has com- 
plete specs on these 14 types of Simplex Jacks. 


OLD FRIENDS 
ARE YOUR BEST FRIENDS! — 
And we mean the Standard Simplex 
Ratchet Lowering Jack in any model. 
Here’s a Jack that’s hard at work for your 
customers in virtually every field, taking 
on tough lifting jobs and making them 
seem easy. Rugged construction, efficient 
: design and long service life give these 
Simplex Jacks the nod on every count. Keep your stock up on 
these models because that’s one Jack you'll never quit selling! 








THERE’S MONEY IN OIL! —And that goes now more than 
ever for Simplex distributors with prospects in oil field territories. 
If you’re one of these fortunate folks, now is a good time to check 
again on your supply of Simplex Bulletin: Oil 48. It gives full 
information on the eight types of Simplex Jacks which have 
special applications in this important market. Let the oil men on 
your list see it—again and often! 


With Thanksgiving just a memory and the football 
season pointing to the Rose Bowl climax, it’s time 
to think of Christmas again, time to get at that 
Christmas shopping. Here’s wishing all of you a 
happy holiday season and good selling all through 
49 with the Simplex line! 


TEMPLETON, KENLY & CO. 
1036 S. Central Ave., Chicago 44, III. 
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3 WIDELY USED AND PROFITABLE 


BRAKO 











y 
. REG. U. S. PAT. OFF. 
a wane ” ”“ 
“Unbrako” Socket Set “'Unbrako” Socket Set U apeane PRs 
PRODUCTS tg i eae 
Cup Point — “won't Thread — “won't bm Agen eo 
shake loose.” shake loose.” ae 
Knurling of Socket 
x Screws originated with 
. “Unbrako” in 1934, 
r 
4 
n 
t 
S 
n 
1 


FLET.Loc 
SELF-LOCKING NUTS 


REGULAR THIN 


“Flexloc’”’ Self-Locking Nuts—one-piece, all-metal, all- 
active thread—the nut that “won't shake loose.” 


Fig. 732 Fig. 847 
Drawer is extra. ; 2 . 


WORK BENCHES OF STEEL 


y back and end pieces and shelves. 


“‘Hallowell’’ Work-Benches of Steel—with or without 


in Yes, these Products sell fast and stay sold . . . make friends for you . . . assure a steady, repeat 

S. business to make your sales effort easier. " Complete plant facilities, effective sales promotion You can’t tighten or loosen socket screws 
activities, consistent business paper advertising and prompt, courteous service to you and your without a hex socket wrench, so why not 

*k customers .. . all a part of “STANDARD” advantages. use our #25 or #50 “Hallowell” Key Kit, 

Ml “UNBRAKO” Socket Screw Products—Mdanufactured from high-grade alloy steel, to close tolerances— = phn he eae most all hex 

re have these outstanding advantages: INTERNAL WRENCHING . . . that promotes compact designs 


yn . » » Saves space, weight, materials and costs; KNURLING . . . an exclusive ‘‘Unbrako” feature— 
which on the head of the “‘Unbrako” Cap Screw speeds assembly—and on the threads or points of 
the “Unbrako” Set Screw assures positive Self-Locking; SELF-LOCKING .. . all of our patented 
“Unbrako” Set Screws, almost regardless of application, are excellent Self-Lockers . . . sizes avail- 
able in a full range of diameters, lengths, thread series and types of points. 


“HALLOWELL” Work-Benches of Steel—hydraulically riveted—and this fine, neat, ready-made line 
wears and lasts as only steel can. There is a — variety of styles from which to choose, making it 
possible to meet the most exacting and diversified needs of your customers. 


2 
“FLEXLOC” All-Metal, One- a Resilient, Self-Locking Nuts—every thread carries its share of the * PAT’D AND PATS. Af, ~ 
load—available in N. F. and N. C. thread series. The “Flexloc’ can be used over again and ee PENDING % y 
without losing much of its torque, which is controlled and gf uniform. Sizes from #6 to 2” sd ; 
diameter. Inquire about our ‘’Flexloc’’ pecponten which, we elieve, will appeal to you. 

Ask for your copies of the “Unbrako,” “Hallowell,” and “Flexloc”’ Catalogs . . . keep them handy 

for ready reference. ‘Unbrako”’ Screw Products ‘acknowledge no superior in strength. OVER 45 YEARS IN BUSINESS 


JENKINTOWN, PENNA. BOX 519 
BRANCHES: CHICAGO DETROIT INDIANAPOLIS SAN FRANCISCO ST.LOUIS 
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Now MORE SALES with the improved line of 
MILWAUKEE 


META] MADE 


ALL METAL 


WIRE BRUSHES 


This brush line, so popular in the past, is now 
even better because of construction improvements. 


You can sell these brushes to a cross section of 
industry, as these brushes are particularly adopted 
to welding operations or for any industrial applica- 
tion where durability is required due to unusual heat 
conditions or rough handling. 


The handle is of Galvanite steel which is corrosion “REMUV-ALL” WIRE BRUSH 


resistant. Specially tempered high carbon steel wire 
is used for the brush. These brushes cut quickly, 
withstand strain, and wear evenly. 


Prompt shipments made. 


Indestructible ALL METAL—all purpose 
w're cleaning brush for gas burners, bat- 
tery terminals, etc. Has unlimited num- 
ber of uses in shops. Quickly and easily 
removes solder, chips, and filings. 





WOOD HANDLE 


STEEL WIRE 
“uate” “Sav ean Badman SCRATCH BRUSHES 


“Mono-Bilt” Boiler & Furnace Brushes ° [ 

“Steel-Clad” Foundry Brushes Big Sa es f sees 
“Dura-Bilt” Platers Brushes 
“Di-Bilt” Bench Brushes BRUSHING—wetal Parts, Welded Joints, 
“Peerless” Floor Sweeping Brushes Pipe Thread, Tires, Tubes, Battery Terminais, etc. 


Heinen Push Brooms—wire CLEANING-smati Castings, Tanks, 


Fine Wire Polishing and fibre A 
Aaa nes einai. Drums, Machinery, Tools, Meat Blocks, Ironwork, 


“Sturdi-Bilt” Wire Cup nance Brushes Stone, Brick, etc. 
Brushes REMOVING— Rust, Scale, Weld Spatter, 
Chips, Borings, Paint, Varnish 
Dirt, Grease, Floor Wax, etc. 





. 


ca 
THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


WRITE FOR 
BULLETIN No. 40-11 








UALITY 
MIL AUK FF |wire wieet sruses - wiRE CUP BRUSHES + WIRE SCRATCH BRUSHES 
BRUSHES 


The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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Prepared by Nicholson File Co. 


THE “HAPPY MEDIUM” IN GENERAL PURPOSE FILES 


The G.P. (General Purpose) is the very latest Nicholson development 
in special-design files. Virtually “two files in one,” it utilizes the funda- 
mental principles of the regular Mill (single cut) and the regular Flat 
(double cut) files ... and combines them to give metal-removing speed 
with smooth finish. 


USES. The Nicholson G.P. Machinist’s File is not intended to supplant 
regular or special purpose files which are designed to accomplish a 
particular filing job in the very best manner or the shortest possible 
time. But to the mechanic working on aluminum, bronze, cast iron, 
malleable iron, mild steels, or annealed tool steels, it is an excellent 
general purpose file for hundreds of fabricating and machine-shop jobs. 
It is a thoroughly tested-and-proved file for saving time and increasing 
production. 


CONSTRUCTION. The Nicholson G.P. Machinist’s File (also made in 
Black Diamond brand) has the shape of a regular Flat file — except 
that it does not taper in thickness. It comes in 8”, 10”, 12” and 14” 
lengths. The teeth are single cut (like a regular Mill Bastard file), 
but are divided by angular serrations, These produce shorter cutting 
G.P. Machinist's File edges, break up the filings — help remove stock rapidly and still leave 
a smooth finish. A great new file with a great “curiosity” appeal! Gives 


your salesmen something new to talk about. 





Nicholson makes special purpose files for Brass, Lead, Aluminum, Stainless 
Steel, Foundry Castings, Die Castings, Die Making, Lathe Filing, Curved 
and Shear Tooth Filing—and Swiss Pattern files of all shapes and sizes. 





a MOLy NICHOLSON FILE CO., 42 Acorn Street, Providence 1, Rhode Island 


c* WF 
o 'o ow Moy, 
Filing aluminum with the Cw t (In Canada, Port Hope, Ont.) >> 
S.A. Te * 
G.P. Machinist's File ¥ sogeur™ 


NIVEA VELOUN FEE ® ror every purpose 
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KaM LOW PRESSURE INSULATIONS 


Good products 
for you to handle...and 
here are 3 reasons why 





1 Whatever the heat-insulation need 
might be, you'll find an efficient, 
economical K&M product to meet 
that need. K&M has a complete line 
of low pressure insulating materials 
...as well as “Featherweight” 85% 
Magnesia and Hy-Temp insulations for 
higher temperatures. 








2 K&M has adequate, modern manu- 
facturing facilities to assure you of agood, 
steady source of supply of these materials. 


3 For 75 years, Keasbey & Mattison 
Company has been serving home and 
industry...and has a Nation-wide 
reputation for high-quality products. 





Put these 3 points together, and they 
add up to the fact that it will pay you 
to handle the K&M line of insulating 
products. For further information on 
products and profits write to us—we’ll 
answer your inquiry promptly. 


RES 








K&M Air Cell Pipe Insulation provided efficient insulation on low pres- 
sure steam lines, while K&M Duplex was used on cold water lines, 


K&M LOW PRESSURE INSULATIONS 


K&M Air Cell Pipe Insulation 

K&M Air Cell Sheets and Blocks 

K&M Fine Corrugated Air Cell Pipe Insulation 

K&M Special Fine Corrugated Air Cell Pipe Insulation 
K&M Special Fine Corrugated Air Cell Sheets and Blocks 
K&M Simplex “Super Shrunk’”’ Pipe Insulation 

K&M Bestfelt Pipe and Block Insulation 

K&M Duplex Pipe Insulation 

K&M Amblerex No. 2 Insulating Cement 

K&M No. 152 Asbestos Finishing Cement 


K&M HIGH PRESSURE INSULATIONS 


K&M “Featherweight” 85% Magnesia Pipe and Block Insulation 
K&M Hy-Temp Pipe and Block Insulation 
K&M “Featherweight’”’ 85% Magnesia Cement 

Section of 4-ply K&M Air K&M Hy-Temp Cement 

Cell Pipe covering, show- 

ing its laminations of cor- 

rugated asbestos paper. 








Nature made bstbestos... Keasbey & Mattison has made it serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY e AMBLER e PENNSYLVANIA 
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| IF YOUR CUSTOMERS ARE DOING THIS 




















res 
nes, 


Have a Big Market For 
BLACKHAWK LOCK-ON Wrenches 


Show your customers how to 

avoid trouble — increase produc- 

tion — cut down trips to first aid 

with Blackhawk LOCK-ON. 

Point out how this exclusive Black- 

hawk feature keeps sockets from 

falling into dangerous gear boxes 

and machinery—prevents handles 

and attachments from slipping and causing bashed 
knuckles and strained backs. Show them how 
LOCK-ON clicks any wrench combination to- 
gether rigidly. It can’t come apart until they press 
the Thumb-release button. For big extra wrench 
sales, talk LOCK-ON to safety men. 


A Product of BLACKHAWK MFG. CO., Dept. W17128, 


Milwaukee 1, Wisconsin 


BLACKH 


HAND JACKS ¢« WHEELED JACKS + PORTO-POWER WRENCHES e¢ RECK-RACK 
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"Wle Wet Oly 


STOCK 
DARREL 
BEARS 





To the industrial distributor, the Barnes line 
of band saws and hack saw blades means steady 
turnover of stocks, repeat orders from satisfied 
customers and year-round profits. 


Barnes teams up with its distributors to help 
sell customers and keep them sold. This year’s 
advertising program of over 2 million sales mes- 
sages in leading trade papers is sparking dis- 
tributor sales. Sales aids such as the “Hack Saw 
Production Calculator” and the “Handbook of 
Metal Sawing”... practical guides to sawing 
efficiency ...are also stimulating sales activity 
throughout the Barnes line. 


It’s a complete line of widely recognized 
metal cutting blades that offers profitable selling 
to the aggressive distributor. 


Several interesting territories are now available under our 
selected distribution policy. Write for full information. 
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Some Rores Foot you 


U-W 6X/9 FILLER WIRE CABLE i, p 
WITH HEMP CENTER IS OK FOR : 
TACKLE BLOCK FALLS BECAUSE 
IT IS SUFFICIENTLY FLEXIBLE 
AND FATIGUE RESISTANT 





FOR TRUCK ANO TRACTOR WINCH 
LINES U-W 6X19 FILLER WIRE 


WITH |.W.R.C. 1S BETTER BECAUSE 

THE METALLIC CENTER ADDS MORE 

STRENGTH AND RESISTS CRUSHING 

CAUSED BY DRUM CROSS WINDING 
AP 


= 


eter <—~ 
LN _—~ 
For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


UPSON-WALTON IS THE ONLY MANUFACTURER OF ALL 4eee 
Wire Rope, Tackle Blocks, Wire Rope Fittings, Brattice Cloth. 
We invite you to let us engineer your problem jobs. 


Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 


Wain Offices and Factory: Cleveland 13, Ohio 


114 Broad Street 3525 West Grand Ave 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 
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N O matter how big your present V-belt inven 

tory, you can drastically cut it with just 4 reels 

of Veelos. These handy reels give you a choice 

of more than 316 sizes in O, A, B, and C widths. 

For customers using only A and B sizes, just 2 reels 

of Veelos will provide a complete V-belt inven- 

tory. Any length belt is quickly uncoupled from a Veelos goes on fast . . . lowers machine down- 

reel, made endless, then installed. time. On drives with outboard bearings it is in- 
As soon as you stock Veelos on reels, you save _ stalled without moving the motor or dismantling 

money by cutting your own V-belt investment. the machine. Veelos is made in all standard sizes 

You can forget belt deterioration and obsolescence. .. . fits all standard grooves . . . is available in 

Veelos on reels saves storage space ... simplifies 100 foot reels. Write for all the facts about this 

inventory records. profitable, fast-selling V-belt. 


New Veelos Catalog . e e How Veelos on reels makes big 
V-belt inventories little is just one of the many features in the 
new Veelos catalog. All the facts and full engineering data 
are given. Write for your copy today. 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PENNSYLVANIA 


VEELOS is known as VEELINK outside of the United Stotes 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 
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BOOST SALES 


SIMONDS 


ABRASIVE CO. 





portable 
GRINDING WHEELS 





FAST SELLERS 


from a profit-building line. . 


Get your share of the big, profitable market 

for portable grinding wheels. Stock Simonds 

Abrasive wheels . . fast cutting .. dependable 

y aenasace) production tools and steady repeat business 

| builders . . a few of the many wheels in our 

sa a complete line for every grinding need. Let’s 

tell you about our unique manufacturer- 

pbs distributor set-up ... and the profitable job 
it can do for you. Write. 





SIMONDS 
se, gy 
IVE SIMONDS ABRASIVE COMPANY TACONY & FRALEY STS., PHILADELPHIA 37, PA. 
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demand light duty ball 





Your customers may 
pillow blocks 
equipment, 
uty roller be 


‘MW equipment, 
eneral purpose 


her ball ot 


for small attic fans, air 
They may T 


etc. 
aring pillow blocks 


and other 


bearing 
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crushers, steel m 
They may want £ 
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for 
rough jobs. 
pillow blocks equippe 


roller bearings: 
and sizes of ball 
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blocks than any 
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roller bearings» 
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f ball bearings, 
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well-conceived merchandising plan. 


aior INDUSTRIES: 
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' AL"HOLDS LIKE A 
VISE. SAVES SPACE 
/AND MATERIAL 
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VHERE’S ALWAYS 





rLEN...."NO 
PROTRUDING 
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SOMETHING NEW IN ALLENS 


The Allenut* is the precision 
counterpart of Allen Hex-Socket 
Cap screws. A “ready-made” 
threaded hole, one end tapped to a 
Class 3 fit, the opposite end with a 
double hex socket for wrenching. 
Greater holding power, easier 
assembly, more compact design, all 


are made possible by the new 
Allenut*, now available from No. 4 
to 1”, NC or NF threads. Here’s 
another instance to prove that the 
Allen dealer is the man to see first 
for the answer to a_ precision 
fastening problem. For technical in- 
formation, write the factory direct. 


Popular sizes of Allen Hex-Socket Set Screws 
and socket head cap screws now standard and 
available in stainless steel from distributors’ 
stock. New methods, new alloys, new designs 
are constantly being investigated, and the best 
put to use to make every Allen socket screw, 
dowel pin and pipe plug the best money can buy. 





WARNING 


Allen-TYPE screws aren't 
necessarily Allen-MADE. Be 
sure to get genuine ALLENS 
~ in the black and silver box. 








*Patent applied for 


' J. e 
LOS ANGELES 
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THE 
ADVERTISEMENT 
AT THE LEFT 


Emphasizes Allen’s 
100% 
Distributor Policy 


Our policy, as stated in 1910, was 
“We adhere to distribution through 
authorized distributors, in recogni- 
tion that prompt and intelligent 
attention to customers’ needs 
requires on-the-ground contacts 
and acquaintance with individual 
manufacturer’s problems as well as 
on-the-ground stocks.’’ We stand 
by this policy to the letter, today. 


@ Allen affords distributors full 
protection and handles all direct 
orders and inquiries in keeping 
with its confirmed policies. 


@ Allen believes in and practices 
selective distribution to make 
the Allen line a real profit builder 
to those fortunate enough to 
handle it. 


@ Allen makes a determined effort 
to see that its suggested reason- 
able competitive prices are 
maintained. 


Allen factory salesmen, advertis- 
ing, sales promotion helps and 
engineering service are all de- 
voted to making the Allen line 
saleable in the highest degree. 


Allen has no non-stocking dis- 
tributors’ discount as all orders 
are referred to an Allen dealer. 


All Allen products are absolutely 
guaranteed. ; 


IT PAYS TO PUSH 
THE ALLEN HEAD LINE 





53 











see how Americas 
leading suppliers 


profit by featuring 


UNITED STATES 
ELECTRICAL TOOLS 


In addition to the remarkably efficient design, production and performance of these precision-engineered tools which assure 
satisfaction and repeat orders ... you enjoy the benefits of 


THE U. S. SIX-POINT DISTRIBUTION PLAN 


1. Full Line 3. Economical prices 5. Good profits 
2. Super-quality 4, Protection 6. Sales aids 


One of the numerous elec- 
trical tools for production 
and maintenance 


UTILITY FLOOR GRINDER 


12”, 14” and 16” wheels 
Model 500 


WHEEL GUARDS ADJUSTABLE 
TO WHEEL WEAR 
Totally enclosed motor; push-button starter for 
overload protection; ball-bearings enclosed in dust- 
tight housings; enclosed adjustable wheel guards 
and many other modern features. 


Model 500 


also many models in 
drills sanders valve seat grinders 
grinders _— tappers valve refinishing shops 
surfacers holesaws flexible shaft machines 
polishers buffers and other tools 








SALERRO LT Ae ce 
WRITE TODAY FOR DETAILS ABOUT AVAILABLE TERRITORIES 


CINCINNATI, OHIO, U.S.A. 
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Here’s How LNermol 
Helps You To Sell V-Belts 


Because of the high quality built into each Thermoid V-Belt 
—plus time proven engineering design, Thermoid V-Belts 
have enjoyed expanding user acceptance. Constantly main- 
tained stocks at conveniently located warehouses assure 
prompt delivery of your orders. 


As a further aid in developing your V-Belt sales, Thermoid 
contributes these sales helps: 


Continuing advertisements stressing their quality and the 
availability of V-Belts from your stocks are directed to 
your customers through the use of national trade papers. 


' ‘a 
vf gel athe mAh tatlle 
| he 


4 ___.Displays 


i iil ail ol iteg) yt Attractive wall and floor display racks keep your stocks 
yi : all constantly in order and visible at point of sale. 


4 
‘ + __~.Engineering Bulletins.._.....-__. 
Sent you at frequent intervals assure your sales staff of 
information enabling them to keep abreast of latest develop- 


ments in design, construction, and uses of Thermoid V-Belts. 


niin NUN crssitemp icsiapinsnceseinianeanseneciteeeti 


Containing complete, concise information on V-Belt drives 
and applications, enable your salesmen and customers to 
select and specify the proper Thermoid V-Belt for maxi- 
mum service. 


Where special or difficult problems in V-Belt applications 
are encountered, our representatives and the complete 
facilities of our Engineering Laboratory are available for 
solving these problems. 


it’s Good Business To Do Business With Thermoid 





Thermoid Company * Main Offices and Factory * Trenton, N. J., U.S. A. 
Western Offices and Factory * Nephi, Utah, U.S. A. 
Automotive and Industrial Rubber Products - Friction Materials - Oil Field Products 
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ONE OF THE WORLD'S 
LARGEST MANUFACTURERS 
OF RECORD PLAYERS USES 
JEWEL NATURAL GARNET TO 
BRING OUT THE BEAUTY IN 
THE FINE WOODEN CABINETS. 
JEWEL GARNET DOES A 7 
BETTER JOB THAN MORE‘ 
EXPENSIVE SYNTHETIC GRITS 
... AND DOES IT FASTER! 








THE RECORDS PLAYED IN THESE MACHINES, 
OR ON YOUR HOME PHONOGRAPH, ARE 
ALSO PROCESSED WITH SANDPAPER. WHEN 
RECORDS COME OUT OF THE PRESSING 
MACHINES, THE FLASH ON THE EDGES IS 
SANDED OFF ...1IN MANY CASES WITH A 
JEWEL FLINT PAPER SPECIALLY DESIGNED FOR 
THE JOB. THIS PAPER, WHICH HAS AN EXTRA 
HEAVY BACKING, CUT SANDING COSTS OVER. 
80% FOR ONE RECORD COMPANY. 





opr oe 





RT eee IRs, 
feet att ae ta : 


shee 


AND A MANUFACTURER OF TROMBONES 
HAS FOUND THAT A VERY FINE GRIT 
JEWELOX CLOTH JS IDEAL FOR HAND 
POLISHING TROMBONE SLIDES. 


SO REMEMBER JEWEL WHEN YOU ORDER 
COATED ABRASIVES. THERE'S A JEWEL 
PRODUCT FOR EVERY SANDING, 
POLISHING AND GRINDING NEED. AND 
PROPERLY USED JEWEL ABRASIVES WILL 
SPEED YOUR WORK, CUT YOUR COSTS! 


» Abrasive Products /nc 


SOUTH BRAINTREE 85, MASSACHUSETTS 


* MAKERS-OF JEWEL COATED ABRASIVES 
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We specialize in precision pre- 
forming of Carmet carbide metals 
to any shape for special wear- 
resistance needs, such as dies, 
gage blanks, etc. Let us quote 
on your requirements. 


: 


Carbide Took 


The Allegheny Ludlum line of Carmet Carbide Tools is complete 
—every style, size and grade you may need for any cutting job in 
the shop. If you make your own tools, a full line of blanks is avail- 
able, too—as well as all necessary sizes of A-L Shank Steel. Extensive 
stocks of Carmet standard tools and blanks are carried in A-L 
and Distributor’s warehouses coast to coast, and special tools are 
available to order. .@ Just remember, for best performance on 
any application, use Carmet! : 


say Allegheny Ludlum Steel Corporation 


CARBIDE ALLOYS DIVISION, Detroit 20, Michigan 


W&D 813 


DISTRIBUTORS: Write us about handling CARMET Standard Tools in your territory. 
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versatile 
flexible 


This low-cost 16” DURO Band Saw 
has a wide range of uses — and 


many special features 


Ideal for quick-changing times—here is 
an efficient machine for cutting tubing, 
extruded shapes, bar stocks, metal 
sheets, casting gates, plastics, brake lin- 
ings, hard rubber, slate, fibre and many 
other materials. Can be adjusted to ob- 
tain standard wood cutting speeds by a 
slip of a lever.Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits all adjustments to be made from 
front while saw is in operation; New 
Departure Ball Bearings; Upper wheel 
mounted in machined dove-tailed ways 
with adjustable steel gibs; many other 
advantages. Metal cutting speeds: 230 
and 596 R.P.M. Wood-cutting speeds: 
2300 and 5960 R.P. M. 

Send for Catalog—for full details and prices 
on the DURO 16” Metal Cutting Band Saw. Also 
lists specifications and prices of complete line 
of DURO single and multi-spindle Drill Presses, 
Circular Saws, Jointers, Routers, Shapers, Grind- 


ers, Lathes, Scroll Saws, Flexible Shaft Units and 
Portable Electric Drills. 


DURO 7001S 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO. 2687 N. KILDARE AVE., CHICAGO 39, ILL. 
ALSO MAKERS OF DURO HAND TOOLS 
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ISTRIBUTORS © 


SELL MORE 
RUBBER 


hen it’s an 
Engineered Product 


by 
WANHATTAN 


Makes &ndoz Homo-Flex HOSE 


Rubber Engineers have discovered the most damag- 
ing punishment to hose is the constant flexing of the 
hose wall under the thousands of rapid pulsations 
of high pressure pumping. Adding sheer bulk to the 
hose construction is not the answer. 


Manhattan engineers solved the problem with an 
entirely new hose construction. Working on much 
the same theory as a clever boxer who “rides with the 
punches” to avoid a beating, Manhattan engineers 
developed a hose wall that would expand and con- 


the “Heavy-Work” Champion 


tract rapidly — “riding” the rapid surges of pressure. 
Though lighter and more flexible, Homo-Flex is 
actually stronger — longer lived — because Flexlastics 
tube, cord Strength Member and _ wear-resisting 
Flexlastics cover are made practically inseparable 
through Turnate Vulcanization. 


Whatever industry you are in, check the 10 Advan- 
tages of Condor Homo-Flex Hose for air, water, high 
pressure spray, etc. A copy of Bulletin 6879-A is 
yours for the asking. 


(“FLEXLASTICS” is exclusive with MANHATTAN) 


M 


' : 
| MANHATIAN | 


MANHATTAN RUBBER DIVISION 








PASSAIC, NEW JERSE 
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RAYBESTOS- MANHATTAN 1c. 


Y 
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O O longer Service Lie 


wilh MEW Sal. Center Fit Wire Rope 





All 17 strands in CenterFit 
are laid up in a single clos- 
ing operation. Note all 
strands run in the same di- 
rection. Outside strands fit 
snugly into valleys between 
inside strands and eliminate 
crossing of strands as in 
conventional design. This 
prevents internal nicking— 
gives longer wear. Eight 
outside strands, Centertit 
design, give more steel, 
less void space, greater 
flexibility, easier handling. 


... Sets performance record of 15 weeks 
continuous service on this fast shovel 





Your local J&L distributor or J& L ware- 
house is now stocked with most sizes of this 


When a. CenterFit wire rope hoisting line SERVICE LIFE OF HOISTING LINE—15 weeks, 





on one of the fastest power shovels in the 
industry recently completed 15 weeks of 
continuous service, it set a performance 
record that will interest every wire rope user. 
Here are the facts: 
OPERATION—Removing overburden at strip 
coal mine near McDonald, Pa. 
CONTRACTOR—Allegheny Contracting Com- 
pany, Pittsburgh, Pa. 
SHOVEL—Manitowoc Speedshovel, making 
three one-quarter turn passes per minute 
during operation, each pass to the fullest 
hoist and “‘rack-out”’ of the shovel. 
DAILY PERFORMANCE—5000 cubic yards of 
rock, shale and dirt each 24 hours. 
TOTAL PERFORMANCE—236,000 tons of shot- 
blasted overburden. 


compared to usual 8 or 9 weeks—or 66% 
longer. 


Because it has proved so satisfactory in per- 
formance, Allegheny Contracting Company 
now uses J&L CenterFit on a variety of 
equipment, from bulldozers to drag lines, 
throughout its widespread mining and exca- 
vating operations in Western Pennsylvania. 

CenterFit, an exclusive product devel- 
oped by Jones & Laughlin, is a 17-strand 
wire rope of advanced design with ex- 
ceptional performance characteristics. 
CenterFit with new Bronz-Lube wire rope 
lubricant, permits 20% faster operating 
speeds, shows a 25% saving on sheave and 
drum maintenance, and gives up to % 
longer service life! Yet CenterFit costs no more 
than ordinary wire rope! 


JONES & LAUGHLIN STEEL CORPORATION 
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new and better wire rope, that gives longer 
service at lower cost. 

Send for descriptive literature giving com- 
plete technical information about CenterFit 
—and for free Wire Rope Service Record 
Cards in convenient plastic holder. Address 
Jones & Laughlin Steel Corporation, Room 
420, 311 Ross Street, Pittsburgh, Pa. 
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Circle ® Bolts and Nuts... both standard and 
special . . . are used in large volume by leading 
manufacturers of quality products. The depend- 
ability of these bolts has been tested time after 
time and proven in thousands of applications. 


BUFFALO BOLT COMPANY 


North Tonawanda, N.Y. 


These Heads and Threads are true SALES OFFICES IN PRINCIPAL CITIES 





Export Sales Office: Buffalo International Corp., 
50 Church Street, New York City 


sas -s«wcxs:(B)BOLTS 
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R/M makes a complete line of rubber sheet packings, 
designed to meet operating conditions in chemical and 
oil processing plants where high temperatures prevail, as 
well as general purpose rubber sheet packings for cold- 
water service at low pressures. 


R/M Red Rubber Sheet Packing, No. 625, is one of 
the most popular sheets. It is made of long-lasting, tough 
red compound that conforms to rough surfaces. Recom- 
mended for air, cold or hot water, and steam up to 
150 pounds. 


Resilient Flexlastic Sheets for cold water, low pressures, 
general service and for pipeline gaskets are supplied in 
three different styles... “C. I.” Sheet, No. 635, with one 
ply of cloth for each 1/16” of thickness .. . “C. O. S.” 
Sheet, No. 638, same as No. 635 but reinforced with an 
additional ply of fabric on one side . . . and “C. B. S.” 
Sheet, No. 641, same as No. 635 but reinforced on both 
surfaces. 


R/M Diaphragm Sheet, No. 645, for damper regulators, 
is a high-tensile, square-woven duck covered with Flexlastic, 
compounded to resist air, water, steam and oil. 


These specialized sheet packings are typical of the 
many packings of all types which the authorized R/M 
distributor can supply to meet his customers’ needs. All 
R/M packings for maintenance and replacement are sold 
through authorized distributors only. 











packing : 








RAYBESTOS -MANHATTAN, INC. 


PACKING DIVISION 
MANHEIM, PA. » BRIDGEPORT, CONN. « NORTH CHARLESTON, S. C. + PASSAIC, N. J. 


We also manufacture a complete line of Asbestos Tex- 
tiles, Friction Materials, and Industrial Rubber Products. 
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Here's how 
SIMONDS Quick and Easy Tensioning Method gives 


LONGER BLADE LIFE! 


Aveld Undertenson which SIMONDS ALSO MAKES: 


causes crooked cutting, 
spoiled work, lost time. 


Avoid Overtension which 
causes blade-vibration, 
ould éultiag of teeth, frequent blade-breakage. 


Slip the Simometer Directly over Blade, tighten two thumb- 

screws ... now put tension on blade until Simometer 

needle moves into green zone... and you can see at a (Oil Hardening) "RED TANG” FILES 
glance you have the right tension on the blade. 


Then You're Set to get Paster, Straighter Cuts...and more 
cuts per blade... the full measure of performance which 
SIMONDS “Red End” Power Blades are made to give 
you. Ask your distributor. 


BRANCH OFFICE: 350 Columbia Road, Boston 27, Mass.; 7 S. Green St., Chicago 7, Ill, 416 A x hth Sr., Los - 
Angeles 14, C. 8 an Francisco 5, Ca 1S, W. First Avenue, Portland 4, Ore.; Trent Ave., 
Spokane 8, W: . jan Factory: 395 i St., Montreal 30, Que METAL-CUTTING BAND SAWS CIRCULAR METAL-CUTTING 
(Regular Hard Edge, SAWS 
Skip-Tooth, Spring Temper) (Inserted-Tooth, 
Segmental, Solid-Tooth) 


SIMONDS 


SAW AND STEEL CO. 


FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 


WHEN YOU USE SIMONDS YOU STAY IN THE HIGHLANDS 
. « « OF CONSISTENT CUTTING EFFICIENCY 
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LINCOLN’S Industri 


BCCause... 


It shows the complete range of 


modern lubricating equipment 
required for the efficient appli- 
cation of lubricants to todays 
industrial machines and tools, to 
enable management to meet the 
constant need for lower opera- 
ting costs, higher production rate, 
and improved product quality. 





Place a copy of this catalog in 
the hands of each customer — be 
ready to meet his requirements 
promptly from a suitable stock. 
You will render a service that 
will insure a continued flow of 
orders for the equipment needed 
to keep his entire plant up to 
the high level of operating 





Lincoln is the originator of the Kleen- 


seal Surface Check Grease Fitting — The 


modern fitting with the ball in the top. 


LINCOLN ENGINEERING COMPANY « 5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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efficiency assured by lubricating 
the “LINCOLN Way” 

Lincoln Industrial Lubricating 
Equipment is distributed through 
Industrial Wholesalers — under a 
plan of selective representation 
in trade territories. Your territory 
may not be completely covered. 


Write us for information. - 


Builders of complete Lubrication Systeme fora guarter of a century 
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| FORA 
'SHOP-FULL OF WORK! 


Forged Wrench Sets 
by NEW BRITAIN in 
dynamic NEW DESIGN 


Tough turning jobs turn into SALES when you 
have New Britain Forged Wrench Sets on hand! 
Customers know that Sets like this Box & Open 
End Set No. 1229 are the economical way to lick 
tight nuts by the shop-full . . . because these Wrench 
Sets are hand-picked by experts to cover virtually 
all factory service work. With that dynamic new 
design—slimmer, lighter and stronger than ever— 
and with New Britain’s famed “sweet fit on the 
nut’’, these Sets are a selling value you can’t afford 
to miss. Box End, Open End, Combination 
Wrenches and a neat 10-piece Electrical Wrench 
Set—let your customers choose their favorite 
weapons for beating the tough turning jobs. 
ORDER TODAY! The New Britain Machine Co., 
New Britain, Conn. 


GREATER STRENGTH © BETTER FIT, 
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They all want 
AMERICAN BLOCKS +»> SHEAVES 


You’ll be a “‘wanted” man, when the news gets out that 
you’re offering genuine AMERICAN BLOCKS and SHEAVES. “ARMORED 

So why not let those buyers trail you, and trap you, and CONSTRUCTION” 
take some of this profitable merchandise away from you? ee 
Just talk up the famous AMERICAN line on one trip out ne ear mone ms 
... and the response will convince you that these great telling your buyers about 
blocks and sheaves—made solely for wire rope—are in these “armored construction” 
a class by themselves. features: 


INSTANT ACCEPTANCE is assured . . . because men who 
use wire rope have knowr the name “‘AMERICAN HOIST” 


..- BECAUSE THEY'VE 
ALL BEEN READING ABOUT 





Precision-grooved sheaves 


Oversize pins and axles 


for sixty years and more. “ — side plates and 
side straps 
PRICES ARE RIGHT... and profits are generous. . 
2 Forged steel hooks and 
PROMPT SHIPMENT from our plants at all times. shackles 


. . — . A Wide Variety of Types and 
Seeing is believing. So just expose yourself to some of Saks . . cine Gemeatiion 


this nice business . . . and “‘surrender”’ gracefully! 1% to 250 Tons 


American Hoist 


and DERRICK COMPANY 


St. Paul 1, Minnesota 

















Plant No. 2: So. Kearny, N.J. ¢ Sales Offices: NEW YORK ¢ PITTSBURGH ¢ CHICAGO ¢ NEW ORLEANS ¢ SAN FRANCISCO 6304 
| Genuine CROSBY CLIPS THE AMERICAN HANDIWINCH 

World's largest selling drop-forged wire rope Enables one man to lift or pull any load up to 10,000 Ibs. 

fasteners. National advertising, good profit, © Weighs only 95 Ibs. Easily carried, set up and operated 

prompt shipment make sales sweet and easy. anywhere. Two gear ratios... efficient hand brake... many 

Sizes for all wire rope— Ye to 3 inches. “big hoist” features. Ask for literature that helps you sell. 
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Fis Rope Gets Its Start In Columbian’s 





Loose bales of Manila fibre from the provinces are being received at the Columbian Rope Bodega (grading and packaging plant) in the Philippines 


Philippine Bodegas ... 


MeL *ield Force Assures 
Best Manila Fibre For COLUMBIAN ROPE 


From fibre-producing plantations now gradually 
being restored in the Philippine Islands, comes the 
selected manila fibre that goes into Columbian Tape- 
Marked Pure Manila Rope. 

Columbian representatives, constantly in touch 
with the better plantations, contract for the raw fibre 
before it is ready to pack or bale — to make sure of 
getting the best quality. The selected manila fibre, 
tied in bultos for easy handling, is transported to 


There is no finer rope! 


Columbian’s warehouses, or bodegas, where it is 
graded and baled for shipment to our mill. 

Entirely rebuilt since the war's devastation, Colum- 
bian warehouses and other facilities are completely 
modern, strategically located, and managed by ex- 
perts in judging and buying fibre. Columbian main- 
tains this on-the-scene service to guarantee the best 
in manila fibre supply. You benefit from this far- 
reaching program, get better, more dependable rope 
when you select COLUMBIAN — The Rope of the Nation. 


COLUMBIAN ROPE COMPANY 


320-50 Genesee St., Auburn, “The Cordage City,” N. Y. 


PURE MANILA ROPE 
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Distributors! 


Get 
Full Protection 


With This 
Bristol 
PETIHITKY 


N 


OU’LL do yourself a good turn the day you tie in with 
Bristol. Recognizing the essential part the distributor plays 
in our American economy, Bristol has prepared this simple, 


clearly written franchise which protects your vital interests 100% 


99 66 


— with no “ifs”, 


ands” or “‘buts’’. Here it is in black and white! 


BRISTOL DISTRIBUTOR POLICY 


1. We believe the distributor is 
vital to the efficient and prof- 
itable distribution of Bristol 
Socket Screws. 


2. We believe that these Bristol 
products should be restricted to 
acknowledged distributors of rep- 
utation and financial responsi- 
bility, having adequate facilities 
for stocking, selling, servicing. 


3. We believe that the distrib- 
utor is entitled to a reasonable 
profit. 


4. We believe that it is part of 
our responsibility to constantly 
widen markets and to build turn- 
over into our product — through 
properly directed sales promotion. 


5. We will make every effort to 
direct business through our es- 
tablished distributors. Should an 
order come direct to the factory 
it will be either billed through the 
distributor or a commission credit 
will be issued the distributor. In 
cases where large customers pre- 
fer to buy direct, we shall sell di- 
rect only with the distributor’s 
approval. 


6. We appoint no more distrib- 
utors in any one territory than 
the market justifies, no more 
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than can get adequate volume at 
a profit. We have set up a system 
of distributor discounts and sug- 
gested resale discounts which we 
believe insures to the distributor 
a desirable return on his in- 
vestment. 


7. We are investing in a strong 
advertising program to strength- 
en old markets and cultivate new 
markets for our distributors. 


8. Bristol factory-trained sales- 
men are ready at all times to as- 
sist Bristol distributors. In an 
emergency, Bristol has men to 
back the distributor in 31 key 
cities. 

9. We consider it our responsi- 
bility to supply distributors with 
adequate sales, engineering and 
promotional material. 

A Bristol representative will be 
glad to tell you more. Write THE 
BRISTOL COMPANY, Mill 
Supply Division, 126 Bristol Rd., 
Waterbury 91, Connecticut. 








The Backstand-Belt Method of 
Production Grinding, Polishing 
and Finishing offers 


NOT 1 BUT 8 
ADVANTAGES! 
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The coated abrasive belt used in conjunction with contact 
wheel and backstand idler has been established as an efhi- 
cient production tool. For grinding, polishing and finish- 
ing hundreds of consumer and industrial items, the back- 
stand-belt method is more efficient and economical than 
the older set-up wheel method—because the backstand- 
belt has these five advantages over the set-up wheel... 


b 


1. An abrasive belt is a scientifically made tool, manufac- 
tured under controlled atmospheric conditions by ex- 
perts utilizing modern making equipment. The photo- 
micrographs compare the crude, uncontrollable rolled- 
on cutting surface of (A) a typical set-up wheel with (B) 
the coating on an Armour Abrasive Belt. Nore hor 
the s) gees _ erste 


MAIL THIS COUPON TODAY 
Please send me the booklet. 
“Facts about Backstand-Belt Grinding and Polishing” 


ee 





Typical example —polishing and deburring time 
on stamped out surfaces improved 40%. 


McCaskey Register Company of Alliance, Ohio, a lead- 
facturer of bookkeeping equipment, formerly used 
s for polishing and deburring stamped out reg- 
By switching to the backstand-belt method, 
me for this operation was cut from one hour 
per unit to 45 minutes per unit. 


» CASE HISTORY 


Bxample of what the backstand-belt method can 
s of whether you are grinding, polishing or 
ured surfaces, cast stamped or forged pieces. 


gases with fitted top cover. 


steel on cases, 20 gauge steel on covers. 

pings. They are given 3 draws and 2 an- 

Gem xneal is scale free as a result of being 
© furnace. 


after stamping and annealing. Debur 














PPVIOUS METHOR 
duction with this meth 
and cover. 


SOLUTION. A Porter-Ca 


with a 16” medium hard, sé 

belts used are a No. 50 Arif 
wide x 168” long and No.¥ 
x 168” long running at the 


RESULTS. It now takes onl 
case and cover. Intermediat- 
problem greatly decreasggaas 


Sau) Out portions of cases and covers. 


up wheels—grits 36, 60 and 100. Pro- 


s 1 hour and 15 minutes for one case 


ackstand unit is used in conjunction 
ited felt contact wheel. The abrasive 
clad Heavy Duty Alundum Cloth 2” 
rmourclad Alundum Cloth 2” wide 

vf 7000 SFPM. 


-s to polish and debur one 
pration eliminated. Storage 


We recommend buying throUgh your Industrial Distributor: 


Coaled Abrasives 


ARMOUR AND COMPANY 


1355 W. 31ST STREET + CHICAGO 9, ILLINOIS 
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POWELL makes a comoGZ line of 


valves for every branch of Industry 


Fig. 559 — 125-pound Iron 
Body Bronze Mounted Swing 
Check Valve with regrindable, 
renewable seat and disc. > 


Fig. 3031—Class 300-pound Cast 
Steel 0.S.& Y. Globe Valve. 


Fig. 375 — 200 - pound 
Bronze Gate Valve with 
renewable ‘‘Powellium” 
nickel-bronze disc. 


Fig. 1503—Class 150-pound 


Cast Steel O.S.& Y. 
Gate Valve. 


More than a hundred years ago Powell adopted a 
policy. This was to make valves only and to make 
every kind of valve that industry might require. 


And through the years, strict adherence to this 
policy has built such a complete line of valves that 
today there’s a Powell Valve for every known 
industrial flow control service. This includes Bronze 
and Iron Valves of all required types and designs; 
Cast Steel Valves of all types in pressure classes 
from 150 to 2500 pounds; and Corrosion Resistant 
Valves—including many special designs—made in 
the widest variety of metals and alloys ever used in 
making valves. 
Fig. 560—200-pound Bronze 


Regrinding Horizontal Swing 
Check Valve. 


Fig. 8150— Bronze 
L.P.G. Globe Valve 
with special compo- 
sition disc. Write for 
descriptive circular 
8-48B. 


Fig. 241—Large 125-pound 
Iron Body Bronze Mounted 
0.S.& Y. Globe Valve. 


Fig. 190—150-pound Iron Body 
Bronze Mounted ‘‘Irenew’”’ Globe 
Valve with regrindable, renew- 


able 


“‘Powellium” nickel-bronze 


seat and disc. 


Fig. 1793—Large 125-pound Fig. 150—150-pound Bronze 
lron Body Bronze Mounted Globe Valve with renewable 
0.S.& Y. Gate Valve. composition disc. 


Fig. 1708—200-pound Bronze 
Globe Valve with renewable 
Stainless steel seat and re- : Fig. 1460—125-pound 
grindable, renewable ‘‘Powell- ge y ‘‘Master Pilot’ Gate 
ium” nickel-bronze disc. > Valve with Iron Body, 
Bronze Mounted, or in 
; All tron. 


The Wm. Powell Company, Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 


POWELL 
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HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 


~\ — 


Yhey resist 
SUNLIGHT AND WEATHERING—in a 
closs by th Ives in resistance to 
rubber's worst enemies. 





They resis? 
OS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 


They resis? 
ABRASION, CUTTING, CHIPPING —ore 
tough and durable under severe serv- 
ice conditions, 


<i 


They resist 
WIAT—are exceptionally stable at 
temperatures up to 250° F. 


— 


They resist 
LOW TEMPERATURE STIFFENING —re- 
tein flexibility at sub-zero exposure 
over long periods, 


FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories...new unusual applica- 
tions of neoprene. Write E. |. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division C-12 Vilmington 98, Delaware. 





for example: 


Thor Universal Electric Sander made by Independent 
Pneumatic Tool Company, Chicago, Illinois 


Backing pad and cable jacket of neoprene 


add sales advantages to portable sander 


Operating conditions are tough on the 
backing pad and cable of an electrical 
sander, so this manufacturer has made 
them of neoprene. He’s building in extra 
strength and long life . . . added fea- 
tures that make the selling job that 
much easier. 


Because it’s made of neoprene, the 
backing pad isn’t hurt by constant flex- 
ing while spinning at high speeds. Both 
the pad and the neoprene-jacketed cord 
are resistant to damage from cutting, 
tearing and ever-present abrasive par- 
ticles. In addition, neoprene resists de- 
terioration from oils, greases, and the 
high temperatures usually encountered 
in tough, industrial service. 

So don’t overlook the importance of 
the rubber parts on the tools you sell. 
When they’re made of neoprene, you’ve 
got a talking point that can clinch the 
sale. So it will pay you to ask the manu- 


facturer of the line of tools you sell to 
point out the neoprene components. 
Then tell your customer about them. 
They are marks of a quality tool that 
pay off in customer satisfaction and 
repeat sales. 


Tune in to Du Pont “Cavalcade of America “ 


Monday Nights —— NE 
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Steel pipe is first choice 
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for giant housing developments 


The colossal Parkchester development in New York 
is one of the great experiments in modern housing. 
As it commands national attention for its daring 
conception and modern construction, likewise the 
materials, products, and equipment which compose 
it assume national interest. 


Adequate and strictly modern plumbing and heat- 
ing facilities play a vital role at Parkchester. Stee/ 
pipe, of course, is the predominant medium for the 
transmission and distribution of these services. So 
it is in all forms of modern housing, right down to the 
cozy cottage in the suburbs! 


COMMITTEE ON STEEL PIPE RESEARCH 


Architects, builders, plumbers, and heating con- 
tractors know that stee! pipe is durable, adaptable, 
serviceable and economical. That's why, for conven- 
tional steam or hot water heating, or for the new and 
growing radiant panel heating . . . as well as plumbing 
supply lines, too . . . the overwhelming percentage 
of all pipe used is stee/ pipe. 


That's proof. Steel pipe is first choice! 


The interesting story of ‘Pipe in American Life” 
sent upon request. 


OF AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Ave., New York, N. Y. 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1948 





+ If you pride yourself on 


Quality Control 


OE Oy ons EN AN LY eo 


uniformity 


a 


lr your production enjoys the advantages of Quality Control, your 
assemblers need the assurance of uniformity in the screws they drive. 
Modern assembly techniques don’t allow workers time to fumble for 
the right fastener — they've got to get a good one everytime. 

How uniform can a screw be? If you had the opportunity to see 
Corbin’s own quality control in action, you'd realize that: perfection is 
not far off in this screw plant. Machines in top condition; trained in- 
spectors giving each lot a final going-over; laboratory testing of run- 
of-the-mill samples. 

Get uniformity in the screws you buy—get Corbin-Phillips Machine 
Screws, Corbin-Phillips Tapping Screws, and Corbin Nuts. = 


- 


DISTRIBUTORS! Your customers are seeing this ad- 
vertisement in their favorite industrial magazine. 


CORBIN SCREW 


DIVISION 








THE AMERICAN HARDWARE CORPORATION, NEW BRITAIN, CONN. 


Warehouses: New Britain, New York, Chicago 
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you know why we stress 


CORBIN -PHILLIPS 
SCREWS . 


machine 
screws 











CORBIN- PHILLIPS 
SCREWS 


tapping 
screws 





CORBIN NUTS 


machine 
screw nuts 


























Talk of the Trade 


NOW IT CAN BE TOLD: Have you figured out that 
little whodunit we presented last month? Betcha didn’t 
get it right. Here’s the way it worked out: 

While cating, B announced that he was studying 
hypnosis. A laughed. B became indignant. “I'll bet | 
can hypnotize you,” B said. A laughed again. B then 
added: “I'll hypnotize you and make you walk by the 
cashier without paying the check and Ill make you hurry 
home and kill your wife.” ‘The bet was made. When B 
saw that A was hurrying out of the restaurant, he real- 
ized he had succeeded in hypnotizing Mr. A. He arose to 
stop him, but at that instant suffered a heart attack. 
Realizing that A was on his way home to kill his wife, 
B shot A. 

Silly, isn’t it? 
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AIR MINDED: Bob Lojiager (Vulcan Copper & Sup- 
ply Co., Cincinnati) is an accomplished pilot and current 
president of ‘The Greater Cincinnati Airmen . . . his pic- 
ture recently appeared in the Cincinnati Enquirer. 





HEAVY COMPETITION: Prospectors, according to 
Gordon Evans (Galigher Co., Salt Lake City) make poor 
prospects . . . It used to be possible to do some enter- 
taining and business in the evening but that’s a thing of 
the past . . . Now, when the whistle blows, everyone 
heads for his private diggings . . . Lead is now 19 cents 
a pound and they have no time to talk with salesmen. 


THE PRICE OF FAME: When O. L. Hale (W. S. Nott 
Co., Minneapolis) went to Palm Springs someone took 
a picture of him with Carmen Miranda . . . Although 
he tried hard to get a print, he couldn’t . . . But, when 
he returned to Minneapolis, his colleagues fixed him up 
—they had a king size print for him, along with a lot 
of ribbing. 


GO WEST .. .: ‘Toledo was well represented in Cali- 
fornia last fall... R. M. Shannon (Bostwick Braun Co.) 
took a leisurely tour along the West Coast with Mrs. 
Shannon, sold his car and flew back to work . . . Just 
about the same time, R. A. Parachek (Mill & Factory 
Supply) also was vacationing under the California sun. 


, 2 | 
\ A \ 


7 
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A NATURAL: A valve manufacturer's man was talking 
to C, A. Messinger (N. O. Nelson Co., Salt Lake City): 
“My company expects me to make seven calls a day and 
thinks distributor men should also make seven valve calls 
a day.” ... C. A. took him on a trip through Nevada . . . 
When it was all over the manufacturer’s man had this 
to write to his sales manager: “I always thought you got 
that seven fiction from rolling them about over a green 
table. I know better now. I'll bet you’ve been out here 
—but you got your sevens twisted. Out here, you drive 
seven hundred miles in seven hundred hours and hit one 
town and that has only seven people in it, counting old 
men and children.” 


R.W.B. 
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LOOK FOR THE 


“JENKINS 


TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 


DIAMOND MARK 








... every one a good-will builder for 


JENKINS DISTRIBUTORS 


The steady flow of requests for Piping Layout 
reprints constitutes a 47,000 vote of approval for 
this great Jenkins advertising campaign . . . one 
of the most popular industrial advertising cam- 
paigns ever produced. 

The men who cast these votes are engineers, 
architects, purchasing agents, plant executives, 
and maintenance chiefs... men who specify, buy, 
or use valves in every industry ... your customers 
and prospects. 

The easy-to-understand diagrams are popular 
with practical, as well as professional piping men, 
because they contain the type of information on 
valve selection and placement that these men 
want, and can use. 

At the same time, these widely read advertise- 
ments are lining up new prospects, building un- 
precedented good-will for Jenkins Distributors. 
And they also serve as handy reference material 
to guide distributor salesmen in recommending 
which valve where for best performance. 

Such popularity must, and will be, preserved! 
In recognition of this overwhelming vote of 
approval, new Jenkins Practical Piping Layouts 


will be run in leading industrial magazines 
throughout 1949... and Jenkins Distributors will 
continue to reap the benefits. 


It’s no wonder that Jenkins continues to be the 
preferred valve franchise... why year in and year 
out, it pays, and pays well, to sell Jenkins Valves. 


Jenkins Bros., 80 White Street, New York 13; Bridgeport, 
Conn.; Atlanta; Boston; Philadelphia; Chicago: 
San Francisco. Jenkins Bros., Ltd., Montreal. 


Jenkins Practical Piping Layout advertisements 
appear regularly in these industrial magazines. 


W 
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SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 











AIR AND 


WATER 


"HOSES ARE BUILT | 
| UPTO THE HIGHEST — 
_ STANDARD, NOT DOWN - 
| TO A PRICE. ONLY THOSE ” 
" WHO KNOW THE ECONOMY _ 
OF QUALITY ARE INTERESTED — 
IN CHAMPION HOSE. 


* 


REPUBLIC’S 4- POINT POLICY 
Line 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the trade 
solicited. 


LKualily 


A quality of product uniformly good 
and capable of delivering service 
results that should reasonably be 
expected. 


Puce 


A price basis inducing and making 
possible aggressive competition with 
reasonable profit return. 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


Cfeling 


Selling helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized train- 
_: a knowledge of the product 
sold. 


a 


LEADERSHIP IN POLICY, PRODUCT, AND PERFORMANCE 











DISCUSS YOUR PURCHASING 
POLICY WITH INDUSTRIAL BUYERS 


How many industrial buyers realize that 
you are on “their”’ side of the desk? Did you 
ever tell your customers and prospects about 
your buying policy? It might pay big dividends 
when they know you must find the products 
which you can safely recommend to them ... 
that you must buy from manufacturers who 
will backup your judgment as Republic Rub- 


_ ber does. 


Knowing your policy and experience, many 
buyers may be more willing to rely on you. 
Why not try it? 

“Your Ditlubilor sewed you be 


...it tells buyers why it is economically wise to 
: buy from YOU. It tells your story and does not 
cage mention Republic. Write today for your copy. 


\ 





MECHANICAL RUBBER GOODS BY 


REPUBLIC RUBBER 








DIVISION 
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eserves irte R U B BER DivistoOoon 
LEE RUBBER & TIRE CORPORATION... YOUNGSTOWN, OHIO 


Lee Deluxe Tires 


& Tubes, Conshohocken, Pa. 





Industrial Distribution: 


Season’s Greetings 


Aw year has rolled around and Christmas time is here again. And soon 
we shall turn to the bright, clean page of 1949. 





This is a season of good cheer, a season for the extending of good wishes and for 
the making of resolutions for the New Year. It is a time of generous feelings that 
mean so much to all of us. 





On this occasion an appropriate thought was suggested by a conversation I had a 
few days ago with a friend of mine. This friend is a manufacturer (not in our field) 
who just that morning had received an unsolicited letter from an unknown user of 
his product telling of the satisfaction and enjoyment he had had in the use of the 
product. This spontaneous letter of appreciation was like a ray of sunshine. 


Like most other businessmen, the mail received by my friend contains a score of 
gripes for every letter of “thanks”. This does not reflect a true picture of user atti- 
tudes but only shows we are quicker to gripe than we are to express our appreciation. 
No firm, of course, could continue to exist if it satisfies only one out of twenty 
contacts. The point is, we tend to take the good things for granted and only a gripe 
will spur us to action. 


Let’s earmark some time this Christmas season and get out the long overdue 
letters of good will that in our hearts we know we should write. For each of us, there 
were many occasions during the past year when we should have taken out a few 
seconds to say thanks. Let’s do it now. Our industry is one which is built on close 
personal relationships—manufacturer and distributor, distributor and salesman, 
salesman and customer, and combinations of all three. In all these relationships 
there are plenty of opportunities for the type of letter I am talking about. 





Yes, this is a good season of the year. And as the magazine of the field, we want 
to take this chance to express our appreciation and thanks to all our friends for the 
many favors that have come our way. We are mighty lucky to have such a swell 
bunch of people to work for and with. Our best wishes for a most happy Christmas 
season and for a prosperous New Year. 

















IN A RUSH Mr. Customer finds 
1. parking space and steps to the. . . 





ORDER DESK where he is waited on immediately. After he has 
2 » informed the order clerk of his needs, Mr. Customer watches the . . . 


“We Streamlined 








: 


Ur 


The Salt Lake Hardware Company found that it could circumvent red tape and 





give that all important department swift, personalized service. Now, the “wait- 


ing’ customer gets his goods and signs in seven minutes, on the average 


FoR A LONG TIME, Officials of the Salt 
Lake Hardware Company, Salt Lake 
City, had felt that there was one weak 
link in their merchandising chain— 
the Will Call Department. Appar- 
ently, they had everything else to serve 
their industrial trade properly. Theirs 
is a large concern carrying large stocks 
in 50,000 or more items, centrally lo- 
cated in the trading with an abun- 
dance of parking space without parking 
meters; in up to date building and 
well selected, well trained and effect- 
ive personnel. Yet, in the one feature 
of service, which has so much influ- 
ence in holding customer friendship 
and attracting new business, they were 
falling down and they knew it. 

The reason was obvious. In com- 
mon with other large operators, they 
had to have a routine for writing and 
filling orders. As is well known, the 
larger the operator and the more com- 
plex the system becomes, the greater 
is the time required for processing an 
order. In their case, the Will Call 
Department had not been separated 
materially from the regular order rou- 
tine, where the time element is not so 
pressing. For that reason, old cus- 
tomers and those coming to them for 
the first time to pick up something in 
a rush might stand around the Will 
Call counter for half an hour before 
having their order filled, or, in that 





saddest of all situations, being told: 
“Sorry. We don’t have that right now, 
but we expect to have some in within 
a week at latest.” 

Too often the thought was ex- 
pressed emphatically on the spot, and 
it got around as a general impression 
among the Will Call type of trade: 
“T’d like to trade at Salt Lake Hard- 
ware. They are a good house and have 
everything, but they’re so slow at the 
counter. You waste time there rather 
than save it. Never again!” 


Complete Plans Drawn Up 


As a consequence, some months ago 
a plan was laid out to completely 
streamline the Will Call department 
and set it up in many respects as a 
separate operating unit. Complete 
plans were drawn in advance under 
the supervision of H. W. Price, as- 
sistant general manager, physical 
equipment necessary to the plan: in- 
stalled, and instruction sheets issued 
and a training course instituted so that 
everyone involved would know just 
how the system was to operate. 

When the plan was put into effect, 
the counter salesmen and others were 
warned not to ballyhoo it until it had 
been thoroughly tried and any bugs 
worked out of it. Good results were 
evident from the start and when suc- 
cess was absolutely assured a preten- 





tious, six page illustrated folder was 
prepared and sent to all the trade in 
the area, both customers and_pros- 
pects. Mr. Price had tabulated rec- 
ords on over 10,000 separate and indi- 
vidual transactions. after the plan had 
been put into operation and the time 
for filling a Will Call order, from the 
time it was given until it was signed 
and the goods delivered, was only seven 
minutes on the average, which fact 
was prominently announced in the 
folder. If any of the goods were not 
available, this fact was made known to 
the customer in a few moments, and 
substitutions made if wished on the 
spot. 

As the plan went into operation, the 


management was a little concerned - 


as to what the effect would be on the 
regular business. Would a consider- 
able percentage of the regular custom- 
ers begin to use the Will Call service 
even when not in a rush? In that case, 
would the curve of normal business 
tend to flatten out or recede as that 
of the Will Call rose? Again, Mr. 
Price kept records, which showed that 
this was not the case. The trend of 
the overall business continued upward, 
with the rapidly rising curve of the 
Will Call business superimposed 
upon it. 

The physical equipment for the op- 
eration of the plan embodies the latest 
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ORDER CLERK broadcast the order by radio telephone to 
3. the various departments on different floors. The order is . . 


Will Call Department” 


in radio intercommunication—master 
station and remote stations. Without 
going into an explanation of the tech- 
nicalities, it permits two way communi- 
cation at all times between counter, 
city desk and other parts of the office 
with all parts of the warehouse when 
speaking in a normal tone of voice. 


Outline of Routine 


Following is a fairly complete out- 
line of the whole routine and its inter- 
telationship with the rest of the 
system, from the company’s own op- 
erating instructions. 

In order to facilitate the handling 
of “Waiting” Will Call business, Will 
Call orders, Form 8, will be entered 
by additional house salesmen in the re- 
vised Will Call department. These 
additional house salesmen will be for 
the purpose of handling “Waiting” 
business and will have the additional 
facilities and authority to call mer- 
chandise from stock over the radio 
phone equipment without written 
order. 

Frequently it will be necessary to 
make inquiry over the radio as to 
whether we have certain items in stock 
and insofar as possible the house Will 
Call salesmen will request the clerk 
to send down the items, so as to elimi- 
nate the necessity of going back a 
second time to fill the order. 

The regular sales department will, 
of course, enter regular Form 8 Will 
Call orders and/or “Waiting” orders, 
but will not have the authority to call 
merchandise from the floors without 
order. 

The Will Call salesman entering the 





order is charged with the responsibility 
of obtaining the customer’s name and 
initials and placing it under the head- 
ing of “Order Placed By.” The Form 8 
Will Call orders are then transmitted 
to the order—service desk in the Will 
Call department and the following 
routine will apply. 

(1) The Will Call office will be 
charged with the responsibility of first 
having the credit approved. An ap- 
proved list of customers whose credit 
is unquestioned will be furnished this 
office, and for such accounts the Will 
Call office will approve the credit on 
the original, blue copy by stamping 
the space provided with the proper 
OK stamp. 

If the account is not on the ap- 
proved list, then the Will Call depart- 
ment will use the automatic charge 
telephone system. This will greatly ex- 
pedite the handling of Will Call 
orders and give that department direct 
contact with the credit department 
and will allow the credit department 
to retain positive control over all ac- 
counts and at the same time eliminate 
congestion in the credit department. 

If the credit department approves 
the ticket, it will be automatically 
stamped by the new equipment, and, 
in the case of a C.O.D. account, the 
Will Call department will be so noti- 
fied and the transaction handled ac- 
cordingly. 

(2) All four copies of Form 8 order 
will be numbered in the upper right 
hand corner. 

(3) The original blue, the triplicate 
green and quadruplicate pink copies 
will be stamped either with Will Call 
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AT THE BOTTOM, where an. order 
5. jockey whisks it to the Will Call counter. 


or “Waiting,” and a section number 
assigned to the order. In some cases, 
“Rush” will be added to the standard 
Will Call order so as to expedite the 
assembly of the merchandise. A 
“Rush” Will Call orders indicates that 
a local customer has phoned for the 
merchandise and is on his way to pick 
it up and does not wish to be delayed. 
It takes precedence over the regular 
Will Call order but is secondary as far 
as precedence is concerned in filling 
“Waiting” orders. 

In the case of regular Will Call or 
Rush orders, the original blue copy 
is time stamped and immediately dis- 
patched to the floor. The duplicate 
white is held in the Will Call office 
during the day it is entered, then dis- 
patched to the main office to be filed 
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READY TO GO DOWN the chute. The 
4. ticketed basket arrives . . . 











WE STREAMLINED OUR WILL 


in the Sorter-graf, and the triplicate 
green and quadruplicate pink copies 
together are arranged on the work 
table in the Will Call department, to 
indicate the precedence or order of 
service, so that the oldest order can 
be completed first whenever possible 
to do so, segregating regular, rush and 
“Waiting” into separate groups. 

Handling of “Waiting” Orders 

The procedure outlined above will 
be followed in handling all Will Call 
orders with the exception of those 
marked “Waiting.” In that case, the 
triplicate green “work sheet” is time- 
stamped to the warehouse, rather than 
the original blue, which copy is re- 
ferred to the Will Call office for credit 
clearance. The green sheet is immedi- 
ately dispatched to the floor. The 
duplicate white is held in the Will 
Call office and the original blue and 
quadruplicate pink copies are arranged 
on the work table with all waiting 
orders. 

Salesmen are instructed to mark 
only those Will Call orders, “Wait- 
ing,” when the customer is actually 
in the building and ready to take de- 
livery of the merchandise. 

So that there will be definite con- 
tinuity to the personalized courteous 
treatment of all visiting customers, 
the personnel of the Will Call depart- 
ment will at the time the waiting order 
is received, call the customer’s name 
loud enough to be heard anywhere in 
the Will Call department, to let him 
know that his order is, at the time, 
being put into the warehouse for im- 
mediate working. This additional 
courtesy will make him feel more at 
home and also guarantee to the Will 
Call department that the customer is 
there and ready to take delivery. 

The Will Call department will, at 
the time these “waiting” orders are 
dispatched to the floor, notify the 
floor that the “Waiting” order is in 
transit by signalling with a new sound 
system which will be audible on any 
floor. This will be the signal to the 
clerk designated to handle “Waiting” 
orders, or any of the personnel on each 
floor, that there is such an order in 
transit and someone must be ready 
to immediately accept the order and 
acknowledge it through the radio com- 
munication system. This will give the 
Will Call department a positive ac- 
knowledgment that the order has 
arrived and is in the hands of a specific 
order clerk and will allow any mem- 
ber of the Will Call department serv- 
ing the waiting customer to communi- 
cate directly with the order clerk con- 
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CALL DEPARTMENT 


cerning the proper filling of the order. 
If we do not have the merchandise 
in stock, or if we require authorization 
for any substitutions, the order clerk 
will immediately call Station 5 and 
so inform the Will Call department, 
thereby eliminating the necessity of 
the customer being delayed until the 
order follows the old and obsolete 
routine, being marked out, and re- 
turned to the Will Call department 
before the customer is so notified. 


Disposition of Order Blanks 


After assembling the merchandise, 
the order clerk will return the blue 
copy of the Will Call department by 
one of two methods: (1) If the goods 
so assembled are to come down the 
freight elevator, then the order will 
be dropped down the tube- near the 
spiral chute. The clerk shall identify 
such item or items with the section 
number that appears on the order, ex- 
cept that in case of “Waiting” orders 
(All will be designated as in the past 
as Section 10). The order clerk uses 
a special “Red Ball” indicator sheet 
showing the section number, so that 
everyone concerned will know that 
this merchandise should be expedited 
right through for delivery for some cus- 
tomer actually waiting at the counter. 
(2) If the goods are to be sent down 
via the spiral chute, then the order 
will be placed under the spring clips 
which have been installed on the in- 
side of all baskets, and sent along 
with the merchandise to the Will Call 
department. 

There is one individual in the Will 
Call department assigned to the task 
of shuttling the various groups of mer- 
chandise from the spiral chute or the 
freight elevator, to the designated sec- 
tions. It is this individual’s responsi- 
bility to eliminate the confusion and 
necessity for- checkers to look for the 
goods. 

A checker in the Will Call depart- 
ment then matches all copies of the 
order so that all checks for quantities, 
sizes, weights, substitutions, etc., ex- 
actly correspond on all three copies. 

The checker then double checks the 
merchandise as it is given to the cus- 
tomer and secures the customer’s sig- 
nature on the reverse side of the 
blue copy, and delivers the quadrupli- 
cate pink copy to the customer with 
the merchandise. 

The original blue and_ triplicate 

een sheets are then time-stamped 
rom the shipping room, thereby in- 
dicating the total length of time 
elapsed to dispatch the order to the 
warehouse and make the final delivery. 


The original blue copy is dispatched 
back to the city salesman, if necessary, 
and after being priced, sent to the 
office to be billed and analyzed by the 
statistical department, then sent to 
the Sorter-graf to be matched with the 
original copy. 

The triplicate green sheet remains 
in the office of the Will Call depart- 
ment for daily tabulation and report to 
the management concerning the num- 
ber of orders handled, number of 
items, elapsed time broken down by 
floors so that we can compare fairly 
the relative performance of each group 
under the new plan, after which they 
are filed alphabetically in the depart- 
ment by customer name for a limited 
time. 

In order to coordinate the activities 
of the Will Call department and its 
personnel and carry out the plan as 
outlined, we have appointed Mr. 
Claude Poore as manager of the Will 
Call department, who shall have full 
jurisdiction over the men in that de- 
partment, and he is charged with the 
responsibility for the success of the 
plan and for the general improvement 
of the service and the handling of the 
Will Call business. 

In addition to the above procedure, 
the manager of the department and 
counter salesmen are authorized to call 
merchandise down to Section 50 from 
any floor without written order, except 
where merchandise ordered is for ma- 
terial which must be cut or goods on 
which we must tabulate serial num- 
bers. Such items must be specified on 
a regular written order and dispatched 
to the floor. 


Routine on C.O.D. Orders 


The same procedure in writing and 
filling orders and the flexibility con- 
cerning the calling of merchandise 
down to Section 50 shall apply to 
C.O.D. orders except that it shall be 
the responsibility of the salesmen writ- 
ing such orders to price out each and 
every item on the order before releas- 
ing it, so as not to delay the final de- 
livery of the goods to the customer. 

Before final delivery of such orders, 
the Will Call clerk shall request the 
customer to step over to the Will Call 
cashier, who will extend the ticket, add 
sales tax and deduct cash discount on 
orders subject to such terms, and ac- 
cept the customer’s cash and/or check 
in full payment of the order. She will 
then enter all such orders in the cash 
sale book and the total amount of 
such orders for the day is given to the 
cashier, with the cash to be entered on 
the daily cash report as “Cash Sales.” 
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Make Your Sales Drives Seasonal 


Salesmen have a merchandising advantage if your sales campaign 


is timed to the customers’ thinking, Chicago distributor says 





ys 


DEMONSTRATIONS prove effective in sales meetings. G. Rutledge, General 
Detroit Corp., instructs C. W. Spark and A. R. Thiele in the correct technique for 
fighting oil fires. 


LEARNING BY WATCHING how an extinguisher is used is Salesman C. R. 
Schoenborn. L. B. Gould is conducting the demonstration. 


THERE ARE TIMES when every sales 
manager thinks he has .organized a 
really “slam bang” sales campaign, one 
that will make everyone sit up and 
take notice. ‘Then, two or three days 
after the drive is launched, the sales 
manager sees his campaign is doomed 
to failure because the salesmen have 
not supported the idea; they haven’t 
caught the spirit of the campaign. 

“This was true of most of the sales 
drives I experienced as an industrial 
supply salesman,” said C. W. Spark, 
sales manager of Chicago Precision 
Supply Co. “They failed because the 
sales drive lacked the necessary mer- 
chandising advantage to make the sales 
drive a success. The sales drive prod- 
uct should be seasonal. A sales drive 
on an out-of-season line presents the 
salesmen with the insurmountable 
task of creating customer interest in a 
product which he might nat need for 
months to come. The products we se- 
lect for sales promotional activity cre- 
ate customer interest immediately 
upon presentation. Thus, the salesmen 
have a merchandising advantage.” 

Before taking management posi- 
tions, Mr. Spark and A. R. Thiele, 
general manager of the firm, had spent 
a good many years as industrial sup- 
ply salesmen in the Chicago area. It is 
natural, therefore, for them to make 
every company move with an eye to- 
ward benefits to the sales force. 


Customers’ Needs Considered 


“The salesmen are the heart of our 
organization,” said Mr. Thiele, “we 
try to direct their sales efforts toward 
markets with the least sales resistance.” 

Sales drives to Chicago Precision are 
events that can be superimposed on 
regular volume and produce peak sales 
volume at some particular season or 
time of the year. The line or product 
is selected on the basis of the custom- 
ers’ thinking and seasonal needs. 

To illustrate, the summer is the 
time to prepare heating and power 
plants for the long winter months 
ahead, the market for maintenance 
equipment and other related indus- 
trial products is greatest at this time 
of the year. Early spring starts the 
busy season for building contractors. 
Before this busy season starts how- 
ever, Chicago Precision salesmen are 

(Continued on page 157) 
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PANEL SPEAKERS get set to go as Ralph Johnson (left) introduces Harold Torell moderator for the session. 


eg 3 is 


First Regional Forum Attracts 


CHAIRMAN of the forum was Ralph Johnson. He wel- 
comed the audience and introduced the morning speakers. 


“ROUGH WEATHER DAYS” and 
what to do about them was the theme 
of James C. Olson’s talk. 


AN ATTENDANCE RECORD for regional conferences was 
established last month when the first of three contem- 
plated forums was held in the Westchester Country Club, 
Rye, N. Y. There were 300 men present—160 represent- 
ing manufacturers and 140, distributing companies. 

The session was sponsored jointly by the American 
Supply & Machinery Manufacturers’ Association and the 
National Supply & Machinery Distributors’ Association. 
Ralph M. Johnson, vice-president and general sales man- 
ager of the Norton Co., was chairman of the forum. Mr. 
Johnson is general chairman of the American Associa- 
tion’s Marketing Methods Committee. 

The morning part of the all-day meeting was given over 
to three talks. James C. Olson, a partner in the manage- 
ment consultant firm, Booz, Allen & Hamilton, discussed 
“Is Your Company Prepared for Rough Weather?”; 
Robert H. Russell, treasurer of J. Russell & Co., Worces- 
ter, had as his topic the general theme of the forum, 
“After the Break-even Point, What?”. The concluding 
morning talk was given by Harold E. Torell, vice-presi- 


THE BREAKEVEN POINT from the AN INTRODUCTION to the after- 
distributor's standpoint was. discussed noon panel session was given by Mod- 


by Robert H. Russell. 


erator Harold Torell. 
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A WELCOME was extended by James Geddes, American president, and Marsena Butts of the distributors’ forum committee. 


300 Distributors and Manufacturers 


ty Ie 


dent of Syracuse Supply Co., who described the panel 
session which was held after lunch. 
Mr. Torell was moderator for the panel discussion. 


Three general topics were discussed by the six partici- 


pants: Economical Selling; Lower Handling Costs, and 
Simplified Methods. The panel members were T. G. 
Vaughan, sales manager of the W. M. Pattison Supply 
Co., Cleveland; H. O. McCully, vice-president in charge 
of sales, Russell, Burdsall & Ward Bolt & Nut Co.; D. W. 
Northup, president, Henry G. Thompson & Son Co.; 
E. M. Hicks, assistant manager, Machine Division, Nor- 
ton Co.; A. Butz, Coated Abrasives Division, Minnesota 
Mining & Mfg. Co.; and J. H. Ruddell, president, Central 
Rubber & Supply Co., Indianapolis. 

The second regional conference was to be held in 
Chicago Nov. 16, the day after the Central States Asso- 
ciation’s annual meeting. The third conference will be 
under the joint sponsorship of the American Association 
and the Southern Supply & Machinery Distributors’ 
Association in Biloxi, Miss., Jan. 13. 


AFTER THE MEETING: Robert Mills, Herbert Mills 
(both of H. W. Mills, Paterson, N. J.) Nelson Bauer and 
Carl Williams (both of Pyrene Mfg. Co.). 


IN THE SUN between meetings are these H. N. Crowder, 
Easton, Pa., men, E. W. Kuhnsman, H. N. Crowder and 
C. S. Meely. 


FOR THE RECORD, J. Ottaway, Ellis Morse Co., Bing- 
hamton, fills out a card while C. J. Ramsburg, Jr., Spang 


Chalfant and V. H. Brink, Ellis Morse, look on. 
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NEW YORK STATE DISTRIBUTORS gathered in Rye for .. . 


A Roundtable On Current Problems 


SEVEN CURRENT PROBLEMS facing industrial distributors 
were discussed last month when the New York State 
Industrial Supply Association met in Westchester Coun- 
try Club, Rye, N. Y., on the day before the National- 
American Association’s joint regional conference. More 
than 30 distributors attended. 

The subjects: 

1. Decimal packaging and pricing of coated abrasives— 
have they produced economies and increased the margin? 

2. Broken packages—are we selling merchandise alone 
or service? 

3. Goods returned for credit—how do you control the 
abuse of this privilege? 

4. Does the quantity schedule on grinding wheels offer 
the distributor a wide enough margin to compensate him 
for the increased expense of carrying larger stocks. 


THE OFFICIAL FAMILY of the New York unit: Frank 
Craver, Mr. Torell, Walter Viergiver and Alfred Despard. 


5. The effect of increased transportation charges on 
the distributor’s cost of handling merchandise—higher 
freight rates—withdrawal of freight allowances—aban- 
donment of recognized basing points. 

6. The value of local meetings among distributors— 
are regular luncheons or dinners feasible? 

There was no action taken on any of the subjects, the 
meeting being confined to a general exchanging of opin- 
ions. 

New officers were elected, Harold Torell, Syracuse 
Supply, being chosen to succeed Eugene McCarthy of 
Beals, McCarthy & Rogers, as president. Other new off- 
cers are Walter Viergiver, Erskine-Healy, Rochester, vice- 
president; Alfred Despard, F. F. Despard Co., Utica, 
secretary; and John Craver, Babcock, Hinds & Underwood, 
Binghamton, treasurer. 
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7 hap 
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CONGRATULATIONS are extended by Retiring President 
Eugene McCarthy to the new president, Harold Torell. 
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Less calls on factory men for 


assistance in handling customers’ 


product problems enables, sales 


staff to devote more time to crea- 


tive selling so Cincinnati firm 


sets up program to make 


RESULTS COUNT, says Charles Bird, Cincinnati Supply Co. as he 


compares monthly performance against quotas for major lines on large 


blackboard. 


..- More Self-Reliant Salesmen 


To HELP HIMSELF and the firm he 
works for, the industrial supply sales- 
man should strive to make himself as 
self-reliant as possible in selling each 
of his major lines, says Charles Bird, 
general manager, The Cincinnati Sup- 
ply Co., Cincinnati, Ohio. Self-suffi- 
ciency means the minimum reliance 
upon a manufacturer’s representative 
in solving the product problems which 
pop up daily in an industrial supply 
salesman’s day. Self-sufficiency in sell- 
ing major lines, said Mr. Bird, enables 
the salesman to devote maximum time 
to selling at maximum efficiency. 


Joint Responsibilities 


Although the salesman is the chief 
beneficiary of his own sufficiency, Mr. 
Bird does not think that the job of in- 
creasing the salesman’s effectiveness 
is one for the salesman alone. The dis- 
tributor and the manufacturers he rep- 
resents also benefit from the salesman’s 
increased knowledge of products and 
applications. ‘Therefore, they are 
jointly responsible in seeing that the 
salesman has every opportunity to at- 
tain as high a degree of self-reliance as 
possible. It is up to them to provide 
the salesman with the opportunity and 
the means to act independently on a 
majority of his customers’ problems 
and increase his capacities for service. 

At Cincinnati Supply, Mr. Bird 
works on a long-range program de- 
signed to achieve such results for the 
entire sales staff. A long-range program 
is required for a number of reasons, 
chief among which is the fact that, in 
Mr. Bird’s estimation, a salesman 
should be capable of handling 80 per- 
cent of the product and application 
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problems proposed or encountered by 
his customers. Another important rea- 
son is that the acquirement of the nec- 
essary knowledge to service his cus- 
tomers so well takes time, a lot of time. 

Mr. Bird is aware that he has set a 
high standard of staff efficiency. He 
has his reasons for setting them high. 
These are: (1) The distributor is ob- 
ligated to increase the efficiency of his 
sales organization in order to maintain 
the industry’s position as the most eco- 
nomical means of distribution; (2) 
Salesmen believe the goal is possible 
given the time and opportunity to 
learn; (3) The goal is worth the time 
spent by management in planning, pre- 
paring and executing an educational 
program, and (4) The average esti- 
mate of how much know-how of prod- 
ucts and applications an industrial sup- 
ply salesman can absorb is too low and 
too often the result of inadequate or 
sporadic attempts at training. 

There is hardly any need to sell the 
idea of self-sufficiency to salesmen, Mr. 
Bird stated. His own program is the 
result of a demand by his salesmen for 
some continuing program by which 
sufficient background of products and 
applications could be acquired to elim- 
inate the necessity of a large portion 
of visits to customers with manufac- 
turers’ men. 

Salesmen pointed out that one- 
fourth of the selling time spent with 
customers when accompanied by a 
manufacturer's man is spent by the 
latter in talking his own in Where 
a highly technical product problem is 
involved, salesmen do not begrudge 
the time taken up by the manufactur- 
er’s man but experience has taught 


them that a great majority of the prob- 
lems encountered do not require the 
presence of the factory man, providing 
the salesman had a little more product 
training. The answer lay in a continu- 
ing program of training on all major 
lines carried by the company. 


Planned Sales Meetings 


The program developed by Mr. 
Bird calls for planned sales meetings 
each season to cover as many of the 
leading lines as possible. Inside, as 
well as outside, salesmen attend the 
meetings to increase their capacities 
for servicing customers. 

Each year Mr. Bird sends out letters 
to each of his major suppliers asking 
them to cooperate in the program. 
The normal schedule of meetings, one 
every two weeks, is explained. When 
meetings are held in the morning, they 
are staged in Mr. Bird’s office, which 
is large enough to accommodate the 
attendance. If they are held in the 
evening, they are held in a special 
meeting room in the building in which 
demonstrations, motion pictures or 
other visual training methods can be 
used. ‘Less frequently held dinner 
meetings are conducted at the Cin- 
cinnati Club. At such meetings, it is 
usual to invite several large customers 
who can benefit from the information 
given at the session. 

Upon receiving an affirmative an- 
swer from a supplier, Mr. Bird ascer- 
tains the needs of his staff in the way 
of product and application knowledge 
by discussing the line with the sales 
staff. When he has a definite idea of 
what sort of information the staff 

(Continued on page 154) 














If You Were The Buyer, 


Salesman Robert Edwards? ... 


EVERY SALESMAN misses getting orders occasionally. Some- 
times he knows the reason; most of the time, however, he 
just has to guess as to why the other fellow walked away 
with the order. It’s comparatively easy to find excuses— 
they’re a dime a dozen and sometimes they’re legitimate. 

But, reverse the positions; put yourself in the buyer’s 


BOB: Hiya Andy, how are you today? 
ANDY: I’m fine Bob, how are you? 
BOB: Well I can’t complain. How’s your bowling arm? 


ANDY: Well, I’ve had a set back the last two or three 
weeks, what with a sore arm and all but when I bowled 
the other night my average was around 157. How are you 
bowling. 


BOB: | started bowling with my team at Mau-Sherwood 
and so far my bowling is around 172. 


ANDY: That’s good. Anything new? 


BOB: No, nothing new but I have something that I 
thought you might be interested in. 


ANDY: What is it, Bob? 


BOB: We spent some time at the factory a short time 
ago where they showed us the process of making band 
saw blades and I thought I might get you to take a trial 
order of Blank Wavy Set Blades. Until this time not 
much has been done to improve band saw blades but now 
this is a lot better. 


ANDY: Well, I’ll tell you Bob, that wavy set feature is 
something that interests me. Is it new? 


BOB: No, it is not new at the present. The wavy set 
allows more chip clearance for proper cutting on pipe or 
tubing. It eliminates a lot of tooth breaking. 


ANDY: I see. 


BOB: And it will give about 30 to 334 percent more life 
per blade: 


ANDY: Well, that is rather interesting but I don’t know 
if I could make any change in blades though. We went 
into material cutting with saw blades with our shop man 
and he had me bring in various makes of blades. We are 
very well pleased with the one we are using now. Would 
this blade offer any advantage to blades we are using? 


BOB: I believe that wavy set blades for all operations 
would be a good blade for you to use. Normally speaking, 
a machine operator should change a blade cutting differ- 
ent types of material such as tubing, angle iron, etc. and 
I think he would appreciate a blade that will work on 
different kinds of material without changing the blade 
and the results it produces are well worth a trial. If you 
have a blade that has too few teeth on thin wall tubing, 
it will break out the teeth. In other words, about a 10 
or 12 tooth wavy set would take care of all the applica- 
tions. That is the reason you should try it. 


ANDY: Do we have to pay a premium price for the wavy 
set feature? 


BOB:. I can say that the price in the Cleveland area is 


chair and then decide which salesman would get your 
orders. Admittedly it is a difficult thing to do. We all are 
more or less prejudiced in our own favor. 

To make this job a little easier, your editors have 
undertaken to put two salesmen under the microscope. 
We obtained the cooperation of officials at Mau-Sherwood 


pretty much standard. The large Kalamazoo Saw which 
you have, takes a blade 10’ 5” in length and 3” wide. 
This sells at $2.90 each with a discount that varies accord- 
ing to the quantity you buy. 


ANDY: We usually purchase in 50 and 100 quantities. 


BOB: Why don’t you take a blade for trial. We can give 
you a sample blade for you to try at no charge to you. 
We have sold wherever we have put in a trial wavy set 
blade. It has cut down on consumption of blades 30% 
and for that reason I think my blade is the one for the 
job and the reason I want you to try it. 


ANDY: Well, I would be glad to have a trial blade. 


BOB: One other feature I forgot to mention about our 
blades is that you do not have to send to the factory for 
your blades as we buy the blades in 500 ft. lengths and 
weld them right at Mau-Sherwood to your specifications 
so you can order your blades and have them in a few 
days. Another thing, each run of saw blades is put under 
a hardness tester to see that it is of the proper hardness. 


ANDY: Well, Bob, looking at this sample, I’d say that 
about 4 of the blade is hard and the back is soft. 


BOB: Each blade has a soft back. Actually, only the 
teeth are hardened. That is why they have a rigid test for 
hardness. The teeth are flame processed to harden, not 
electrically processed. 


ANDY: One thing I had in mind about band saw blades, 
our shop waits till they practically run out of stock before 
notifying the purchasing department that they need more 
blades. Can you furnish blades on short notice? 


BOB: If we have to we can. We have a complete welding 
department in our store at Mau-Sherwood and if you 
phoned in today for a quantity of 50. blades, we would 
have them out in a day or two at the most. You can get 
real service from Mau-Sherwood on band saw blades. 


ANDY: That is interesting to us. We are interested in 
immediate delivery and we appreciate it. I'll tell you 
what we’ll do. You’ve given good service on many other 
things we have been in a hurry for, so we will give you 
a sample order for 12 blades. One blade would not be 
fair to you or us. You might send me some trick blade 
and the rest might not be as good as the first one. Out 
of 12 blades we should get a fair example of what they 
will do. 


BOB: I appreciate your trying them. In all other shops 
where they tried them out, they won’t use anything but 
wavy set blades and this will probably happen in your 
shop too. 
ANDY: Well, we'll try them and let you know how they 
work out. 


BOB: Thanks a lot, Andy. 
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Who Would Get The Order? 


or, Salesman Robert Beal? 


Supply Co., Cleveland. Two salesmen, Robert Edwards 
and Robert Beal, consented to serve as guinea pigs. 

It so happened that, a few weeks before these arrange- 
ments were being made, Mau-Sherwood salesmen had 
attended a sales meeting at which band saws were featured. 
Here, then, could be a test of what the men had retained 


BOB: Hello George. Good to see you again. 


GEORGE: Hi Bob, good to see you too. 
BOB: How’s the family? 


GEORGE: Fine. Haven’t seen you for a while. Where’ve 
you been? 


BOB: According to my book I was here two weeks ago. 
You know, I keep a record of these calls so that I don’t 
neglect any account. 


GEORGE: I must have missed you, then. 


BOB: Well, George, if you have nothing in particular to 
take up with me this time, I would like to talk to you 
about band saw blades. 


GEORGE: It seems to me that every man that comes in 
lately is selling band saw blades. What is happening to 
the market? 


BOB: I can’t say anything about my competitors but only 
where Mau-Sherwood is concerned. We have a very good 
stock, and of course I like to sell things out of stock and 
our band saw blades give a pretty complete cutting job. 


GEORGE: If I was to give a band saw blade order to 
every man that has been trying to sell me blades, we 
would have the stock cluttered up with band saw blades. 
What is your story on band saw blades? 


BOB: Well, I'll tell you George. We have here a fairly 
new development in band saw blades called the wavy set. 


GEORGE: What do you mean, wavy set? 


BOB: The wavy set gives a shearing action. One tooth 
clears the material being cut while the other tooth cuts, 
giving a faster cutting action. The blades were designed 
for horizontal machines such as Wells, Kalamazoo and 
Johnson. What kind of a band saw are you using in 
your shop? 


GEORGE: We are using a Wells machine now. 


BOB: You will find that if you use the wavy set blade 
on your Wells machine, you will get more cuts per blade 
than from your present saw blade. The price is the same 
as raker set blades. 


GEORGE: As I said, we are using the Wells band saw, 
a #8 Wells, and I wonder if there wouldn’t be too much 
of an adjustment to make before we could use your wavy 
set blades. 


BOB: No, you probably wouldn’t have any adjustment 
at all to make if your guides are new or nearly new, but 
if they are worn or old you probably would have some 
adjustment to make, or it might even be advisable to 
replace them with new guides, but it would be well 
worth your while in the long run. The new guides would 


from the sales meeting. The salesmen were told: 
“In the next office is a buyer you know. He is in the 
market for band saw blades. He is not using our blades 
now, but we think he should. Convince him.” 
Now, sit in the purchasing agent’s chair and determine 
who should get the order. The Editors 


soon pay for themselves in the saving on blades. 


GEORGE: Right now we are running some tests on 
band saw blades and if you care to send me on, two or 
three blades 12’ 64” with #8 teeth, we will test them 
out. We are cutting cold drawn steel up to 2” diameter, 
cold rolled steel, drill rod and a few angles. 


BOB: What number did you say your machine was? 
GEORGE: #8 Wells. , 


BOB: I don’t believe your blade size is quite right. It 
may be, though. Seems to me it is 11’ 6”. 


GEORGE: Maybe you're right. I may be wrong. 


BOB: Let me check it in the back of the book. Yes, it 
says here a #8 Wells saw takes a 11’ 7”, though 11’ 6” 
will fit. 


GEORGE: Yes, you're right. I was wrong about the size. 


BOB: Suppose we send you one half dozen 10 tooth 
and one half dozen 12 tooth and you see which does your 
best work. ‘T'ry them out in the shop and let me know 
how you make out. 


GEORGE: That’s probably a good suggestion. We can 
test them out with the two other makes and see what 
report we get from the shop. Understand, you will be 
running competition with two other makes. We will 
show no partiality but if you care to send these blades 
along, we will try them out. 


BOB: You know, George, there is another point I would 
like to stress on our service of band saw blades. We do 
all the welding in our own shop at Mau-Sherwood. We 
carry 500-ft. strips of band saw stock and cut to size and 
weld so that you don’t have to wait for delivery. 


GEORGE: That is sure good to know because they some- 
times let the stock run down before letting me know they 
need more blades. 


BOB: Just to show you how good we are on that, if you 
ever do get to the point where you are completely out, 
just pick up the phone and call Mau-Sherwood. We can 
have the blades ready in our will call within a half hour 
or I will be glad to bring them out myself if I am in. 


GEORGE: Well, we will give you a whack at it. 


BOB: O.K., we will send out the samples. The 10 tooth 
will be best on your 2” round stock, in fact, I would send 
out all 10 tooth but I feel that 12 tooth will be better on 
your small angles. 


GEORGE: You send them out and we will try both size 
teeth and let you know which works out the best. 


BOB: Thanks a lot George and I will come in soon to see 
how we are making out on the test. Thanks again. 
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ASSORTMENT of small tools in neat arrangement 
shows passersby quality and variety without clutter. 


OPEN SPACE before counter gives callers plenty of room 
to move around in with window display forming island. 


Potential Customers Can be 


New building gives Dayton supply firm chance to 


ONE OF THE INSTRUCTIONS given to 
the architect of the new building now 
occupied by the Dayton Supply & 
Tool Co., Dayton, Ohio, was to pro- 
vide room and facilities for display. 
The results, according to Carlton F. 
Woessner, partner in the supply firm, 
more than gratified the management's 
expectations. Display, which had been 
a negligible part of the company’s sales 
promotion program when the firm was 
located in a congested part of down- 
town Dayton, is now an important 
function. 


Other Factors Involved 


The substantial increase in business 
since moving into the new building, 
Mr. Woessner said, must be attributed 
to several other factors as well as dis- 
play; such factors as a large parking 
space adjacent to the building and 
the location on a broad street a little 
away from the business center more 
convenient to customers. Nevertheless, 
Mr. Woessner added, display which 
includes the drawing power of a build- 
ing purposely designed for a supply 
firm the size of Dayton Supply & 
Tool, is making a considerable con- 
tribution to the growth of business. 

The design of the one-story con- 
crete and steel structure gives an im- 
pression of efficiency and serviceability 
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of the firm inside. The facade is of 
glazed tile and glass brick, punctuated 
only by the entrance in the center. 
This entrance is flanked by two large 
display windows through which can 
be seen a suitably large and efficient 
looking service counter, backed by 
aisles of steel stock shelves, and a floor 
display of stand machine tools. 

According to Mr. Woessner, buyers 
who had never known about his firm— 
small tool and machine shop owners, 
truck body builders, repair shop oper- 
ators—noticed the new building and 
the neon electric sign which overhangs 
the entrance and the window displays. 
These prospects came in of their own 
accord, saw the type and size of stocks 
carried merely by pacing before the 
counter and strolling down a center 
aisle through the display of stand 
tools separating stock shelves from 
offices. The greatest portion of these 
visitors (many prospects are still drop- 
ping in for the first time, Mr. Woess- 
nér said) became good customers, 
especially in the pick-up class. Several 
have developed into substantial ac- 
counts. 

Within the building, display comes 
under the direction of George Roller, 
store manager. Mr. Roller’s interest 
in display was stimulated by the room 
and facilities provided by the archi- 
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tect—the two windows, the large area 
in front of the counter and the center 
aisle. He is constantly on the alert for 
new display ideas which will show the 
range of lines carried by the firm. 

Mr. Roller obtains his ideas of dis- 
play from observation of different store 
windows in retail shops, from articles 
about display in InpusTR1AL DistRiBu- 
TION, from manufacturers who provide 
suggestions and display fixtures. 

Simplicity is the keynote of Mr. 
Roller’s displays. Working on the 
theory that the counter, stock shelves 
and the interior display of stand tools 
are important features of the store, 
Mr. Roller employs a “see-through” 
arrangement in one window. A typical 
set-up for this window which is at floor 
level includes a stand which displays 
several chain hoists, a stand grinder 
with an abrasive display board and a 
work bench on which are tool chests 
and a small machine tool sign. 


Close Inspection Possible 


Another feature of this display is 
that it is so arranged as to permit close 
inspection of the products once the 
prospect is within the store. The 
arrangement of the displayed items is 
such that it also serves as a floor dis- 
play, plenty of room being provided 
for customers to walk’ through the dis- 








CUSTOMERS can inspect tools displayed in window easily. A. O. Slay, 
Leland Electric Co., discusses display with George Roller, store manager. 


DISPLAY, location and parking have increased pick-up 
business, says Carlton F. Woessner, partner 


Made to Stop, Look and See 


test display ideas which reveal lines to prospects 


play and inspect the products closely. 

The person looking through this 
window received a distinct impression 
of the type of merchandise Dayton 
Supply & Tool Co. carries, which im- 
mediately distinguishes it from a hard- 
ware store. Mr. Roller considers estab- 
lishing this distinction at the start as 
very important since the firm is seek- 
ing industrial customers and not small 
hardware consumers. The displayed 
items emphasize industrial needs. 

Peering beyond the displayed items, 
the window gazer gets more impres- 
sions: (1) of the variety of industrial 
lines carried from the rows of stock 
shelves behind the counter, the dis- 
play boards of drills, reamers, taps, 
hand tools hanging on the ends of the 
shelves and the vises, motors and other 
items on the counter and display 
stands alongside; (2) of the service 
proffered by the store—immediate de- 
livery from stock. 


Test Window 


The other window offers Mr. Roller 
an opportunity to test his display ideas 
since it is changed more often—about 
once every three or four weeks depend- 
ing upon the interest the display stim- 
ulates. This window has a raised floor 
and is backed by a low screen of ply- 
wood. Generally, the window contains 


an arrangement of small tools which 
have been polished to enhance preci- 
sion qualities. Mr. Roller seeks to em- 
phasize further the quality and variety 
of lines carried. He avoids a cluttered, 
jumbled look, employing geometric 
patterns in his arrangement. 


Good Display Items 


Mr. Roller has found by experiment- 
ing with displays in this window that 
precision instruments are the most 
successful items. These seem to have 
what it takes to make mechanics and 
mechanically minded industrial execu- 
tives stop, look and see. In fact this 
display was so successful in attracting 
new customers that it was retained for 
six weeks before Mr. Roller tried some- 
thing new. 

Industries serviced by Dayton Sup- 
ply & Tool Co. disclose no seasonal 
fluctuation of buying sufficient to war- 
rant employing displays of particular 
items in advance, Mr. Roller said. 
Nevertheless, wherever such fluctu- 
ations exist, it would provide a display 
theme utilizing items which will be 
needed by customers in large quanti- 
ties. 

About the only seasonal display 
theme used by Mr. Roller is Christ- 
mas. Many mechanics prefer quality 
tools as presents and Mr. Roller at- 


tempts to give as many gift ideas as 
possible in his display. Naturally, this 
display is arranged in a Yuletide set- 
ting emphasizing simplicity and neat- 
ness. 

Pick-up business at Dayton Supply 
& Tool Co. has increased 60 percent 
since the firm has occupied the build- 
ing. Display has attracted a consider- 
able portion of the additional sales. 
The location of the plant on a wide, 
well-traveled street near industrial cus- 
tomers and the fact that employees 
assigned to pick up products can al- 
ways find a space to park in the com- 
pany’s parking space without any loss 
of time, has encouraged steady patron- 
age. In short, the officials of Dayton 
Supply & Tool have coordinated pro- 
gressive ideas into an effective combin- 
ation which continues to add to its 
prestige and sales. 





“The country needs more Professional 
Salesmen—thousands of them—to in- 
terpret business to its customers; to 
help maintain independent retail dis- 
tribution; to add importantly to com- 
munity or group leadership.” 


Salesmanship as a Profession—R. S. 
Wilson, Vice-Pres. in Charge of Sales, 
The Goodyear Tire & Rubber Co. 
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A SAMPLE CASE for mounted points is Salesman Gillette’s most recently 
developed selling aid. He’s taken the top off to show the points to R. J. 


Forkey, Norton abrasive engineer. 


As proof of the fact that selling 
grinding wheels is no more compli- 
cated or involved than selling many 
other lines, Howard Gillette points to 
his own sales record and insists: 

“If I can sell grinding wheels, any 
average salesman can.” 

Sales records at Sidney B. Roby Co., 
Rochester, certainly substantiate the 
fact that he can and does sell grinding 
wheels. It was his success and interest 
in selling the grinding wheel line that 
prompted Roby officials to install him 
as the firm’s “grinding wheel special- 
ist” about two years ago. 

The very fact that he is classified 
as a grinding wheel specialist seems to 
refute the claim that general line sales- 
men can sell grinding wheels, but Mr. 
Gillette looks at the seemingly con- 
tradictory facts in a different light. 

“Since becoming a specialist and de- 
voting almost 100 percent of my time 
to grinding wheels,” Mr. Gillette said, 
“T’'ve become more convinced than 
ever that the average salesman can 
sell them. The general salesmen do at 
the Roby Co.” 

Mr. Gillette likens himself to the 
proverbial burr under a horse’s saddle. 
He is responsible to company officials 
for grinding wheel sales. But, at the 
same time, he has none of the author- 
ity that goes with a sales manager’s or 
department head’s position. 
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WELL EQUIPPED with his handbook, Mr. 
Gillette sets out for a few calls. He won’t 


make a single call without the handbook. 


You, Too, Can Sell 


Specialist makes it sound easy if you’re willing 


And Mr. Gillette does not want so- 
called managerial authority. He is in- 
terested only in sales. To get sales he 
conducts a continuous educational pro- 
gram on grinding wheels for the gen- 
eral salesmen. His enthusiasm for 
grinding wheels is contagious. 


Praises Manufacturer 


“When you can get salesmen so 
they won’t shy away from grinding 
wheel questions, you’re on the right 
track,” Mr. Gillette says. “Of course, 
there’s more to it than that. When 
a salesman leads with his chin in look- 
ing for grinding wheel questions or 
problems, the customer naturally ex- 
pects authoritative information. Our 
general salesmen go as far as they can 
by themselves and if they think they 
are bogging down, they yell for me.” 

Mr. Gillette doesn’t pretend to know 
all the answers but he does know 
where he can get them—from repre- 
sentatives of the Roby supplier, Nor- 
ton Co. Mr. Gillette is strong in his 
praise of the cooperation obtained 
from the manufacturer and in the 
ability of its representatives. He makes 
a practice of working regularly with 
R. J. Forkey, Norton representative. 

One of the key factors in the success 
of the plan at Roby Co. is the lack of 
selling competition between Mr. Gil- 
lette and the general salesmen. 
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Whether Mr. Gillette makes sales by 
himself or after being called in by 
another salesman, the salesman respon- 
sible for the particular account is the 
one who gets credit. Mr. Gillette is 
on straight salary. 

Although Mr. Gillette did not real- 
ize it at the time, one of the first 
customers he called on as a salesman 
for Roby Co. started him on the path 
to becoming a grinding wheel special- 
ist. That was 20 years ago. Mr. Gil- 
lette had worked inside for about a 
year and a half before being given ac- 
counts to call on. He started out full 
of confidence and loaded down with 
general product information. 


How To Be Different 


Before calling on the buyer who was 
to alter his selling career, Salesman 
Gillette checked on the account’s pre- 
vious purchases; he gathered informa- 
tion on the equipment in the custom- 
er’s plant; he acquainted himself with 
the products manufactured by the cus- 
tomer. Everything led to one conclu- 
sion: Here was a customer who bought 
and used a lot of (a product 
sold by most distributing companies, 
and one that Mr. Gillette says is 
pushed by salesmen because selling it 
requires no specialized knowledge). 

“T was all set to ask him about this 
product when I walked up to his desk,” 
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Two All-Important Selling Aids 


SALESMAN GILLETTE believes successful selling is 
almost 100 percent a case of the salesman’s person- 
ality. He doesn’t mean, though, that a salesman has 
to be a smiling collar ad type. 

“You've just got to adapt your personality to the 
particular customer on whom you're calling,” Mr. 
Gillette explained. “And that goes for a lot of little 
things, too. For example, when I’m with some buy- 
ers | wouldn’t dream of reaching for a cigarette, let 
alone smoking.” 

As for selling aids, Mr. Gillette believes in them 
all, provided you use the right one at the right time. 
There are only two things in which he has confi- 
dence on all calls—the handbook put out by Roby’s 


source of supply and his little black book. 

A salesman who is willing to study the handbook 
will know where to look for the answers when he’s 
talking to a customer, Mr. Gillette said. “J wouldn’t 
make a call without it.” 

And he doesn’t make calls without his black book, 
either. It is in this book that Mr. Gillette makes a 
record of his calls, the results and what was talked 
about. He has a system for this, too: When he’s 
waiting for a buyer, he jots down notes on the last 
call he made. In that way, he not only eliminates 
“homework” but also does away with guess work. 

“It doesn’t pay to guess, when you can flip open 
the book and be sure.” 








Grinding Wheels 


to think, study and make careful preparations 


Mr. Gillette recalled. “But, before I 
could open my mouth, the buyer 
glanced at my card and remarked: 
‘So you’re a new Roby salesman, eh? 
Well, if you want to get any business 
here, don’t come in and ask me how we 
are on (the same blank prod- 
uct). Every supply salesman who 
comes in here starts off that way. They 
don’t seem to realize that we use a lot 
of other products, too.’” 

Mr. Gillette made no sales there 
that day but the experience proved 
profitable. He began a more thorough 
study of products handled by Roby and 
reached the conclusion that few in- 
dustrial supply salesmen were using 
grinding wheels as an “opening” line. 
He also concluded that, if he studied 
up on grinding wheels, he would have 
an advantage over many salesmen and 
that he would have entree to many 
plants that were closed to most sales- 
men. 


“Think of Me” 


He began to study; the more he 
studied, the more interest he had in 
the line. But he did not become an 
overnight expert. As he explained it, 
it took much more than a decision to 
become expert in grinding wheel prob- 
lems. Although he did not tell his 
customers about it in so many words, 
he strived to build up the idea in his 
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customer's minds that “when you 
think of grinding wheels, think of me.” 

In 1936, he made his first trip to the 
Norton Co. Since then he’s been to 
Worcester seven or eight times. And 
each time, Mr. Gillette said, “I’ve 
learned something—that’s the inter- 
esting part about grinding wheels, you 
never stop learning.” 

In fact, Mr. Gillette also learns 
things from his colleagues. He just re- 
cently found out that some of his fel- 
low salesmen had a need for a sample 
case for mounted points. First, he 
toyed with the idea of making a “roll 
up” case, but he abandoned this idea 
when he realized how large a roll 
would be needed. He then noticed a 
step-back display case and went right 
to work. 


“If I Can, You Can” 


When he had finished the sample 
case, he thought there might be some 
objection to it because of its size. He 
determined then and there to find out 
if a man could carry it without too 
much trouble. He packed it into his 
car and drove to a customer’s plant, 
one that was so located visitors have 
to park a block and a half away. He 
carried the case to the plant and then 
up a flight of stairs to the buyer's 
office. 

“IT wanted to make sure that after 





carrying the case I could talk. I was 
able to. And, if I can talk after carry- 
ing it, these younger fellows certainly 
should be able to.” 

In fact, that’s pretty much Mr. Gil- 
lette’s philosophy on selling: 

“If I can do it, you can too.” 





A Crosley driver ran out of gas on a 
country road. Along came a Cadillac. 
Its driver offered the stranger a tow to 
the nearest station. They were spinning 
along at 50 miles an hour when the 
Crosleyite spotted a cop behind him. 
He honked his horn in warning. 

The big car driver sized up the situa- 
tion, increased his speed to 80 to give 
the cop the slip . . . with the Crosley 
man honking again, this time in ter- 
rified supplication to slow down. Finally 
the cop did give up, strode into the 
station, stripped off his badge and gun. 
“I'm through,” he announced. “I’ve 
seen everything. | might expect to be 
outrun by a Cadillac, but when there's 
a Crosley behind him give him the 
horn, that’s too much.” 


As told by M. E. Coyle, Executive Vice 
President, General Motors Corp., in the 
Fourth Annual Parlin Lecture 














SALES PLANNING is part of promotion manager’s job at 
Logan Hardware & Supply. Ray Gentry, Huntington man- 
ager, C. McDonald England, Jr., vice-president and general 
manager and Charles M. Pace, sales promotion, get together. 


hos a 
ARRANGING SALES MEETINGS details is another 
sales promotion function. John A. Larson, Rust-O-Leum 
representative, conducted this session for Logan and Hunt- 
ington salesmen when the line was taken on recently. 


Sales Promotion: Asset or Overhead? 


West Virginia distributor states appre- 


ciation of sales promotion’s importance 


as first step to improved performance 


ONE OF THE AREAS in which industrial distributors can 
improve their performance as indicated in a survey of 
salesmen’s preferences in sales tools, conducted by Inpus- 
TRIAL DistripuTion (“The Industrial Distributor Sales- 
man,” Sept., 1948), is in the quality of their sales pro- 
motion efforts. Seventy-seven percent of all the salesmen 
responding to the canvass reported that their firms sup- 
ported them with sales promotion, but only a little less 
than half of that number, 47 percent, regarded this assist- 
ance as of “great” help in selling. 

Half of the group considered the sales promotion bene- 
fits they received were only moderate and a remaining 
three percent felt they received little or no benefit from 
the supplemental efforts on their behalf. One of the impli- 
cations of the survey figures is that a great portion of 
salesmen can benefit more from improved wes promo- 
tion methods. 

Obviously, sales promotion should have a greater accep- 
tance by the salesman as a sales tool. No matter how 
poorly executed, sales promotion costs the distributor 
money. Unless it performs the assistance expected of it, 
sales promotion is a waste. In the opinion of many pro- 
gressive distributors, sales promotion, properly coordinated 
with direct selling effort, is a vital factor in increasing 
sales and a function which requires much care and plan- 
ning. 

An appreciation of the importance of sales promotion 
is the first step in achieving effective results from its use. 
This has been the experience of C. McDonald England, 
Jr., vice-president and general manager of Logan Hardware 


& Supply Co., Logan and Huntington, W. Va., industrial 
supply firm. 

Mr. England sees sales promotion as an important con- 
tribution to increased sales and deserving of personal 
attention from a qualified individual. Mr. England’s work 
as a member of the Sales Promotion Committee of the 
Southern, Supply & Machinery Distributors’ Association 
had something to do with his firm’s decision to set up a 
sales promotion department. It had always been his idea 
that his own company and other industrials did not do 
sufficient in the way of advertising or sales promotion. In 
too many cases, distributors regard sales promotion as a 
relatively minor function of the sales department. Often 
its execution is left to chance mailings using dated_mail- 
ing lists. 


Sales Promotion As Unit 


In the Logan Hardware & Supply set-up, sales promo- 
tion is handled by a separate department under the direc- 
tion of Charles M. Pace, a former advertising man. The 
department attends to the planning of sales promotion 
projects, coordinating them with the sales department’s 
activities, working out the details and executing the plans. 
Broadly speaking, it is the sales department’s job to sell 
and the sales promotion department’s duty to help the 
sales department sell. It is not so much an argument for 
departmentalizing as for specializing services for a com- 
mon objective—increased sales. 

Mr. Pace’s concept of his task embraces the following 
functions: 

1. Promote product interest among customers. 

2. Promote interest in the company’s products and serv- 
ices among prospects. 

3. Originate, recommend and execute advertising. 

4. Originate, recommend and assist in sales campaigns. 

5. Originate, recommend and assist in sales meetings, 
customer clinics, open house programs, etc. 

6. Assist in the preparation and publication of catalogs. 
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ALESMEN’S OPINIONS and suggestions on product 
terature for mailing are important. Here Mr. Pace con- 
ilts with C. O. Lambert and P. M. Dudley, salesmen, about 
forthcoming mailing. 


7. Assist in research—analyzing sales, establishing 
j.otas, forecasting sales, searching for sales expansion 
| portunities. 


‘arious Tools Used 


lo perform these functions, Mr. Pace explained, the 
sales promotion department makes use of product liter- 
ature supplied by manufacturers, manufacturers’ repre- 
sentatives, advertising media, advertising ideas, direct mail, 
sales analysis machinery, mailing lists, and salesmen. 

Probably the most important aspect of sales promotion, 
Mr. Pace said, is knowing where to direct one’s efforts to 
achieve positive results. ‘The cooperation of the sales staff 
and executives is necessary to pin-point effort and to mini- 
mize dissipation of promotion material. Sales analysis 
machinery is now being installed by the firm to aid in 
more accurately defining areas in which sales promotion 
can help better results. 

In the case of the firm taking on a new line, Mr. Pace 
sits in on all the discussions in which the market for the 
product is analyzed. From these sessions, Mr. Pace learns 
what sort of customers are prospects for the new products, 
the industries they are members of, what sort of individual 
employees would be interested in the product, how the 
product will be sold and what the sales expectations are. 

Mr. Pace then gets into touch with the manufacturer, 
arranges a special meeting or meetings to introduce the 
product to the salesmen and other members of the organi- 
zation, and drafts special promotion campaign plans, 
which may include direct mail, securing an assortment of 
literature and price lists for use by salesmen or inside 
workers, use of special advertising media, and timing the 
program to give salesmen time to acquaint themselves 
with prices, terms, delivery and product data. 

Preparations of sales meetings involve not only making 
arrangements with the manufacturers’ men and attend- 
ing to such details as securing a place in which to hold 
the meeting or securing special equipment such as projec- 
tion machines, but also outlining the program for the 
manufacturers’ men in order that Logan salesmen may 
obtain the maximum benefit for the time spent. An ideal 
product meeting program, according to Mr. Pace, (1) 
utilizes all the visual aids, such as motion pictures, stills, 


COMBINATION MAILING LISTS are part of 
the sales promotion department’s tools. Here 
Mrs. Cuza Chandler picks out a drawer of address 
plates preparatory to a mailing campaign. 


charts, etc., available; (2) brings out only the important 
construction features of the product clearly and concisely, 
as well as the need for such features; (3) explains all the 
possible uses for the product in each major industry in the 
territory; (4) provides the salesmen with strong and tested 
selling points for use when calling on customers. 

The basic sales promotion plan in introducing a new 
line includes a special product meeting, a discussion with 
salesmen on the product literature which will be sent out 
by direct mail, determination of the mailing list to be 
used and the mailing. 

Discussing the literature to be mailed with salesmen is 
a necessary preparation since salesmen follow up the mail- 
ing with personal calls, bringing additional literature. The 
discussion acquaints the salesmen with just what piece of 
literature the customer received and what points that 
literature made. The salesmen takes up the selling talk 
from the lead given by the literature when he makes his 
call. 


Mailing List Important 


Vigilance over the mailing list is Mr. Pace’s responsibil- 
ity. The principal wastes in mailing lists, Mr. Pace 
pointed out, are duplications, dead names and non-pros- 
pects. Efficient upkeep requires common sense, a knowl- 
edge of the company’s products and market and continu- 
ous cooperation on the part of salesmen. 

Logan Hardware & Supply’s list originate with the 
salesmen, who obtain an appreciation of the need for 
keeping it accurate and up-to-date. The salesmen report 
on their customers and prospects, giving individuals’ 
names, titles, customer and prospect addresses. The 
names, if any, of other responsible individuals who orig- 
inate orders are submitted along with the other data for 
each customer. 

Logan’s industrial division has two sections, one for 
general supplies and one for electrical merchandise. In 
addition to obtaining the name of the purchasing agent, 
salesmen seek the names of other individuals who are a 
factor in the purchase of general or electrical supplies. 
In the case of general supplies, such an individual might 
be a mechanical engineer, superintendent, maintenance 

(Continued on page 150) 
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ROUND ADJUSTABLE DIES 


JAN. FEB. MAR. 


Order No. 
1662 


Inv.|Ordered| Inv. 

9/16-18, 240D WD 
5/8-11 1a 
5/8-11 /3 
3/4-10 1H 
3/4-16 16 
7/8-9 /2 
7/8-14 

1-8 

1-4 
0-80,5/8 OD 


Order No. 


APR. MAY JUNE 
Order No. Order No. Order No. 


Inv. Inv. Inv. |Ordered 


CURRENT INVENTORY and quantity ordered in each month is entered in above purchasing guide. 


Stock Purchasing On Schedule 


Inventory data to make sound stock replenishment is gathered 
continually in purchasing guide used by Providence distributor 


PROPER UTILIZATION Of working capital is the key to suc- 
cessful operation of any business and, in no other phase 
of a reselling venture is there apt to be more waste and 
inefhciency than in stock purchasing. Overstocking ties 
up working capital, leads to losses by obsolescence and 
shortages in fast moving items. Understocking contrib- 
utes to loss of trade. To insure the most efficient use of 
funds assigned to stock purchases, William J. Burns, Provi- 
dence, R. I. industrial distributor, has adopted a simple, 
but effective, system which does not require any more 
manpower and material than was already available. 

According to William J. Burns, president, the purchas- 
ing system used by his firm has the following advantages: 

1. Stock shortages are minimized. 

2. Overbuying 1s avoided. 

3. Ordering of economic quantities is facilitated. 

4. Prompt stock information is made available to 
salesmen. 

5. Minimum manpower is required. 

As in most instances where some care is taken in the 
use of working capital for stock purchasing, the Burns 
method relies on an accurate knowledge of inventory con- 
ditions at the time of re-ordering. Generally, this informa- 
tion is obtained from a perpetual inventory. In lieu of 
a perpetual inventory record, Mr. Burns relies on a count- 
of-stock plan for securing the inventory data necessary for 
efficient stock ordering. 


‘To make a count-of-stock plan fit in with the purchas- 
ing routine, as well as to save time and manpower, Mr. 
Burns drafted a monthly schedule for the counting task. 
Each of the 25 or so major lines carried by the firm are 
counted on set days of each month. For example, grind 
ing wheels are counted on the second of each month; tool 
holders on the third; drills on the seventh; tools on the 
cighth; taps and dies on the ninth; etc. 

The counting is done by two employees who require 
from one and a half hours to two hours to check over a 
line of items. This includes counting the stocks of each 
item and each size in the line. There is no set time during 
the day schedule for the count for the employees to do 
this chore; the idea is to fill in the spare time of each 
counting day. One employee does the counting and th« 
other enters the total in the purchasing guide. 

So far as is possible, allowances are made for bus) 
periods which may delay the job of counting. For instance, 
considerable activity is anticipated during the first weck 
of each month. Therefore, counts are not scheduled on 
consecutive days during this period. Although the count- 
ing of grinding wheels and tool-holders are scheduled for 
the second and third days, the next count on the schedule 


(drills) is not scheduled until the seventh. This gives the 


assigned employees time to finish counting of grinding 
wheels and tool holders in the possible event that they are 
prevented from completing the tasks on schedule. 
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The “on-hand” totals are entered in the purchase guide 
s soon as counted. ‘The guide is a loose-leaf binder which 
holds standard 84 by 11-in. pages. A pair of facing sheets 

e assigned to each item of a line. All the sizes of the 

roduct that are carried in stock are listed down the left 
de of the left hand sheet as in the case of “Round 
\djustable Dies” on the sheet illustrated. 

The two sheets for a single item are divided into 12 

uuble-ruled sections. The first six nfonths are contained 

| the left-hand shect and the remaining six months on 

e right-hand page. 

Under the month heading is a space to enter an order 

mber. Naturally, all the items ordered from a page 

Il be on the same purchase order. The same.order will 

lude other items in the line which has just been 
inted as the purchasing agent will review the inventory 
ures each month. Each of the sections (divided into 
mths) is subdivided by single rule vertical lines. The 
t-hand column of cach section is used for entering cur- 
it inventory and the right-hand column is used for 
ering quantitics ordered after the count. As soon as 
pments on an order are received, a check is placed 
ngside the quantity ordered to show that the quantity 
now in stock. 

\s soon as the counters finish taking inventory on a 
line, the purchasing guide is handed to the buver. This 
insures a monthly review of stock conditions for each 
size of each type of each item in each line by the buyer. 
Alter reviewing the inventory figures of a counted line, 
the buyer makes out a single purchase order (or, if there 
are two suppliers for a line, he makes out two orders, each 
containing maximum quantities possible in view of require- 
ments). After filling out the stock order, the buyer enters 
the quantities ordered as well as the order or order num- 
bers into the proper spaces in the purchasing guide. 

Since the count of stock includes all the items of a 
given line, the buyer can order in economical quantities, 
being limited by the usual considerations of turnover 
desired, rate of past sales, anticipated demand, etc. This 
is further facilitated by the fact that item pages are 
grouped by lines. Such an arrangement is convenient for 
the counters and for telephone men in answering inquir- 
ies about stocks. Tabs on the long edge of pages indi- 
cate product groups. 

Not all items are ordered monthly as is indicated by 
sone of the entries in the sample page illustrated on these 
pages. Past records indicate the average stock carried 
as well as the current rate of sale. The buyer, in determin- 
ing whether to replenish stocks, is guided by the figures 
in his guide and his knowledge of the industrial area his 
firm serves. 

Sales are determined by a comparison of inventory 
figures from month to month. Whenever a check appears 
alongside of a quantity in the ordered column, this quan- 
tity is added to the previous month’s. inventory figure 
before the following month’s inventory is subtracted to 
find sales for the month. In the case of the ?;-18 dies 
on the first line of the illustrated sheet, January inventory 
was 12 doz. Six dozens were ordered and the check shows 
the shipment was received. Since February’s inventory 
was 14 dozens, sales must have been four dozens. 

The guide, Mr. Burns stated, is not a substitute for 
sound business judgment and a thorough knowledge of 
customers’ operations, which will always be needed for 
good stock purchasing. He added, however, that for econ- 
omy and efficiency in helping the buyer’s judgment, the 
guide has been an excellent tool and, until he sees some- 
thing better, it will remain an integral part of stock pur- 
chasing. 


STOCKS in each major line are counted once cach month on 
scheduled days by Will Burns and Fred Martin, inside men. 


Beaetbtais 


ORDERS are prepared after a study of the purchasing 
guide by H. J. McCormick, buyer. 


MOVEMENT of each item in major lines is revealed by 
purchase guide to William J. Burns, president. 
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Some of the more important aspects of the problem of “Quantity Discounts” were 
included in a talk recently given by Leon Madonick, a New York attorney, to a 
group of purchasing and selling agents. Mr. Madonick has had wide experience in 


the field and was well qualified to handle the subject. 


Because this problem is of 


great interest to and affects industrial distributors, we consider Mr. Madonick’s com- 


ments must reading. 


—The Editors 





EVERY BUSINESS MAN, whether seller 
or buyer, is familiar with “quantity 
discounts”. It has been truly said 
that “quantity discounts are among 
the oldest, most widely .employed 
and best known of discount practices. 
They are common in retail trade, 
wholesale trade, and manufacturer- 
jobber relations. They are common 
in regulated as well as unregulated 
price structures”. 

In some industries we note that 
quantity discounts are again being 
widely employed, though during the 
last few years, sellers of commodities, 
generally speaking, have not had to 
resort to the granting of rebates or 
discounts. 

To be forewarned is to be fore- 
armed, we are told, so the word of 
warning is that the use of a quan- 
tity discount system of pricing is 
dangerous. 

The quotation above that “quan- 
tity discounts are among the oldest, 
most widely employed and best known 
of discount practices” is from the 
majority opinion of the United States 
Supreme Court in the Bruce’s Juices 
case handed down in April, 1947. 
Only a year later, on May 3, 1948, 
in the Morton Salt case, our highest 
tribunal in effect sounded the death 
knell of “quantity discounts”. Un- 
fortunately, the several basing-point 
decisions, announced at about the 
same time the Morton Salt case was 
decided, received the first attention 
of news, financial, and legal writers, 
so that the importance of the Morton 
Salt case to our American free-enter- 
prise system has not been pointed-up, 
and furthermore, as we are still in a 
seller’s market, it has been difficult 
to impress business men with the 
urgent necessity of now preparing 
themselves for the effects which the 
decision may have. 

Our purpose here is to turn the 
spotlight on what we believe to be 
one of the most important decisions 
of recent years and to discuss a few 
of the far-reaching implications of 
the Morton Salt case, to the end that 
American business men may be fully 
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warned, and so that their attorneys 
may be alerted to continuously re- 
viewing their client’s pricing systems. 

For present purposes, whenever we 
use the words “quantity discounts” 
we mean that method of pricing 
whereby one purchaser receives a 
lower price than another because of 
the greater amount of the seller's 
product which the former buys. In- 
cluded in our definition are rebates 
and discounts based on the quality 
purchased or delivered at one time 
(unit discounts), as well as discounts 
based on the quantity purchased over 
a given period of time (cumulative 
discounts); included also is the dis- 
count based on the size and type of 
delivery, such as carload over 1-c-l, or 
tank-car over tank-wagon; and _ finally 
we include the discount or rebate 
based, not on the number of items 
purchased, but on the dollar value 
of purchases made at one time or 
over a given period of time. Of a 
certainty then, we are dealing with a 
method of pricing which is very well 
known to every business man, be he 
seller or buyer. 


Robinson-Patman 
Antidisecrimination Act 


Our discussion here treats with 
provisions of that statute concerning 
which one of our very able and ex- 
perienced jurists recently wrote: 


“Too often, I fear, we enact a 
new law to cure maladiminstra- 
tion of an old one. So Congress 
enacted the Robinson-Patman 
Act. I doubt if any judge would 
assert that he knows exactly 
what does or does not amount 
to violation of the Robinson- 
Patman Act in any and all in- 
stances.” 

The Robinson-Patman Act, so far 
as here pertinent, amended Section 2 
of the old Clayton Act of 1914, and 
unless atherwise noted, all references 
here will be to amended Section 
2(a) of the Clayton Act. 

Under the original statute, price 
differentials based on quantity were 


““ 


. when a seller's market still prevails 
and when competitive conditions still pei 
mit, is the time to examine, to change, anc 
to put the pricing system in order,” say 
Mr Leon Madonick of the New York Bai 


lawful. ‘The Senate Committee on 
the Judiciary, reporting on the pro 
posed Robinson-Patman Act in 1936, 
said: “the weakness of present Sec 
tion 2 (of the old Clayton Act) lies 
principally in the fact that it places 
no limit on differentials permissibk 
on account of differences in quan 
tity”. The new statute was intended 
to close that loophole. 

As even a cursory reading of the 
present statute will disclose, there arc 
a number of words and_ concepts 
which may be discussed at length, 
such as “commerce”, “purchasers”, 
“commodities”, etc. However, we 
need here concern ourselves only with 
the phrase “to discriminate in price”, 
the provision as to effect on competi 
tion, and the “due allowance” pro 
viso, 


The Morton Salt Case 


Since 1936, when the Robinson- 
Patman Act became law, the Federal 
Trade Commission has issued a num- 
ber of orders to cease and desist di- 
rected against quantity discounts of 
one sort or another, but the Morton 
Salt case is the first Supreme Court 
test of such an order. 

In the Morton Salt case there were 
involved various types of discoun's; 
one based on delivery in carload |:ts 


(Continued on page 159) 
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Osborn Fascut Power Brushes up production 600% in deburring 





spur gears at G. A. Gray Co., Cincinnati, Ohio 


I fie G. A. Gray Company, Cincinnati, Ohio, is a 
leading manufacturer of planers and milling 
machines for the metal working industry. 


Among the many meticulous machining operations 
performed by the G. A. Gray Company is that of 
removing burrs and fragmented metal from the surface 
of gear teeth, ending with a mirror-like finish that 
insures efficient, smooth running gear boxes. 


Over the years, spur gears were cleaned of burrs, scale 
and extraneous metal by the tedious, time consuming 
hand method. Today, Osborn 16” Fascut Treated 
Tampico Brushes used with an abrasive compound and 
whirring at 1725 R. P.M. remove burrs, round corners 
uniformly, blend tool marks and produce a highly pol- 
ished surface in one-sixth the time required previously. 


This is just one of the hundreds of industrial appli- 
cations in which Osborn Brushes are cutting costs by 
accelerating production. If you have a stubborn 
production problem that is siphoning off profits, write, 
wire or phone us today. An Osborn Sales Engineer will 
be happy to call and show you how power brushing 
can be fitted into your production picture profitably. 
There is no obligation. 


THE Ose0RN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Obio 














WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY * POWER DRIVEN BRUSHES « PAINT BRUSHES * MAINTENANCE BRUSHES 
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THE SALES INDICATOR —Supply sales in from August and were 7.6 percent lower than Sept. 1947; th 
Sept. fell 16 points to 342; a 4.5 percent drop same 9-month period of 1947. 


Supply Sales Trends 














Pac. North North 
Coast Western Central South Atlantic 


324 480 326 362 390 
372 369 307 490 253 


11 13 14 19 14 


11 14 11 11 15 
$14,400 $15,650 16,500 18,125 14,750 
15,400 18,000 16,000 16,500 10,200 


$42.50 54.60 39.50 J 36.60 
39.50 40.40 39.40 30.10 
1 
1 


z= 
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5 


Sales 
Indicator 


Orders per Sales- 

y - per Day 
olume per 

Salesman 


Size of 
Average Order 


Y> Y>YD YD 


115 


Orders per 15 
Working Day 37 155 











REGIONAL TRENDS were greatly divergent ranging 
from a gain of over 100 points in the South to a loss of 
over 100 points in the West and North Atlantic. The 
Pacific Coast made a partial recovery from previous 
losses. 


1948) —-—1947 


ORDERS PER WORKING DAY were 121, up six 
from August. Orders per salesman per day were 15, 


unchanged from August. 


54 
50 
46 
42 
38 
34 
30 


26 
— 1948 ——-—/947 


JF M_ A _M A 


SIZE OF AVERAGE ORDER * was $38.60, down $1.00 
per order from August. Volume per salesman was $15, 


800, down $400 from August. 
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The Oster Manufacturing Company, 2041 East 61st St., Cleveland 3, Ohio, U. S. A. 

















NO, 422 POWER VISE STAND 


The ORIGINAL light weight, 
portable power drive for hand 
pipe tools, Thousands in use yet 
the demand is greater today than 
ever before. Customer can con- 
vert his own hand die-stocks, cut- 
ters, and a reamers to power tools 
with this machine. Plugs into 
standard light socket for operation 
on 110 volts, either A. C. single 
phase of D. (Other voltages 
can be furnished). 


Range of machine shown in table at right. Come 
plete information in BULLETIN 22-A, 











No. 502 PIPE Master” 


This complete, low cost portable 
power threading machine equipped 
with NEW “SPINFAST” Front 
Chuck. Fastest selling machine in 
its capacity range. Nipples as 
short as 34” in the 2” size can be 
threaded on both ends without 
using a nipple chuck. (Other sizes 
in proportion). Pipe or studs as 
short as 2%” can be held and 
threaded on one end. 


Range of machine shown in table at right. Com- 
plete information in BULLETIN 24-B. 


Oster’s complete line of pipe and bolt 
threading machines is developed to blanket 
your customers’ requirements for this class 
of equipment. 


The OSTER Line 


CATALOG OR IDENTIFICATION OF 
BULLETIN NO. EQUIPMENT 


PORTABLE MACHINES 


LIST NO, 22A NO. 422 “POWER VISE STAND”, 
Standard range %” to 2” pipe. 
Range with drive shaft 2-%” to 6” 
pipe. 


NO. 414 “POWER BOY”. Range 
%” to 4”. 4-%” to 12” with drive 
shaft. 


NO. 502 “PIPE MASTER”, Pipe 
range 4%” to 2”. Extra range \” 
pipe. 2-%” to 6” pipe with drive 
shaft. Bolt range 4%” to 1-%” 


LIST NO. 30 NO. 582 “TOM THUMB”. Pipe 
range 4” to 2”. Extra range ” 
pipe. 2-%” to 8” with drive shaft. 
Bolt range 4” to 1-%”. 


LIST NO. 7C NO. 531A “TOM THUMB”. Bolt 
range 4” to 1-%”. Pipe or nipple 
range %” to 1-4 


LIST NO. 5A 


LIST NO. 248 


FLOOR TYPE MACHINES 

LIST NO. 9B “RAPIDUCTION” High Speed, 
High Production Threading Ma- 

chines. 

No. 6 “RAPIDUCTION” Standard 

range 1%” to 6” pipe. Bolt range 

1” to 4”. 

No. 8 “RAPIDUCTION” Standard 

range 2%” to 8” pipe. 

NO. 702 “WILCO”. Range \” to 

2”. (Pipe) 

NO. 704 “WILCO”. Range 1” to 4”. 

(Pipe) 

LIST NO. 10A NO. 706 “WILCO”. Range 1” to 6”, 
(Pipe) 

(See note below) NO. 312 _ ARY”. Range 4%” to 
2”. (Pipe) 

NO. 304 “ROTARY”. Range 1” to 

". (Pipe) 

NO. 326 “ROTARY”. Range 1-4” 

to 6”. (Pipe) 

LIST NO. 23 NO. 542A “R APIDUCTION JUN- 


10R”. Standard range 4” to 1-4”. 
Pipe range %” to 1-4”. 


(See note below) 


LIST NO. 10A 


LIST NO. 12A 


LIST NO. 12A 


NOTE: For information on these machines, write Oster 
specifying machine number, 


OTHER OSTER PRODUCTS 


“BULL DOG” STOCKS and DIES. A complete range 
of popular sizes. Plain and Ratchet types. 


NO. 54 GEARED DIE-STOCK, 4” CAPACITY. (New. 
Write for information.) 

NO. 662 “CUT MASTER” CUT-OFF MACHINE, 
(PORTABLE). Range \%” to 2” pipe. (A new ma- 
chine. Write for details.) 


“BESTOIL” CUTTING OIL. Sold in 1 gal. cans and 
5- and 55-gal. drums. Write for BULLETIN 19A. 


NO, 601 “RAPIDUCTION” TURRET LATHE, 
NO. 650 “RAPIDUCTION” AUTOMATIC CYCLE 
LATHE, 


NO, 410 “SEWER MASTER”. Portable Electric 
Sewer and Pipe Cleaning Machine. 
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No. 582, “TOM THUMB” 


A NEW, complete, portable power 
threading machine with advanced 
features of design, construction 
and operation. Equipped with new 
“SPINFAST” front chuck; new 
quick-cutting roller type CUT-OFF 
DEVICE; new REAMER, built 
integral with die-head; new 
LEVER FEED that. pulls carriage 
forward instead of pushing it. 
Many other advanced features! 


See table at left for range of this NEW machine. 
Complete information in BULLETIN 30. 











No. 531A “TOM THUMB” 


This machine has rotary type die- 
head and open type vise to facili- 
tate handling stock into and out of 
machine. Adaptable to many kinds 
of threading jobs. Production 
speeds make the No. 531A “TOM 
THUMB?” a real cost saver, either 
as the ONE machine to handle all 
threading work or as an auxiliary 
to larger machines. See table at 
left for standard range. Complete 
details in BULLETIN 7C, 
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“This page of information will appear in the Products Reference Number of this publication.” 





SELECTED BUSINESS INDICATORS 


(Sources: Dept. of Commerce) 
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Steel continued to nudge “capacity” .. . . . . electric power output rose again 
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Industrial stock prices renewed activity .. . . . . department store sales rose seasonally. 








Keeping Up With Business 


Seven Months’ Construction 
Reaches One Billion 


Building and construction awards 
hit almost a billion dollars in the first 
seven months of 1948, according to 
the F. W. Dodge Corporation. The 
total of $962 million reported by 
Dodge for the 37 states east of the 
Rockies was 38 percent over the cor- 
responding period last year. July 
awards were 46 percent over the same 
period in 1947. 

Non-residential awards in July were 
56 percent over July last year. Residen- 
tial volume was up 45 percent. Heavy 
engineering works were 31 percent 
higher. 

Gains in July ranged from a rise of 
15 percent in Minnesota and _ the 
Dakotas, to 125 percent in New Eng- 
land. 


Auto Makers Lead 
In Steel Purchases 


The automotive industry continues 
to hold first place among industrial 
consumers of steel. In the first half of 
1948, more than 4,925,000 tons of 
steel went to the industry, 15.3 per- 
cent of total shipments. In the full 
year of 1947, shipments to the auto- 
motive field had reached only 14.7 per 
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cent of the total produced. 

The construction industry received 
11.5 percent of total shipments during 
the first half of 1948, as against 11.4 
percent for the entire year of 1947. 

Machinery, tools and _ industrial 
equipment, including tractors, received 
4.6 percent of total shipments; electri- 
cal machinery manufacturers, 2.5 per- 
cent of the total produced through 
June 1948. 


Directory Available 
On Surplus Plants 


Industrial distributors, manufactur- 
ers and other persons interested in ac- 
quiring surplus, government-owned in- 
dustrial plants for warehousing, manu- 
facturing and other commercial uses 
will want to look into the new edition 
of the “Plant Finder’, recently issued 
by the War Assets Administration, 
which lists more than 200 such facili- 
ties located throughout the United 
States. 

The WAA states that this will be 
the final catalog to be published con- 
taining a directory of available surplus 
real properties. It should be noted that 
the disposal of certain of the govern- 
ment-owned industrial plants is sub- 
ject to provisions of the National Se- 
curity Clause. Under this clause, the 
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Federal Government retains dormant 
rights to utilize the facilities for pro- 
duction under government contract. 


BRIEFS: 


. .. Freight car deliveries in September 
were below the 10,000 per month out- 
put goal the industry is trying to 
achieve—but by only 250 cars. Deliv- 
eries through September totaled 84,- 
150, just about twice that produced 
during the same period last year. 


. . . Steel operations for the week be- 
ginning October 4 were scheduled at 
97.5 percent of capacity—equal to the 
1948 high established in the week of 
March 15. 


. . . New construction put in place in 
September was valued at $1,804 mil- 
lion, setting another new monthly 
record. 


. . . Steel exports in the first half of 
1948 were 26.5 percent below the 
total for the same period last year. 


. . . By the time you have read this 
page, one American worker will have 
been killed in an industrial accident, 
and twelve others will be permanently 
injured. 








mil- 
nthly 





Silla 


KEEP SALES MOVING! 


Yarways are the strainers that do prevent rust, scale 
and dirt from clogging customers’ steam equipment, 
and do keep supply house strainer sales moving. 


It's this dependable, satisfactory service that brings 
large volumes of profitable repeat orders. 


With Yarways “the screen’s the thing”... a high- 
grade Monel woven wire screen with mesh fine enough 
to catch the dirt—yet ample free area for passage of 
clean condensate or oil and other fluids. 


Other features include cadmium-plated body for 
protection against corrosion and for better appear- 
ance, readily removed screen cap that automatically 
aligns screen when screen and bushing are inserted 
together, reasonable price, immediate delivery, and full 
range of sizes from 42" to 2" for pressures up to 600 psi. 


See Bulletin S-201. 


YARNALL-WARING COMPANY 
111 Mermaid Ave., Philadelphia 18, Pa. 


YAR WAY FINE SCREEN STRAINERS 
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INDUSTRIAL propuction— Capacity Level Continues 


Business activity continues to push 
along at a level very close to the post- 
war peak of last spring. Operations in 
many lines promise to set new records 
for yearly output. Construction, em- 
ployment and sales all give evidence of 
a sustained high aggregate volume of 
business. Although there are a num- 
ber of exceptions to the “favorable” 
trend, the balance still tips heavily on 
the optimistic side. 


Forecast For °49 


Some weeks ago the Bureau of Agri- 
cultural Economics issued an informal 
“forecast” of what could be expected 
for the coming year. The bureau, by 
the way, includes some of the best stat- 
isticians and economists in the coun- 
try and their “outlook sessions” are 
highly regarded for the information 
they develop; their observations are 
closely followed by business, govern- 
ment and industry. 

The bureau’s experts went beyond 
mere generalities in their forecasts; 
they actually set down figures to back 
up their unofficial estimates. Manu- 
facturers and distributors will find sev- 
cral of their observations pertinent to 
their own operations. 

For instance, for the first six 
months of 1949, they expect business 
and trade to hold at about the present 
levels. The second half of next year, 
however, will show some change—and 
probably not for the better. Most of 
the bureau’s economists believe that 
the July-December period of 1949 will 
show a slight decline in business activ- 
ity from the first six months of the 
year; several believe the decline will be 


106 





Sept.* Aug. Sept. 
1948 1948 1947 
191 191 186 

192 

216 

172 

153 


Total Production... . 
Total Manufactures 
Durable 
Non-durable ... 
Minerals 159 
* These figures are preliminary and 
subject to minor revision on the basis 
of additional data. 





considerable. 

Industrial production, as registered 
on the Federal Reserve Board Index, 
will hold at its current level around 192 
(see chart above) until June 1949. 
But in the following six months it will 
fall off—perhaps as little as four points, 
perhaps as many as 14. That would 
represent only a slight decline, how- 
ever, something less than 10 percent, 
and would be in the nature of a “minor 
readjustment,” and long anticipated. 


Income And Employment 


The bureau cites other facts and fig- 
ures that have meaning for industry— 
and for the industrial distributor as 
well. 

The decline in production, they be- 
lieve, will be reflected in some cut- 
backs in various fields of industry. Un- 
employment will rise: by almost 2.5 
million; and the index of factory 
workers’ earnings (on an hourly basis) 
probably will fall off accordingly, per- 
haps as much as 10 points. 

The gross national product will be 
affected. “Gross national product” rep- 
resents all the wealth produced in the 
year by the various segments of our 
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business and industrial economy. It 
includes factory output, agricultural 
production, the products of our mines, 
our oil wells; of every wealth-creating 
category of economic activity. Well, 
the more optimistic among the bu- 
reau’s economists and statisticians ex- 
pect that the gross national product 
will drop from its current annual rate 
of $255 billions to $245 billions for 
the June-through-December period of 
1949. The bureau’s pessimists say it 
will drop very much lower, perhaps as 
low as $220 billions. 


Consumer Expenditures 


Consumers, naturally, will have 
several billions less to share and spend. 
Currently, we spend about $181 bil 
lions of our disposable income—which 
runs now at about $193 billions a year. 
The bureau’s experts believe our in 
come, and our spending, will continue 
at the present rate through the first 
half of 1949. In the second half, how 
ever, they look for a contraction of 
both. Income, they estimate, may drop 
off to $185 billions; or it may fall 
lower still, in the opinion of several 
of the experts, perhaps to $168 bil 
lions. As income contracts, spending 
will decline. It may drop off by $8 bil 
lion per year, or by as much as $25.- 
billions from current record levels. 

Needless to say, distributors cannot 
help but be affected by any loss in sales 
sustained by manufacturer-customers. 
To summarize, the bureau looks for a 
continuation of the abnormally high 
levels of activity during the first half 
of 1949, with some minor readjust- 
ment possible during the second half. 
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Quality Fasteners in Quality Packages 


“National’s” easy-to-read labels save handling time 


Sheed 23 
re - 


if 


WOOD SCREWS e MACHINE SCREWS e NUTS 
CAP SCREWS@ TAPPING SCREWS 
STOVE BOLTS CARRIAGE BOLTS @ LAG BOLTS 


MACHINE BOLTS @ COTTER PINS 


DO YOU HAVE “NATIONAL’S"” NEW EASY-TO-FIND PRICE LIST? 
ASK YOUR DISTRIBUTOR. 


wee BOL Ts 


You get several important advantages when you handle 
the “National” line of fasteners: 


1. 


It is the most complete line made by one manu- 
facturer—that means convenience and economy in 
ordering. 


. Uniformity in packaging and labeling is another 


benefit of the complete line. 


. The new, easy-to-read labels help your people 


handle stock faster—less chance to make mistakes. 
The simple “color code” helps here, too. 


. “National” packages are as strong and serviceable 


as they are good looking. Dirt and fingerprints 
don’t show upon these shiny black surfaces. 


3, The uniformly high quality of product that keeps 


customers happy is apparent in every package— 
whether it be screws, bolts, nuts or cotters. 





THE NATIONAL SCREW & MFG. COMPANY, CLEVELAND 4, OHIO 





INDUSTRIAL DISTRIBUTION © DECEMBER, 1948 





107 














—+How they ..- 


iuiadll keep circular saws safe and clean 


The industrial supply department of Parsons Bros., 
Inc., Bridgeport, Conn., stores circular saws in a specially 
prepared cabinet which combines compact orderliness 
with safety. The cabinet, made of plywood is about two 
feet wide, seven feet high, and deep enough to accommo- 
date the largest diameter saw stocked by the company. 

Into the cabinet are built five shelves, dividing the 
height of the fixture into six compartments. Each of 
the shelves is tilted towards the back to prevent the 
saws, (stacked on ends) from rolling out when the 
cabinet door is opened. As a further precaution against 
accidents, the front of each shelf is faced with a 3-in. wide 
board. 

Each shelf is divided into four perpendicular compart- 
ments by boards for the various types of blades stocked— 
cutoff, combination, planer and rip. Each shelf contains 
a group of sizes with the smaller diameter blades stored 
on the higher shelves and the larger diameter saws on 
the lower. Half doors, each with a separate lock, keep the 
stock clean, orderly and safe. 


The right saw is easily found in this home-made cabinet. 


... speed order filling on hex nuts 


When warehousemen at Barrett Hardware Co., Joliet, 
Ill. make up a nut and bolt order calling for hex nuts in 
place of square ones, it necessitates the removal of the 
square nuts from the bolts. 

This is achieved efficiently by an electric motor driven 
machine which is of Barrett Hardware design. This ma- 
chine is mounted on a bench and fabricated with V-belts 
and sheaves. Bolted on the axle of one sheave, turning 
clockwise, is a funnel shaped leather boat pump plunger. 
The nut is removed from the bolt by holding the head 
of the bolt and inserting the nut end into the plunger. 
The funnel engages the nut and twists it off and drops 
it into a metal container located underneath the bench. 
The unused parts are then stored in kegs for future 
use. Any over abundance of one size is returned for 
credit to the nut and bolt manufacturer. 


eee 


Nut removal machine facilitates nut and bolt ordering. 


... catch the need as well as the 


Remind the customer of his needs through display is 
the theme of the profuse display in the new quarters of 
the M. D. Larkin Co. industrial supply department in 
Dayton, Ohio. 

For example, a customer’s man entering the store to 
pick up some ordered items walks down an aisle on both 
sides of which is prominently displayed many items on 
counters and shelves which may remind him of some 
specific need. 

There are two such aisles in the department’s new 
quarters, separated by a center island of counters, which 
also display many items. In addition, there are two dis- 
play windows which are changed regularly. The depart- 
ment is connected with other departments of the business 
by arched doorways on both sides. 


A wrench display midway down aisle, catches a customer's eye. 
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ARMS 


ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose tools, for every 
operation on Lathes, Planers, Slotters and 


Shapers. 


ARMSTRONG Drop 
Forged DOGS 
Lathe Dogs, Milling Ma- 
chine Dogs, and Clamp 
Dogs. 12 types, all sizes. 


ARMSTRONG Ratchet 
Drills 
All steel wearing parts hard- 
ened. Packer, Railroad, 
Standard, and Short types. 
both plain and reversible. 


ZualityMOOrs 


ARMSTRONG HIGH SPEED 
Ready-to-grind Bits...Ground Cutters. 
ARMALOY Cast Alloy CUTTER-BITS 

ARMIDE Carbide-Tipped CUTTERS 


6 cutter shapes, 12 sizes—2 grades. 


ARMSTRONG Drop Forged 
“Cc” CLAMPS 
Heavy Duty, Medium Serv- 
ice, Deep Throat, and Tool 
Makers’ types in all sizes. 
Also Machinists’ Clamps. 


ARMSTRONG Drop Forged 
Wrenches 
Both Carbon and Alloy Steel. 
Over 100 types in all sizes. 
Improved designs, steels, and 
heat treating ... stronger. 


ARMSTRONG Setting Up 
Tools 


A complete line of Drop 
Forged Strap Clamps, Planer 
and Bracing Jacks and T-slot 


Bolts. 


ARMSTRONG Detachable 
Socket Wrenches 
All sizes and types with driv- 
ing handles, extensions, and 
drop forged ratchets. Sold 
singly or in cased sets. 


ARMSTRONG Turret Lathe and 
Screw Machine TOOL HOLDERS 
Drill Holders, Cutter Holders, 
Finishing and Knurling Tools for 
standard operations. 


ARMSTRONG Drop Forged 


Eye Bolts 


Plain or shoulder pattern. 
Blank or Threaded. 14 sizes, 
Drop Forged and heat 


treated. 


ARMSTRONG Machine 
Shop Specialties 
Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grinding 
Holders, and Tool Makers’ 
Vices. 


Better Pipe Tools. A complete line, each a better 
tool with hardened, alloy or drop forged parts 
wherever they will add to strength or tool life. 
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ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
Eastern Whse. and Sales: 199 Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. and Sales hy 1275. Mission St., San Francisco 
, Calif, 
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Sales Tips From Salesmen ... swerve iings - aic 


plays, demonstrations, recommendations based on needs . . . Johnny-on-the-spot with information 


ROY H. SMITH: 


Expose Yourself 
With Merchandise 


In the 23 years Roy H. Smith has 
been with James McGraw, Inc., Rich- 
mond, his experience has ranged from 
purchasing to sales. He has had ample 
time to evaluate many sales aids, and 
since his appointment as store man- 
ager, he ranks display as one of the 
most effective. 

“Expose yourself with your mer- 
chandise,” is a major tenet of Mr. 
Smith’s for creative store selling. He 
makes it a point to give the display 
floor priority over the stockroom or 
warehouse for storage. When there is 
only one unit of merchandise in stock 
Mr. Smith believe its place is on the 
display floor. 


PEN PORTRAITS 


The displayed item gives the sales 
man an ideal starting point in creating 
sales. He cited the instance of a cus- 
tomer purchasing small tools who was 
attracted by a metal lathe than being 
displayed on the floor: Mr. Smith 
offered to supply any information the 
latter required. Although he was not 
ready to make a purchase then, the 
customer did take the literature and 
information supplied by Mr. Smith. 
And a little while later, the customer 
did make the purchase. 


H. 0. BUCKLEY: 
Flattened Nails 
Sell Valves 


H. O. Buckley of the Dallman Sup- 
ply Co., San Francisco (Buck, they 
call him), has some definite ideas 


R. E. “BOB” CRIBLEY 





Got out of high school ing]937 and went to work 
for the Grand Rapids Supply Co. in Grand Rapids. 


Ran through the gamut of industrial 
distributor internal operations including 





about selling valves. One of these is 
to demonstrate the performance of 
the valve to the engineer or user: 
Here’s what he does with the valve 
he handles, which has a steel seat and 
disk, both of 500 Brinell hardness. He 
takes it apart, puts a box nail between 
the disk and seat and turns down the 
stem until the nail is flattened. To 
prove that this does no damage to the 
seat, he puts the valve on a line to 
show that there is no leakage. “This 
gets the customer’s interest every 
time,” says Buck, “and the next time 
he has valve trouble of any kind he 
will probably remember my demon- 
stration and try out my product.” 
Another thing Buck does it to study 
the customer’s needs and then recom- 
mend a valve that will give the best 
service and be the most economical 
in the long run. For instance, a fruit 
packer Buck knew used live steam and 
water hooked up to T’s. When the 
steam was shut down at night the 
metal in the valve stems contracted 
just enough to raise the disk off the 
seat. Result—in the morning when 
the steam was turned on the conden- 
sate would be pushed through the 
lines and hose onto the floors and 
platforms. Buck made the suggestion 
of substituting a valve with larger seat- 
ing area so that the very slight con- 
traction would not lift the disk off the 
seat. This worked and although the 
new valves cost three times as much, 
they represented a real economy to 
the user—thus proving Buck’s point. 


HARD WORK DOES IT 


r q ad w i 
|” Married a very, very good looking blond in May 1947; 
‘ y t 
Werte 


(practically a newlywed); 





= Career was interrupted by 
=, three years in the army 
) where he made rapid ad- 
vancement from buck private FT= 
to first lieutenant in that |’ : 
time, hobby is to sit and fish “Pica 
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Y EXTRA POWER 


is what Black & 
Decker-built motors give you 
to sell. They won't stall, no 
matter how hard workers 
bear down. 


PERFECT 

CONTROL 

is most important 

when workers are handling 

heavy Drills. B&D Drills let 

you sell a choice of handles 

and, on the largest Drills, 

extra long safety switch and 

pipe handles for complete 
control and balance. 





HEAT-TREATED 

alloy steel gears—spline- 
mounted  spindles—roller 
and ball bearing equipment 
throughout to absorb severe 
thrust in any direction, 
guarantee top performance 
on the toughest jobs. 


A | 
C )\ 


STURDY 

HOUSINGS 

on B&D’s Drills are built to 
take the rough use that is 
almost unavoidable on the 
jobs for which they are de- 
signed. Yet they are light- 
in-weight aluminum. 





When your customers are drilling large holes—it’s more 
important than ever that they get the best Drills money 
can buy! That’s why the big Black & Decker Drills give 
you plenty of sales openings. They have the power and 
torque, the huskiness and stamina, to make toughest 
drilling jobs seem easy . . . and come back for more, day 
after day! Check the B&D sales features described at the 
left. They’re being pre-sold to thousands of customers 
through Black & Decker advertising in this month’s 
leading trade magazines. Then, go out and get orders on 
the complete line of B&D Heavy-Duty Drills, 1/4” to 
11/4”! The Black & Decker Mfg. Co., 617 Pennsylvania 
Ave., Towson 4, Maryland. 
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Nine Months Steel Output 
At Record Peacetime Rate 


More steel was produced in the 
first nine months of 1948 than ever 
before in peacetime and the total, 
through September, was only 2 per- 
cent less than that produced in the 
full year 1946. 

Steelmaking furnaces were operated 
at an average of 92.1 percent of 
capacity for the first three-quarters of 
the current year. That compares with 
the average 91.9 percent of capacity 
registered during the first nine months 
of 1947. 

Production for the third quarter 
totaled 21,920,200 tons, nearly a mil- 
lion-and-a-half tons more than in the 
third quarter of 1947. 

Operations of steel-making furnaces 
were at an average of 96.1 percent 
of capacity during September, a higher 
average than in any other month of 
1948. 


Rogers Named Chairman 


By Buffalo Chamber 


J. Frederick Rogers, president of 
Beals, McCarthy & Rogers, Inc. has 
been appointed chairman of the mem- 
bership committee of the Buffalo 
Chamber of Commerce. 


O. S. Dollison 





Mine & Smelter Supply 
Names Three To Sales 


Following a thorough training in 
the office and warehouse, Walter 
Ware, Wendell Paxton and G. Vin- 
cent have been sent out on territory 
as salesmen by the Salt Lake City 
branch of the Mine & Smelter Supply 
Co., Salt Lake City, Utah. 

Mr. Ware now -is on city territory; 
Mr. Paxton has been out on the road 
for several months and Mr. Vincent 
has been travelling in Nevada terri- 
tory. The latter has established head- 
quarters in Salt Lake City. 


THREE GENTLEMEN who figured prominently in the celebration of the 100th 
Anniversary in business of J. Wiss & Co., recently, were B. E. Bostwick, sales 
manager, J. Robert Wiss, president and N. F. Wiss. vice-president and treasurer. 
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R. M. Gattshall 


Republic Rubber Celebrates 
25th Anniversary 


The 25th Anniversary of Republic 
Rubber Division’s affiliation with Lee 
Rubber & Tire Corp., and of the well- 
known Five Point Sales for Distribu- 
tors Policy, recently was celebrated by 
the company at a sales conference din- 
ner held in the Pick-Ohio Hotel, 
Youngstown, Ohio. Figuring promi- 
nently in the festivities were R. M. 
Gattshall, Atlanta southern district 
manager, who officiated as master-of- 
ceremonies and O. S. “Dolly” Dolli- 
son, vice-president and general man- 
ager of Republic Rubber division. The 
invocation was given by Rev. E. C. 
Beach, First Christian Church. 

A feature of the dinner meeting was 
the attendance of all of the 1948 Dis- 
tributors’ Advisory Council. They in- 
cluded W. C. Hendrie, advisory chair- 
man; Ashley DeWitt, vice-president 
and general manager, Briggs Weaver 
Machinery Co., Dallas, Texas, regional 
chairman; W. G. Ritzenthaler, presi- 
dent, Great Lakes Supply Corp., Chi- 
cago, IIl., member of the original Dis- 
tributors’ Council; R. C. Duncan, 
president, R. C. Duncan Co., Min- 
neapolis, Minn., regional chairman; 
W. C. Hendrie, president, W. C. 
Hendrie & Co., Inc., Los Angeles, 
Calif., member of original Distributors’ 
Council and 25-year distributor; Wm. 
Haseltine, president, J. E. Haseltine & 
Co., Inc., Portland, Ore., regional 
chairman. 

(Continued on page 208) 
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Foolproof aga 


Recommend new Hewitt 
Non-Spark Sand Blast Hose 
for positive protection 


Here’s a new kind of sand blast hose 
you can sell with confidence. It 
dissipates static electricity. 


It’s Non-Spark Sand Blast Hose 
made by Hewitt. And, of course, 
that means it is a top-quality prod- 
uct—one of a family of nationally 
preferred industrial hose products. 


This new hose gives you a big selling 
edge. Take its special tube and cover, 
for example. Both are made of a 
conducting compound that dissi- 
pates friction-generated static elec- 
tricity. Your customers don’t even 
need to ground it. It grounds itself! 


But that’s not all. Hewitt Non- 
Spark Sand Blast Hose is extra tough 
—inside and out. Its carcass pre- 
vents excessive expansion and tube 
tension. Its cover resists abrasion. 


HEWITT-ROBINS ° 


Hewitt also offers you Hewitt Static 
Wire Sand Blast Hose. It dissipates 
static electricity when grounded. 
Watch your users’ satisfaction grow 
when you sell them either hose. 
Get set now for bigger profits. Write 
for full details about your sales op- 
portunities with Hewitt top-quality 
industrial rubber products. Address 
Hewitt Rubber Division, 240 Ken- 
sington Avenue, Buffalo 5, N. Y. 


HEWITT 


SAND BLAST 
ith); 


HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE e BELTING e PACKING 


at-Ro 
+ 
eo °, 


Ly “ 
anon? 
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WHY YOUR CUSTOMERS WILL 
PREFER HEWITT NON-SPARK 
SAND BLAST HOSE 


1. Tube and cover made of 
special compound which dis- 
sipates friction-generated 
static electricity by con- 
duction. No grounding of the 
hose necessary. 


2. Extra strong, high-ten- 
sile duck carcass resists swell- 
ing and tension due to high 
pressures. Yet the high flexi- 
bility of the hose wall per- 
mits fast, easy handling. 


3. Special conducting cover 
is specially treated to with- 
stand abrasion. This assures 
long, economical hose life. 





INCORPORATED 














OFFICE PERSONNEL, and the three 
partners in R-A-E Bearings Service, pose 
for their picture. Left, Edward R. 
Braun, A. N. Klebes, Jean H. Robillard, 
Edwin R. Owen and Robert J. Smith. 
The firm’s three salesmen (not pic- 
tured) are Stephen G. Denison, Paul J. 
Menz and John C. Pinas. 


Smith, Klebes, Owen 
Form Partnership 


Robert J. Smith, Arthur N. Klebes 
and Edward R. Owen have formed a 
partnership under the name of R-A-E 
Bearings Service, with office and ware- 
house located at 1242 Whitney Ave- 
nue, Hamden, Conn. 

The company will represent Fafnir 
Bearing Co., Marlin Rockwell Co., 
New Departure Mfg. Co., Timken 
Bearing Co., S. K. F. Bearing Co., 
Dodge Timken Bearing Co., Roller 
Bearing Corp. and Acorn Bearing Co. 

R. J. Smith and A. N. Klebes are 
president, and _ vice-president 
treasurer, respectively, of Smith & 
Klebes, Inc., of New Britain, Conn. 
Edward R. Owen is a bearing service 
engineer. Formerly he was with Marlin 
Rockwell Co. and Tek Bearing Co. of 
Bridgeport. 


and . 


Globe Machinery 
Moves Moline Branch 


After having served the Quad City 
area from their Moline, Ill., branch 
for the past three years, Globe Ma- 
chinery & Supply Co., recently moved 
this branch office to Davenport, Ia. 

Globe purchased and remodeled a 
four story building in Davenport, lo- 
cated on railroad trackage. The new: 
quarters house modern offices, store 
and warehouse with increased stocking 
facilities to permit improved service 
to their customers in the Quad City 
and adjacent trading areas. 

The new branch boasts a large cus- 
tomer parking area and adequate load- 
ing dock providing quick and easy 
access to store and shipping depart- 
ment. 

C. R. Hall has been appointed sales 
manager of the mill supply department 
at Globe Machinery & Supply Co., Des 
Moines. Mr. Hall now has charge of 
sales from Des Moines, and will assist 
the managers of the Davenport and 
Cedar Rapids branch offices on indus- 
trial supply sales. 


Buda Co. Acquires 
W. F. Hebard & Co. 


The Buda Co., Harvey, Ill., has ac- 
quired W. F.. Hebard & Co., 336 West 
37th Street, Chicago, Ill., manufac- 
turers of materials handling equip- 
ment, including tractors and lift 
trucks. 

W. F. Hebard & Co. will be oper- 
ated as a wholly owned subsidiary of 
the Buda Co. The manufacturing of 
their present line of products will be 
continued at. the Hebard Co. 


Cc. R. Hall 





W. W. Grainger, Inc. 
Opens Sales Offices 


W. W. Grainger, Inc., has opened 
a warehouse and sales room at 309 
S. Pearl Street, Albany, N. Y. Even- 
tually the firm may build its own iarger 
warehouse in Albany, according to 
D. H. Riely, branch manager. 

The firm also sells industrial equip- 
ment and tools. 


West Coast Supply Co. 
Moves to Its Quarters 


The West Coast Supply Co., San 
Diego, Calif., has moved its quarters 
from 372 Fourth Ave. to 221 West 
F. Street. The company, which is 
owned by A. P. Myers, specializes in 
power transmission equipment and in- 
dustrial hose of all types. 


Losey & Co. Stages Open House in Easton, Pa. 


WELCOME, says President Arthur 
A. Kreitz to one of the more than 500 
guests who attended Losey Co.’s annual 
open house. 
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A SERIOUS DISCUSSION is held by 
Jack McCann (J. H. Williams Co.) 
with William G. Blum, Losey vice 
president, and Mr. Kreitz. 


SALES POINTS were given salesmen 
by manufacturer’s men. Here’s Frank 
Kelley (Cleveland Twist Drill) talking 
to Mike Dunlap, Losey salesman. 
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ee ae Jue ’ te 
AT THE SPEAKERS TABLE of the Koppers Co., sales meeting held by Strong, 
Carlisle & Hammond Co. are E. J. McOsker, InpustriaL Disrrisution, E. E. Stvan, 
Strong, Carlisle & Hammond, T. J. Battle and J. A. Seifert, both of Koppers. Behind 
the lectern is K. P. Stearns, also of Koppers. 


EXPORT MANAGER, R. C. Baum- 
gartner, of the Oster Manufacturing 


Co, left Cleveland some time in Octo- 
ber on his third trip this year to South Minneapolis, stole the show in the Fire Prevention parade, in which the Nott Co. 


America and the West Indies. publicity carried a double feature—fire extinguishers and lift trucks. 





Bey 


A JOINT SALES MEETING was held by the Ensworth FORTY YEAR PINS were presented at a dinner of the Mau 
sales group and L. S. Starrett salesmen on a warm autumn Sherwood Supply Co. by Ellis Busse, president to John Frie- 
night (shirt sleeves offer proof). tag (left) and H. Bruce Castle (right). 
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A MESSAGE TO AMERICAN 


“Give us the tools...” 


INDUSTRY 


70th OF A SERIES 


For High Wages, Full Employment... 
Business Must Have Better Tools 
and More Money to Pay for Them 


So far we have escaped the post-war depression 
predicted by leading government economists. How 
cam we centinue to frustrate gloomy prophets 
who see enly depression ahead? 


At the end of World War II the federal Di- 
rector of Reconversion saw depression imme- 
diately ahead. He said we would have 6,000,000 
unempleyed four months after VJ-Day and 
8,000,000 a few months later. 


But we did not have depression. We did not 
because: 


First, the American business man, sensing the 
obligatiens of a vastly more important post-war 
America, went ahead to build his plant and 
equipment to meet expanding domestic and 
world markets—markets bigger actually and po- 
tentially, in terms of world-wide trade and profits 
than any previously envisaged. 

Second, the American businessman was able 
to get the money to go ahead. Since 1945 he has 
spent $50 billion building new plants and buying 
new equipment. 

There may be other reasons why we missed a 
depression in 1946, But—make no mistake about 
it—what has powered our present prosperity is 
the $50 billion spent by businessmen since VJ- 
Day to improve their plants. 


It provided jobs directly for 5 million people. 
It paid for more than half of our record-breaking 
steel output. It put in place the foundations of 
great new industries such as television. It 


Strengthened the foundations of the chemical, 
machinery, plastics, steel and oil industries. It 
has expanded and improved our power systems 
throughout the country. 


This spending has made the difference between 
prosperity and slump, between industrial strength 
and serious deterioration. 


In fact, we know now that what business spends 
for new plants and new tools always makes 
the difference between prosperity and slump, 
the difference between national strength and 
weakness. 


The accompanying chart tells the story. When 
we have spent heavily for new plants and equip- 
ment, we have had prosperity and strength. 
When we have not, we have been in trouble. 


We would have been in trouble since VJ-Day 
except that business used its war reserves, plus 
two-thirds of its profits, plus borrowed money to 
improve and expand its facilities. This year in- 
dustry is spending $19 billion this way. 


Has this great post-war expansion actually 
made our economy a “mature economy”? Have 
we come now to the saturation point the New 
Dealers mistakenly said we had reached in 
the °30’s? 

The answer is no! 


Proof of that answer is being developed 
through a McGraw-Hill national survey of 
“Business’ Needs for New Plants and Equip- 


continued on next page 
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ment” details of which will be given in this edi- 
torial series in coming months. 

We have a bigger nation, more people, to 
serve right here at home. Further we must meet 
human needs which the war created around the 
world. Also, we must sustain a world position 
such as this country never assumed before. 

Here are immediate things crying to be done. 

1. Business still needs billions to expand pro- 
duction because our country and our needs are 
growing rapidly. Example: To meet the demand 
for power, electric utility companies must nearly 
double their present generating capacity in 10 
years. That will cost more than $7.5 billion. To 
fill increasing needs for oil and gasoline, oil 
companies must spend at least as much. 

2. Business still needs billions to get its plants 
up to date and overcome wear and tear. Ex- 
amples: Over half a million of our freight cars, 
a third of the total, are more than a quarter of 
a century old. About two-thirds of the looms in 
the textile industry are more than 20 years old. 
Half of our coke ovens, basic equipment for 
iron and steel production, are more than 20 
years old, and only half as efficient as modern 


* Ovens. 


3. Business still needs many billions to do 
new things in dramatic new ways. Example: 
Machinery that will cut out 80% of the dirty, 


dangerous work of mining soft coal has been 
perfected. A new automobile engine plant will 
reduce the work that goes into engine-building 
by three-quarters. 

Hundreds of similar things that our scientists 
and engineers have developed could be cited. 
They can be found in every industry. They hold 
immeasurable promise of adding to the abun- 
dance of American living. In fact, there is hardly 
a step along the whole route of industry — from 
roughing out raw materials to delivering finished 
goods — where there are not new and better ways 
of doing things standing ready for general use. 


But the crucial question now is: Where is the 
money coming from to put to work these new 
and better ways of doing things? 


Business has used its own resources so far... 
profits and reserves. The stock market, where 
industry traditionally has raised money from 
people willing to risk their savings, has been 
limping along, giving business no chance to get 
enough money on satisfactory terms. Business 
now must look primarily to its own earnings 
for the money to carry out the improvements 
which are necessary if America is to keep itself 
strong and efficient. The next editorial in this 
series will deal with this new and crucially- 
important role of profits. 

But business can not count on profits alone 
to do the job. Profits are too uncertain. 


From now on finding the money... to put new 
ideas and new equipment to work... to go ahead 
with the expansion and improvement that will 
thwart depression and build industrial strength 

. calls for the support of all Americans 
everywhere. 

This comes right down to you... for at stake 
is your chance for steady work, for better pay, 
for new things like television, and for more of 
the every-day things, like coal and clothing, of 
better quality and at less cost. 

By helping business get new and better tools, 
you will help yourself —and you will help build a 
more sound, more prosperous, better America. 


President, McGraw-Hill Publishing Company, Inc. 








CUT YOURSELF A BIG 
— SLICE OF PROFITS... 


WHAT YOUR CUSTOMERS GET—A simple. 


easy-to-operate hoist that lifts faster, does 
more work per day, speeds the handling of 


material, cuts their cost. 


WHAT YOU GET—The following out- 
standing sales advantages: it is the only 
hoist equipped with a positive load brake 
and exclusive air-cooling design. Rugged 
power. Comes in capacities from 14 to 
12 tons. 

And to give yourself extra hoist divi- 
dends, sell the Yale Spur-Geared Hand 
Chain Hoist, Midget King and Load King 
Electric Hoists and the portable Pul-Lift. 


Keep yourself informed about the “hoists 
YALE HOIST 
SERVICE 


that are in demand.” Address: The Yale & 


Towne Mfg. Co., 4530 Tacony Street, 








Philadelphia 24, Pennsylvania. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS...SAVES TIME...SAVES EFFORT...PROMOTES SAFETY 


INDUSTRIAL DIAL SCALES + HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC 
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ro set Eleetrie 


Hoists. vou NEED THE ANSWERS 





Hoist sales got you down 
lately? Miss the old zip and 
lift. Load up on these 19 fast 
questions and rise to any new 


sales occasion. Answers are 


on page 148. 


1. Match the following electric hoist 

details: 

(a) service 

(b) capacity 

(c) length of lift 

(d) control 

(e) suspension 
With the following conditions 
they most accurately define: 

C) distance from floor to I beam 

(or other mounting) 

CJ plain trolley 

(maximum load in pounds 

CJ) number of lifts per hour 

[] single speed 


Nm 


.Electric hoists may be suspended 
from fixed locations, jib crane 
booms, monorails or bridge cranes. 


[1 True. O False. 


. The device used on electric hoists 
to prevent “drift” of the hook is 
called: 

OC) the safety limit switch 
[ithe load brake 
(]the motor brake 


ws 


4.Most of the small electric hoists 
in use today employ chain as the 
lifting mechanism. JO True. 
CO False. 


WI 


.On which of the following jobs 
would you recommend the use of 
a hoist: 
O for continuous movement of 
materials 
(Jfor intermittent movements 
within a fixed area 
CZ for delivery of uniformly pack- 
aged loads 
(J for materials of variable size 
and weight 
6. “Where the trolley is self-propelled 
it should be equipped with some 
type of brake and the hoist should 
be equipped with limit stops.” 
O True. O False. 


1?) 


~~ 


.Electric hoists, instead of cranes, 
often are used in a restricted area 
for lifting loads: 

Ofrom 250 Ibs. to 3 tons 

1 from 3 tons to 12 tons 

0 from 13 tons to 20 tons 
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co 


C 


Oo 


. When a sustained, slow speed is 


desired, yet faster speeds are neces- 
sary at times, recommend variable 
speed control. CL) True. O False. 


. Hoisting speed ranges will depend 


on which of the following: 
(motor horsepower 
LJ current available 
Clcapacity of the hoist 


. Hoists with push trolleys may be 


recommended without reservation 
for loads of over, say, two tons. 
OTrue. O False. 


.For the customer who must have 


speed of travel in his plant, recom- 
mend: 
Ci the hoist geared trolley 
Othe hoist with push trolley 
Othe hoist with motor driven 
trolley 


.Chain wear can be reduced con- 


siderably by occasional lubrication 


of the links. O True. O False 


. For the average lifting job, a good 


practical slow speed is between: 
(115 and 25 feet. per minute 
[112 and 35 feet per minute 
(135 and 50 feet per minute 


14. For service in small plants where 


a single hoist is used and changed 


16. 


-) 


_ 
~I 


19. 








from one location to another, 
recommend: 

CJ) motor-driven trolley 

LC) hook suspension 


LJ base mounting 


5. “The most frequent motor trouble 


in an electric hoist is caused by 
excess lubrication of the ball bear- 
ings (grease in the motor wind- 
ings.)” () True. O False. 


The best material for hoisting 
chains is: 

[1 mild steel 

QC) wrought iron 

C] nickel steel 


.For the customer who requires 


accurate spotting of more or less 
fragile loads, as speed control rec- 
ommend “single speed.” C) True. 
CJ False. 


.The device on an electric hoist 


that holds the load safely sus- 
pended irr midair is called: 

(J the motor brake 

C) the load brake 

Ci the cane brake 


“Dead end” in hoisting termin- 
ology describes the method of an- 
choring the “free end” of the wire 
rope. 


[}True. 0 False. 
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Here’s an Alemite LubriKart 
in Action 
It’s being used to fill a gear case. Com- 
pare this modern Alemite method with 
the obsolete methods you’ve seen in 
many plants. You’ll see at once that here’s 
an opportunity for sales that calls for 
“action now’! For complete details on 
any Alemite Equipment, write Alemite, 
1886 Diversey Parkway, Chicago 14, IIl. 


A Complete, Portable Lubrication 
Department on Wheels 


This Alemite LubriKart is a portable unit 
that mechanizes lubrication methods from 
barrel-to-bearing. With this unit it is pos- 
sible to reduce lubrication time as much 
as 35.3% 
tomers such time savings for lubrication, 


. When you can show your cus- 


you're actually showing him how to add 
productive time to his plant! 


The Alemite LubriKart is used for any 
lubrication requirement . . . for handling 
oils and greases, for servicing oil cups, 
grease fittings, gear cases and hydraulic 
systems. It’s equipped with oil cans, grease 
guns, pumps and gun loader. It has supply 
tanks for carrying 5 kinds of oil or grease. 


In addition, this Alemite method saves 
grease and oil... eliminates messy hand- 


ling of lubricants ... reduces “human 


error”... keeps dirt and moisture out of 


lubricants. 


It’s just one of the many ways that Ale- 
mite methods completely mechanize lu- 
brication from barrel-to-bearing . . . add 
more productive time to machines. In other 
words, you can show your customers how 
Alemite equipment pays for itself. 


ALEMITE 


MODERN LUBRICATION METHODS 
THAT CUT PRODUCTION COSTS 


Another Prod we? of 


STEWART 
WARNER 


< a od 
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NEW PRODUCT 


WITH SALES 
POSSIBILITIES 








Electric Drill 


Has %4-In. Capacity in Steel 
And %-In. in Wood 


A new lightweight production all- 
ball bearing electric drill is particularly 
adapted to drilling in confined quar- 
ters. Known as Type EG2C, the new 
tool has low weight, short overall 
length and off-set spindle to make it 
extremely useful in close quarters. Its 
drilling capacity is }-in. in steel, -in. 
in wood and it weighs 4% Ibs. Its full 
load speed is 1400 rpm. Because of its 
rugged construction it may be used for 
the operation of a wide variety of 
bench accessories, including such 
things as a bench drill stand and bench 
grinder clamp, and in valve guide 
cleaning and decarbonizing.—S. Wolf 
& Co., Ltd., London, Eng.—Industrial 
Distribution, December, 1948. 














Tube Cutter 


It Will Cut All Sizes 
From Y-In. to 1-In. 


A new tube cutter with “free wheel- 
ing” ball bearing action is designed for 
use with copper, brass, aluminum, 


120 


Bundy steel, block tin and lead tub- 
ing, hard or soft temper, and will cut 
all sizes from $-in. to l-in. outside 
diameter, inclusive: Ball thrust bear- 
ings are built into the tool to provide 
extreme ease of operation and to make 
possible speedy size adjustment. The 
tubing being cut rolls on rollers, adding 
to ease of operation. A flare cut-off 
groove in the rollers makes it possible 
to remove a cracked flare without waste 
of tubing. A retractable locking reamer 
is for reaming tubing after it is cut. 
The reamer folds out of the way 
when not in use. Overall length of the 
tool is only 44-in.—The Imperial Brass 
Mfg. Co., Chicago, Ill.—Industrial Dis- 
tribution, December, 1948. 


Hydraulic Truck 


Furnished with Boom and Chains 
For Die Separatings 


A new model of high Jift truck is de- 
signed to handle 3000 pound loads, 
although the equipment is also offered 
in 1000 and 2000 pound capacities. 
A heavy-duty two-speed hydraulic 
hand pump makes easy elevation pos- 
sible while a winch with 15-ft. of steel 
cable draws the dies from presses to 
the truck platform. The platform has 
an elevation range from 6 to 54 in. 
and, since the boom is removable, 
adapts itself to stacking, tiering and 
other handling problems. An auto 
steer arrangement on the front wheels 
provides stability and the truck can be 
locked in position by a brake which 


engages the floor. The welded tubular 
and formed steel construction pro- 
vide maximum strength without un- 
necessary weight. The truck weighs 
1100 Ibs. and has an overall height 
of 83 inches.—Lyon-Raymond Corp., 
Greene, N. Y.—Industrial Distribu- 
tion, December, 1948. 


Bench Grinder 


It’s Precision Built 
And Dynamically Balanced 


A new precision built 6-in. utility 
grinder is powerful, dynamically bal- 
anced, has a fully enclosed motor of 
the permanent split capacitor type and 
will stand the most severe usage with- 
out break-down or burn-out, according 
to the manufacturer. Standard equip- 
ment with the tool includes 2 grinding 
wheels, fine and coarse, adjustable tool 
rests and a “K-O” abrasive wheel 
dresser.—K. O. Lee Co., Aberdeen, So. 
Dakota.—Industrial Distribution, De- 
cember, 1948. 














Unishear 


At Speeds Up to 15 FPM 
It Cuts 18-Gauge Mild Steel 


The improved blade action of a 
new “Unishear” feeds in the work so 
that little effort is required by the 
operator to cut straight lines, curves, 
angles and notches with hairline ac- 
curacy. A production tool, the No. 218 
unishear cuts 18-gauge mild hot rolled 
steel (and other materials in propor- 
tion) at a speed up to 15 fpm. It 
weighs only 43 lbs. Its other features 
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PNEUMAT 


ANNOUNCES THE //2” Shor Lie 


DRILL 


| E! a ows “= The World’s Most Advanced 
| Much Lighter ¥%" ELECTRIC DRILL 


INDEPENDENT PNEUMATIC TOOL COMPANY 
Avrora, Illinois 
Export Division: 330 West 42nd St., New York 18, N.Y. 
Birmingham Boston Buffalo Chicago Cincinnati Cleveland Denver Detroit Houston 
Los Angeles Milwaukee New York Philadelphia Pittsburgh St. Louis St. Paul 
Salt Lake City Seattle San Francisco Toronto, Canada Sao Paulo, Brazil London, England 


PNEUMATIC TOOLS © UNIVERSAL AND HIGH FREQUENCY ELECTRIC TOOLS * MINING AND CONTRACTORS TOOLS 
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WINTER BROPNERS Vere ARE BDEPEHROA BLE 


Winter Hand Taps are designed 
for general purpose work, and 
are made in taper, plug, and 
bottoming types. Other Winter 
Taps include Chip Driver, Ma- 
chine Screw, Nut, Tapper, and 
Pipe styles. 


MANUFACTURING 








PROCES 


More than modern equipment and good materials are needed 
to make taps of Winter dependability. The ability to combine 
the various manufacturing steps into one efficient whole is equally 
critical in giving your customers the dependable performance 


they expect from Winter Taps. Winter engineers have more 
Winter Brothers advertising in 


, : : : , 
than 47 years’ experience in tool design and manufacture. This anita eaiemecadiiiantinnseatels 


engineering knowledge, combined with the facilities of a new out that Winter distributors carry a 
complete stock of Winter taps. 


and modern plant, is an important factor in assuring customer Your customers are encouraged to 
deal with their industrial distribu- 
tors when they need any staple 
industrial = trial dis 


inter Srothers company KR: t 
ern es CES 
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satisfaction when you sell Winter Taps and Dies. 





@RFORMANCE IS BUILT INTO NATIONAL METAL CUTTING TOOLS 


UN 
ATERIALS 


National makes a complete 
line of standard and special 
Reamers, including taper and 
chucking Reamers in high 
speed and carbon steel, and 
shell types in high speed steel 
only. Other National tools in- 
clude Twist Drills, Counter- 
bores, Milling Cutters, Hobs, 
and End Mills. 

















Every bit of steel that goes into National Cutting Tools is rigidly 
inspected and tested. At the same time, National conducts its 


own research into the properties of new steels as fast as they 
Ca 4 Your Distributor 


Every National ad in general , . : 
business magazines advises toughness, as related to tool life, are special subjects of 


readers to “call your distributor National’s raw material studies at all times. Because of methods 
for cutting tools or any other 
staple industrial product.” For like these, you can be sure you are selling better performance 


years National has recognized : 
the important role of the indus- when you sell National tools. 


trial distributor in stimulating 
production efficiency. 


3 WVarroxar TWIST DRILL AND TOOL COMPANY 
R 


ROCHESTER, MICHIGAN, U.S. A. Tap and Die Division—Winter Bros. Co. 
Distributors in Principal Cities » Factory Branches: New York » Chicago + Detroit » Cleveland » San Francisco 


are developed. For example, the qualities of hardness and 
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include full ball and roller bearing 
construction, automatic lubrication of 
plunger from the gear housing, con- 
venient slide-operated switch and a 
minimum number of moving parts. 
The tool is furnished with rubber-cov- 
ered three-wire cable, wrenches, clear- 
ance gauge and supply of lubricant, in 
115 volts, with other voltages available. 
—Stanley Electric Tools, New Britain, 
Conn.—Industrial Distribution, De- 
cember 1948. 























Drum Polisher And Sander 


It’s Portable 
And a Handy Work Saver 


Particularly applicable for pattern 
and cabinet shops, homecraftsmen, 
garages, industrial maintenance and 
repair and contracting work is a new 
portable drum polisher and sander 
known as Model 49. Of small size and 
light in weight, its one-hand opera- 
tion gives complete control on wood, 
metal, plaster, wallboard and concrete. 
It can be operated in any desired po- 
sition. The motor is fan cooled and 
precision-built and the unit is fur- 
nished complete with a 6-foot, rubber- 
covered, 2-wire cord and attachment 
plug and Gaynor feed-thru switch; one 
sanding sleeve; and one lamb’s wool 
polishing bonnet. The speed of the 
drum is 1400-600 rpm (depending on 
the load); size of the drum, 3 by 3 
inches. Overall length of the tool is 94- 
in. and it weighs 34 lbs.—Portable 
Electric Tools, Inc., Chicago, Ill.—In- 
dustrial Distribution, December 1948. 


Take-Up 


For General Conveyor 
And Elevator Service 


Rugged in construction and compact 
in design, a new Type H, babbitted 
bearing protected screw take-up is de- 
signed for general conveyor and ele- 
vator service. The welded steel frame 
provides strength and rigidity without 
excess weight. ‘The bearings are faced 
on the ends and equipped “with stand- 
ard pressure fittings. Load on bearing 
may be applied in either direction. 
Positive adjustment of the take-up is 
effected by turning screw heads at 
either end of the take-up. Adjusting 
screws are plated and the angle top 
member protects screw from dust and 
dirt.—Dodge Mfg. Corp., Mishawaka, 
Ind.—Industrial Distribution, Decem- 
ber 1948. 


Bronze Globe 
And Angle Valves 


Special Alloy Resists Corrosion 
Abrasion and Distortion in Stem 


A highlight of the 300 Ib. bronze 
globe and angle valves is the inter- 
changeability of the disc-and-seat 
combinations for full portway (2 types) 
and throttle portway use. The three 
types include either heat-treated stain- 
less steel plug discs and seats of ap- 
proximately 500 Brinell hardness or 
nickel alloy radial discs and seats. All 


three are constructed with back-seated 
rings having a pressure-tight joint be- 
tween seat ring threads and line pres. 
sure. Ribs support stressed areas in 
the body. Solid bonnet contact js 
claimed to be a certainty with at least 
five threads engaged at all times. The 
line contact formed by the radial bon- 
net-to-body joint remains pressure-tight 
constantly. Canting and cocking of 
the disc are prevented by the improved 
below-the-shoulder position of the 
stem in the newly developed guided- 
disc construction. — Fairbanks Co, 
New York — Industrial Distribution, 
December, 1948. 














Push-and-Pull Jack 


Combines Lighter Weight 
With Greater Strength 


Designed for safer and faster lining of 
piles and general heavy construction 
work, the jack reduces man-hours on 
the job and increases efficiency. Its 
new design decreases weight for easier 
portability and faster operation under 
conditions where ordinary jacks can- 
not be used. Machine v-edged nut 
protrusions assure a firm grip for push- 
ing and save wear-and-tear on piles. 
In addition, lugs offer a firm hold for 
chain on pulling jobs. These factor: 


(Continued on page 126) 





Product 


Manufacturer 


Product 


Manufacturer 





Electric Drill 
Tube Cutter 
Hydraulic Truck 
Bench Grinder 
Unishear. . 


Take-U: 
Bronze Globes 

& Angle Valves 
Push-and-Pull Jack.... 
Hydroplex Pump 
Impact Tool 
Thermometer 
Belt & Disc Sander 
Contact Wheel 





S. Wolf & Co 
Imperial Brass Mfg. Co..... 
Lyon-Raymond Corp 


Cc 
sg Stanley Electric Tools 
Drum Polisher & Sander Portable Electric Tools 


Dodge Mfg. Co 


Fairbanks Co 

Templeton, Kenly & Co... 
Byron Jackson Co 12 
Ingersoll-Rand Co...:...... 
Jas. P. Marsh’Corp......... 
Atlas Press Co 

Minnesota Mining & Mfg... 


Box Wrenches 


Electric Tool 
Chemical Gage 
AC Welder 


Wrenches 


Electric Drill 





Tapping Head.......... 


Small-Shank Tools 
Hacksaw Blade......... 
Portable Shop Cranes. . 


Textile V-Belt.......... 


Owatonna Tool Co 

U. S. Electrical Tool Co... 
Commander Mfg. Co 
O’Neil-Irwin Mfg. Co 
Porter Cable Machine Co... 
Amer. Chain & Cable Co... 
Nat’! Cylinder Gas Co 
Kennametal, Inc 

Millers Falls Co 

Grand Specialties Co 
Plomb Tool Co 

Goodyear Tire & Rubber Co. 144 
Independent Pneumatic 
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USG HELPS YOU SELECT GAUGES 


From the World’s Largest Family of Instruments 


SUPERGAUGE 


An instrument of test gauge accu- 
racy, designed for many years of 
service in heavy-duty indus- 
trial installations. Withstands 
excessive vibration and 
pulsation and provides 

a safe positive check 

on process control. 


ALL-PURPOSE PRESSURE GAUGE 


An economically priced pressure gauge 
manufactured to commercial accuracy. 
It has a phosphor bronze bourdon 
tube and a corrosion-resistant move- 
ment. It’s smart in appearance and 
dependable in performance. 


CHEMICAL GAUGE 
Clean-Out Type 


Designed for service in chem- 
ical and processing plants for 

use on heavy viscous fluids 

that tend to clog. Supplied with 
precious metal , Nee mat 
assemblies for highly corro- 
sive chemical application. 
Diaphragm is easily re- 
moved for cleaning. 


BOILER GAUGE 


For use on hot water heat- 

ing systems. Indicates on 

one dial: water temperature, 

head of water above gauge and 
pressure in system. Rugged con- 
struction with easy-to-read dial. 
Available in round or square case. 


ULTRAGAUGE 


A superior quality pause of top-most ac- 
curacy and durability, designed espe- 
cially for chemical and oil refinery 
applications. Furnished in 4%", | 
6”, 842", 12” and 16” dial sizes ¢* 
. .. from vacuum up to ¢ 
100,000 pounds per square ,* 
inch pressures. d 


, 


REFRIGERATION GAUGE 


Important f include: adjustabl 
» hub pointer, broad easy-to-read lu- 
; minous dial, removable screw check. 
aN Low side gauge has 1” and 1 Ib. 
graduation and is protected to 200 
Ibs. overpressure. Also available 
with external calibrator and re- 

tarded movement. 





= 


- } HYDRAULIC GAUGE 
| 


} A gauge built to give continuing 
/ and accurate measurement of 
_/ hydraulic pressures. The ex- 
y tra heavy-duty movement is 
designed to withstand the 
severe shocks and rugged 
service required of gauges 
when installed on hy- 
draulic presses an 
Diesel engines. 


WELDING GAUGE 


This well designed gauge 
incorporates the safety blow- 

out features in the low as 

well as the high pressures. It is 
especially designed to withstand 
rugged handling. It is a tough 
gauge for a tough job. 


Get your copy of our 
New Folder describing 
many USG Products. 


Cu and Mad Ties Coufion Today! 
UNITED STATES GAUGE 


DIVISION OF AMERICAN MACHINE AND METALS, INC. 
SELLERSVILLE 26, PA. 


Without obligation or cost please send me a copy 
of your new helpful folder. 


Ms 
a 


y PrP, 
so 


Title 
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New Products 
(Continued from page 124 ) 


FIRST TIME IN USA oe ey 


make sure that it always “stays put”. 
Ruggedly built throughout, it features 

WOLF PQ RTABLE FLECTRIC TOOLS screws of precision-cut acme threads, 
lending greater strength. Available in 

two stock models, the jack is also 
manufactured in longer lengths on 


special order.—‘Templeton, Kenly & 
Co., Chicago, II].—Industrial Distribu- 


HALF A CENTURY | tion, December, 1948, 
IN 50 WORLD 
MARKETS 











WINNING 
RECOGNITION FOR 
HIGH QUALITY 


THIS %” LIGHTWEIGHT ALL- BALL 
-BEARING PRODUCTION DRILL IS 
AMAZINGLY VERSATILE & DURABLE! 


This is a popular drill with aircraft manufac- 
turers, body workers, shopfitters and main- 
tenance men. The low weight, short overall 
length and offset spindle makes this machine 
particularly suitable for drilling in confined 
spaces and prevents fatigue in the operator. 
The ratio of speed to power makes possible a Hydroplex Pump 


wide variety of operations and uses. 











For High Pressure 
Low Volume Pumping 





Inherent hydraulic balance _ has 
been incorporated into a centrifugal 
pump design “Hydroplex’” pump for 
the sort of high pressure, low volume 
pumping found in die casting work, 
water pressure boosters and _ refinery 
service. Radial and axial forces arc 
balanced out over the load range. 
Radial forces are balanced out by the 
staggered volute construction. ‘The 
outlet of cach stage is diametrically 
: oe ee opposite the outlet of adjacent stages. 

‘This reduces the pressure bending mo- 
‘ ‘ s! g 
OTHER WOLF PRODUCTION TOOLS COMING SOON ment of the shaft and the possibility 
NWEC j-inch Standard Duty Ball and Roller- NWSI Heavy-Duty All-Ball Bearing Electric of extreme shaft deflection. Balance 
Bearing Electric Drill Screwdriver we wicireg 4 oes 
VSM 7-inch Portable Electric Sander GH6 6-inch Ball Bearing Hand Electric Grinder of axial thrust forces is achieved by 
NWB Portable Electric Blower HD2 Electric Hammer Kits opposed grouping of the impellers. 
CMm4 ~sElectric Chisel Mortiser EVG3 High-Speed Electric Valve Seat Grinder Standard sizes are 14- in by 2-in. by 
FINE ENGLISH TOOLS St-in. and 2-in. by 24-in. by 6-m. 
Every one of them performance proved. Prices, Capacities range from 10 to 140 gpm: 
deliveries and distributor particulars on request. heads range from 450 to 1700 ft; tem- 
P > limit is 300-deg. F.—Byron 
S WOLF & co LTD Warehouse Stocks and Service Depot — New York City. | perature limit is 300 deg. I Bi 
e e Address inquiries to: U.S. a | Jackson (0. Los Angeles, Calif.—In- 
F é .R HH, . 42nd ae Sere estas ; 
LONDON a York 18, N.Y. iA 42255. ”~—«|_~-s dustrial Distribution, December 1948. 
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What’s the difference? The RIGHT Solder! 


> Here as in many other cases the right solder 
means the difference between job success and 
job failure. Federated has the right solder for 
your job, whatever it may be. 
Federated solder is not just a haphazard mixture of tin and lead. 
It is a scientific alloy, produced under strict metallurgical controls to 
assure you a precise, free-flowing mixture and a lasting bond. 
Whatever composition, whatever solder you need—acid core, rosin 
core, solid wire, body, triangle, strip, wiping, segment, bar. pig. drop, 
foil, or ingot—see Federated first. 
To order, call or write any of Federated’s 11 plants or 2: 
offices across the nation. 
Federated produces many other non-ferrous proa- 
ucts, including ingot metals, bearing metals, type 
metals, die casting metals, and fabricated lead products, 


Sadia METALS 


Division of American Smelting and Refining Company, 120 Broadway, New York 5, N. Y. 
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I SUPPOSE 
YOU THINK 


YourRE /OUGH, 
TOO? 


SURE I'M 

TOUGH! 
I'M ALSO ON 
THE TRIPLEX 


So what if the little guy is only on the lightweight 
squad—he’s just as TOUGH, pound for pound, as 
the big bruiser. For TRIPLEX makes its entire line 
of fasteners TOUGH! 


You can depend on small sizes as inal as 
on the big ones, for they also have maximum holding 
power and accurate, free-running threads. Do you 
have our complete catalog? If not, write today to— 
TRIPLEX SCREW COMPANY, 5307 Grant Avenue, 
Cleveland 5, Ohio. 


GOUGHNESS 


CAP AND SET SCREWS + BOLTS, NUTS AND RIVETS 
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Impact Tool 


Has All the Good Features 
Of Its Lighter Prototype 


A new and heavier model of the 
manufacturer’s all-purpose electric im- 
pact tool performs all the operations 
of its prototype, with extended capac- 
ity. With standard accessories, the new 
model is rated to run and remove nuts 
up to g-in. thread size, drive and tre- 
move studs, extract broken cap screws 
and studs, apply and remove machine 
screws of all kinds, run wire brushes, 
drill steel, brick and masonry, tap and — 
ream. It also may be used for woodbor- 
ing. Known as the 8U, the new tool is 
124-in. in length and weighs 9 Ibs, 13 
oz. It is available for either 110 or 220 
volt current, and operates either on 
AC or DC.—Ingersoll-Rand Co., New 
York, N. Y.—Industrial Distribution, 
December 1948. 














Indoor-Outdoor 
Thermometer 


Simple to Install, 
Improves Visibility of Readings 


A new fully mechanical dial type in- 
door-outdoor thermometer offers fea- 
tures that enhance the appearance 
and improve visibility of temperature 
readings. Encased in platinum-beige 
molded plastic, the gold characters on 
the dial stand out in contrast to their 








HIGH SPEED 
AIR CYLINDERS 


Heelitietegienl 


(Ny positive pressure-balanced air seal and lock that reduces air leakage 
t 


© a minimum. 


(Py cision forged aluminum alloy construction with lapped bores. Light weight. . . 


low flywheel effect 


ge air ports 


. . . long troublefree service. 


and low inertia result in much faster action . . . savings in 


time_on short run operations. 


re cylinder statically balanced after assembly for smooth operation 
at speeds up to 5000 r.p.m. for 314” to 8” sizes. 


3%" to 
G feature 


18” sizes. Write for further information. 


of CUSHMAN 
POWER CHUCKING EQUIPMENT 





CUSHMAN also manufactures 
a complete series of 
WRENCH OPERATED CHUCKS 
Write for Catalog 63 and Bulletins 





] 


PP . 

C3 F Send for Catalog PO-63 for informa- 
/ tion on Air Operated Power Chucks. 
— 


/ THE CUSHMAN CHUCK COMPANY 








HARTFORD 2, CONN. 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1948 





DESMOND-SIMPLEX. 
supe | WISES 
have \greater strength 




















Removable hardened 
steel jaw inserts 














Cross-section 
view of slide 























One piece non- 
pinching handle 


3 














Body casting extra 
heavy semi-steel Swivel base 
360° 























Above is given the “inside story” of the Solid Steel Slide on 
DESMOND-SIMPLEX Vises that makes them much stronger 
than ordinary iron slide vises. 

Other major features are shown also, all of which are worthy 
of close study. But, above all, is Desmond’s long experience in 
making vises for practically all requirements—machinists’, com- 
bination pipe, welders’, filers’, drill press and milling machine, 
utility or garage, and woodworkers’ vises. 

Don’t forget, too, that there is good profit in pushing Desmond 
Grinding Wheel Dressers and Cutters—the only complete line 
of such products. 

Write for complete catalog today. 


THE DESMOND-STEPHAN MFG. COMPANY, URBANA, OHIO 





“" 


SIMPLEX :::.: VISES 











gg 


BALL BEARING REVOLVING DIAMOND HAND TOOLS WHEEL TYPE SIMPLEX 
DRESSERS CUTTER TYPE DRESSERS AND NIBS DRESSERS STEEL-SLIDE VISES 
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dark red background. The upper (out- 
door) scale reads from —30° to 
+110° F., the lower (indoor) scale 
from +50° to +90° F. Speedometer- 
type pointers clearly indicate the tem- 
perature reading and protection is fur- 
nished by a strong molded crystal, 
curved to prevent reflection. Simple 
to install, the sensitive metal bulb is 
fastened outside the building on the 
bracket provided with the instrument, 
and the armored capillary tubing is 
small enough to pass between the sash 
and casing of a window.—Jas. P. Marsh 
Corp., Skokie, Il]._—Industrial Distribu- 
tion, December, 1948. 














Belt and Disc Sander 


Machined for Accurate Work 
Provides for Quick Setup 


Handling long, short and wide stock, 
a new belt and disc sander is built for 
improved efficiency, economy and 
versatility on small parts sanding. The 
table, disc and drum spindles are 
ground and disc and pulleys are bal 
anced. Spindles turn on ball bearings 
and herringbone slots in belt sander 
table top keep underside of belt 
smooth. The table may be used with 
either disc or belt; the disc and guard 
are easily removed for sanding wide 
stock on belt. Belt operates in hori- 
zontal and vertical positions while 
guards and stop are removable for 
sanding curved pieces on either drum. 
Specifications are: 10-in. dia. disc; 
2718 x 4-in. belt; 7% x 15-in. table; 
4} x 1l]%-in. belt support table; 33 
diameter rubber-faced drums; belt 
speed 1150 fpm; spindle speed 1360 
fpm; motor recommended—} or 4 hp, 
1725 rpm.—Atlas Press Co., Kalama- 
zoo, Mich. — Industrial Distribution, 
December, 1948. 


Contact Wheel 


For Belt Grinding 
At 10,000 SFPM and Up 


A new contact wheel is reported the 
first ever designed for heavy grind- 
ing with abrasive belts at speeds of 
10,000 sfpm or more. Major advan- 
tages cited for belt grinding with the 
new roll include faster and cooler stock 
removal, lower production cost and 
chatter-free grinding. ‘The combination 
of the high speed and the new wheel 
design enables abrasive belts to re- 





— Ss dh we UhSO.lCUCUM 


ees Ve 
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A SOUND MOVE FOR YOU IN ANY INDUSTRY 


You'll find it good business to help your customers 
improve production by replacing inefficient power 
transmission drives with positive roller chain and 
sprockets. Baldwin-Rex roller chain drives are 98% 
efficient. 


In virtually all industry, the installation of Baldwin- 
Rex roller chain drives is a sound move toward 
eliminating power waste ...a big help in increas- 
ing machine output. And in addition, they absorb 
shock loads that might otherwise damage machinery. 





For.complete data on Baldwin- 
Rex roller chain drives ... 
applications, sizes, horse- 
power tables, etc. . .. send for 


your copy of Catalog M-2A. BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY 


These long-lived chains are easy to install and, 
as they are not dependent on tension for effective 
operation, they do not slip or creep throughout 
their lifetime. Lack of tension also eliminates any 
preload that might shorten bearing and shaft life. 
Frequent adjustments are unnecessary, reducing 
maintenance and eliminating need for expensive 
take-up mechanisms. 


A Baldwin-Rex roller chain drive is a sound move 
for your customers ...and good business for you. 





378 Plainfield Street, Springfield 2, Massachusetts 
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Bassick Casters 





move heavy metal stock faster, to per- 


| form better-finished snagging and to 


eliminate frictional heat problems. 


| The “K” wheel is madc in 8 and 16-in. 


Series "93" Series “77” , “Floating-Hub” 
SUPER HEAVY DUTY MEDIUM DUTY LIGHT TO HEAVY DUTY 


| 
| 
| 
| 
| 
| 


diameters, in face widths of 2, 3, 4, 


| and 6 inches. It is designed for use 


with cloth belts coated with silicon 


| carbide or aluminum oxide mineral 


grains, Grinding heat is reduced and 
belt life lengthened. ‘The new wheel 


| has proven especially valuable in heavy 


stock removal such as grinding gates 


| and flashings on castings, cutting down 


Series “99" Series “61” Series "70" 
SILENT STEEL ECONOMICAL STEEL ' LIGHT DUTY STEEL 


| 


Grooved Wheel : " 
And Series “69 


Position Lock : FOR 
FOR FLOOR OFFICE CHAIRS 


TRACKS 


As an active Bassick distributor, you can become ‘‘Caster Head- 
quarters’’ for your area, because Bassick — the world’s largest line — 
gives you an unequalled opportunity to supply every customer with the 
right type and size of caster, at the right price . . . It’s asmart business 
move that means more caster sales and more related selling! THE 
BASSICK COMPANY, Bridgeport 2, Connecticut. Division of Stewart- 
Warner Corporation. Canadian Division: Stewart-Warner-Alemite Corpo- 
ration, Ltd., Belleville, Ontario. 
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welds and grinding through scale on 
forgings—Minnesota Mining & Mfg. 
Co., St. Paul.—Industrial Distribution, 
December 1948. 


Box Wrenches 


Speed Up Work and 
Permit Operation in Close Places 


_ New alloy steel ratchet box wrenches 


are available in popular sizes. Five 


| double-end sizes (4 x Ye-in., § x ¥e-in., 


4x ¥-in., % x t-in. and ? x 4-in.) 
provide a range which is extremely use- 
ful for automotive, tractor, aviation 
and industrial maintenance. The 
wrenches are said to speed up work 
and permit operation in close places 
where conventional wrenches are difh- 
cult to use.—Owatonna Tool Co., 
Owatonna, Minn.—Industrial Distri- 
bution, December, 1948. 


Sander 


Amply Powered For Finishing 
Scale And Rust Removal, Etc. 


A 7-in. high speed heavy duty sander 
is a powerful all-around general pur- 
pose tool for production or mainte- 
nance work. It is amply powered for 
metal finishing, removing scale and 
rust with wire brush, and for smooth- 
ing welds and casting ridges with cup 

















CAPITA L— 


INDUSTRIAL 


BRUSHES xo BROOMS 


Help your customers... 
and PROFIT by doing it 


You can help plant men to big sav- 
ings in the expensive work of mainte- 
nance and cleaning. Sell CAPITAL 
Industrial Brushes and Brooms — 
there’s a “right” brush and broom for 
every job. The CAPITAL line is noted 
for long wear and under test has out- 
wey 1 ' lasted similar equipment. The returns 
pe gn cre good and the entre jndustia 
give better and quicker service world is your prospect list. We urge 
to your customer. Three reasons users to buy thru their local distribu- 
that add up to more profit for tors. 
you. Medart’s outstanding ad- 
vertising campaign in leading 


e 
trade journals means a greater | pm a 
Medart market for you! t nN » I A N KB 2 0 L I S 
BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. _ Est. 1890 INDIANAPOLIS 7, IND. 


A complete line from a single 

















3 ee 

No.56-V #f 4am 
V-beltsand #7F / 

V-sheaves & > ; 


Ay A new sales booster... that keeps 
Gears and 9 j your name before your customers! 


Sprockets 


Here's something NEW in the merchandising of shim stock! 
Three big advantages for you: 


1 For the first time, a sturdy metal wall rack to be filled 
© with four cartons of shim stock in gauges of the cus- 
tomer's choice. There's no need to buy fixed, inflexible 


No. 66 assortments. 12 gauges from .001 to .012” are available. 
All Other Power 
Transmission y] FREE imprinting of your firm name across the top, 

Equipment © when ordered in quantities of twenty-five or more. It's 

excellent advertising, gets your name into the shop on an 

every day basis. NEW WALL RACK... 
Not just catalogs... but informa- ; rs age re firm name. 
tive, helpful power transmission 3 Larger units of sale for you! You sell the rack and pcr Aol saa your 
equipment guides. Minimize 

complicated engineering compu- 
tations... excellent for your refer- SELL PACKAGES INSTEAD OF INCHES! Laminated Shim Company's 
ence files. Write for yours today! 


M EDART 


© four cartons of shim stock at one time. 


line of packaged shim stock saves space and time and waste 
in stocking and using. Write today for catalog and price sheets, 
explanation of distributor protection and cooperation policy. 





SHIM STOCK ° CON? . AN-COR-LOX NUT 
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FOR A SELF-SEALING “V” 
recommen 





LINEALE 


“PAR™ 
PACKINGS 


Napuria PuMPS—Steam throttles—Gas compressors 
—Ajir cylinders—these are only a few of the hundreds 
of types of mechanical equipment for which LINEAR 
“Par” V-Rings assure a completely automatic pack- 
ing from zero to peak pressures. 

Higher pressures directly govern expansion of the 
lips and serve only to increase the sealing action. Result: 
Maximum efficiency and uniform pressure maintenance! 

And at lower pressures, expansion of the lips is 
proportionately reduced with sealing action unim- 
paired. Result: No leakage and elimination of extreme 
friction and wear! 

LINEAR “PArR’’ V-Packings are available in six stand- 
ard compositions to cover an exceptionally wide range 
of operating conditions for sealing against air, steam, 
water, gas, oils and solvents. Priced right to meet 
competition and yield a fair profit to you, you may be 
assured that when you specify ““PaR,’’ you recommend 
the best. Send today for free engineering data on 
“Par” Packings—the self-sealing ““V.” 


Pack your shelves with LINEAR Packings 
and you'll pack your books with orders 


‘PERFECTLY ENGINEERED PACKINGS” 


LINEAL? 


, STATE ROAD & LEVICK ST., PHILADELPHIA 35, PA. 


get 
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| grinding wheel. ‘he U.S. 3-in-1 flex- 


ible rubber pad adapts the sander to 
curved or flat surfaces. The switch com- 
mutator and brushes are fully pro- 
tected against abrasive dust and grit 
Other features include: ball bearing 
equipped, with heat-treated alloy stec! 
gears in grease-tight case; spindle lock 
tor changing discs; universal motor on 
DC or AC, 25 to 60 cycles, 110 volt; 
7-in. sanding pad; 5000 rpm no load 
speed.—United States Electrical ‘Too! 
Co., Cincinnati, Ohio.—Industria! 
Distribution, December 1948. 


Tapping Head 


Has Extreme Sensitivity 
And Wide Adaptability 


A new tapping head is said to be able 
to replace three conventional tappers 
because it will handle taps from #0 
to 3-in—a range usually requiring 


| three or more tapping heads. The 


new tapper can be furnished to fit any 
drill press. It employs a_ patented 
spring clutch drive and an adjustable 
torque control, features which are said 
to bring to machine tapping an cx- 


| treme sensitivity and wide range of 


adaptability. The tapper is suited for 
eycle tapping and O. D. threading, 


__as well as for routine machine tapping. 
| The drive is claimed to eliminate the 


slippage and wear caused by misad- 


| justment and misuse common in con- 
| ventional type tappers, and it is 
| impervious to oil, grease, moisture, 


weather, etc. Torque can be set when 
the tapper is on or off the drill press 
merely by pushing a button and turn 
ing the scale to the desired position 
for the tap to be used.—Commander 
Mfg. Co., Chicago, IIl.—Industrial 
Distribution, December 1948. 


| Shear 


Cutting Range Extends from 
Plastics to Heavy Gauges of Metals 


The rugged construction of the shear 


_ assures a high degree of accuracy in all 
| duplicated parts. Its ease of operation 


provides a rate of production that, in 


| many instances, is reported to excced 
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LER Legh AS EE em 


a ASIER WORK CK This Trouble-Free 
(———_- ME WRENCH 





and easy to sell 


... this handy Is Pre-Sold 
PIPE VISE 





Fellesib Wrenches sell 
without effort because they 
save time, work and cash 


@ Their important work-saver features have made 
RitaiD the outstanding choice of pipe experts all 
over the world because they assure fast easy work 
and real economy. Housing is guaranteed against 
breakage or distortion—no repair expense or both- * 
er, ever. Adjusting nut in open hous- 

ing spins easily in all sizes, 6” to 

60." Handy pipe scale on hookjaw. 


rine : 








(uy 


shail 





y : - : Instant - action non-slip, non - lock 
y - jaws. Powerful comfort-grip I-beam 
: handle. Widely advertised, popular 
" everywhere — easy sales. 


me 7 / UNCONDITIONAL GUARANTEE \ 

a be ; bop on Lge 

FRiLs(© Tristand ruil epace Fre 
is also a portable work bench 


X- @ Thousands of pipe experts use the tip-proof 
Ritaip Tristand both as a pipe vise and an on-the- 
job work bench. Hinged legs fold in and chain for 
- easy carrying. Roomy tray for oil can, dope pot; 
1c special slots for hanging tools. Pipe rest and three 
d- handy benders that won't 
dent pipe. LonGrip tool steel 
vise jaws hold pipe firmly, 
won’t mar polished pipe. The 
Tristand is made also with 
chain vise, capacity 4.” These 
handy efficient vises are popu- 
lar, profitable, easy to sell. 
* 
» peer ane ee Al ¢ RIERID Strap Wrench 


yoke and chain. : won't mar polished pipe 
or tubing. 


WORK-SAVER 
mn PIPE TOOLS 


el 7 DGE TOOL COMPANY © © Vet eens oe 
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16 pages of the latest information 
on ‘Blue Face’ Pulleys 


Now available for distributors everywhere, this new Sprout- 
Waldron Bulletin lists prices and fully describes the complete 
line of S-W Cast Iron Pulleys. 


Whether you desire a dependable source of supply for the 
usual or the unusual in pulley applications . . . contact 
Sprout-Waldron. 


The ‘Blue Face’ line of Pulleys has an established service 
record since 1866 — your assurance of quality and customer 
satisfaction. 


Get your copy of Bul- 
letin P-848 today! 
Write Sprout, Wald- 
ron & Co., 3 Waldron 
St., Muncy, Pa. 


St EONS NON 


9 SENNBYLVANIM 














die and punch press speeds. The “Die- 
Less Duplicating” unit accurately and 
rapidly shears a wide variety of ma- 
terials to extremely close tolerances. 
The maximum shearing width is 24 
inches, with a material capacity of 16 
gauge sheet steel. A gravity chute 
built into heavy base casting delivers 
all materials sheared. A _protracting 
gauge for squaring and mitering can 
be quickly and accurately adjusted for 
any degree of angularity desired. Posi 
tive control of the shearing action is 
provided by adjustable stops. The ma 
terial gauge can be mounted in back 
for accurate sizing or in front to pre 
cision trimming. The shear blades are 
of alloy tool steel, properly hardened 
and precision ground. All:four blade 
surfaces have a shearing edge, thereby 
offering quadruple service without re- 
sharpening. — O’Neil-Irwin Mfg. Co., 
Lake City, Minn.—Industrial Distribu 
tion, December, 1948. 

















Electric Tool 


Grinds, Polishes, Drills, Cuts 
According to Attachment Used 


Designed for tough jobs in industry, 
the D-6 multi-purpose tool will drill 
metal up to 4-in. hole and wood up 
to 4-in. The drill chuck can be used 
for hole saws, wire brushes, cup grind- 
ers and abrasive points. A stiff 7-in. 
disc, infused with silicon carbide grit, 
is used edgewise to cut through steel, 
ferrous or non-ferrous metals. By at- 
taching a disc, welds can be blended 
and large surfaces ground down. A 
guide grip can be attached to either 
side or removed entirely. The machine 
is easily transferred, used overhead, 














Mr. Heffler tells our story better 
than we can. Stock and feature 
Key Sealing Compounds. It 
means steady, profitable, repeat —,.,, Werermroot Service 


business for you. Recommend Sealing with 
Key-Tite. 


Key Compounds are stocked by 
1250 aggressive supply houses. 
Write for price schedules and 
descriptive literature. 


For oil-proof Service 
Recommend Sealing 
with Key Graphite 


Paste. z= ¥ 
KEY COMPANY 


2621 McCasland Ave., East St. Louis, Ill. 








THE STRONGEST, STRETCHIEST, 
STICKIEST MASKING TAPE 
YOU CAN BUY— 


UNCONDITIONAL 
MONEY-BACK GUARANTEE. 


) eee , | SALES packeo wih B-RIGHT-ON 


@ Right down to the last detail B-Right-On Socket SOCKET SCREW PRODUCTS 
A Screw Products are designed for profitable SALES. , 
Premium fasteners, B-Right-On Socket Screws come 
Comper —<$A | to you in a premium package . . . metal-edged to 
| take rough handling . . . attractively designed to 
el | catch the eye . . . clinch the sales. 
For fastener sales, stock B-Right-On Socket Screw 
Jobber = acaicnealt Products! 100% dealer cooperation policy... 
TAPE CORP. plenty of hard-hitting selling aids. 
Mail to: TECHNICAL NY An authorized distributorship may be open in 
177th St. & Harlem River, New York 53,N.¥- your locality. Check this opportunity today. 


THE BRIGHTON SCREW & MFG. CO. 
1827 Reading Road 
Cincinnati 2, Ohio 
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4 REASONS 


WTS DOW] CHIP 


FE EVERY DART... is precision-machined to a true ball joint... then spheri- 


cally ground to give wide, true-bearing surfaces. Reason why Darts fit snugly 


without excessive wrenching . . . are always leakproof. 


2. EXTRA-WIDE BRONZE SEATS... resist pitting, electrolysis and corrosion 
... Stay drop-tight. 


of installations. 


Ei EXTRA-HEAVY SHOULDERS... shrug off wrench abuse through dozens 


4. PRACTICALLY INDESTRUCTIBLE . .. body and nut of air-refined, high 


test malleable iron resists stress, stretching and wrenching ... ensures that 
connections will stay tight. 


\ 


"ol tN 


When you sell Darts you are selling the 


LY, 


4) 


quality union that means year after year 
repeat business. 


E. M. DART MANUFACTURING CO. 
PROVIDENCE 5, RHODE ISLAND 


UNIONS 
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vertically or in cramped spaces. Speci- 
fications include: motor, universal 115 
volts DC-AC, 25-60 cycles, single 
phase; spindle g-in. 11 thread with 
4-in. hex socket in end; approximate 
speed of 3000 rpm (no load) or 2000 
rpm (normal load); weight 5 Ib. 13 oz.; 
overall dimensions, 72-in. high, 7#-in. 
wide and 114-in. long.—Porter Cable 
Machine Co., Syracuse, N. Y.—Indus- 
trial Distribution, December, 1948. 














Chemical Gage 


Suitable for Chemicals 
And Other Viscous Liquids 


A diaphragm made of Teflon which 
satisfactorily resists practically all cor- 
rosive chemicals is one feature of a 
new chemical gage. ‘The use of Teflon 
instead of metal makes it possible to 


supply the gage for vacuum and for ° 


compound ranges as well as for pres- 
sures as high as 1600 psi and for tem- 
peratures at the gage of 300 F. The 
removable bottom part and diaphragm 
ring are supplied in cast iron, bronze, 
steel, stainless steel, hastelloy, lead 
coated iron and Monel.—American 
Chain & Cable Co., Bridgeport, 
Conn. — Industrial Distribution, De- 
cember, 1948. 


AC Welder 


It’s Made in Twelve Models 
For Heavy and Light Duty 


Models for both shop and industrial 
use are available in a new “Sureweld” 
AC welder which is said to provide 
faster, better, and less-costly produc- 
tion. Made in 12 models, seven are 
for high-speed, heavy duty fabrication; 


lifti: 
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is yours... 


Every time you call on a man whose 
factory output is low, whose operat- 
ing costs top his earnings, or whose 
risk insurance is heavy — the play is 


yours. 


Yours to explain how he can 
change to increased production, low 
operating costs, and greater safety 
for his workers by equipping his pro- 
duction, assembly, and inspection 
lines with ‘Budgit’ Electric Hoists. 
Yours to explain how production 
mounts when workers no longer 
waste their energy in useless manual 
lifting. How increased production 
lowers operating costs. How ‘Budgit' 
Hoists cut compensation costs by free- 
ing his workers from sprained backs, 
rupture, torn ligaments and muscles 


resulting from physical lifting. 


Again the play is yours when you 
tell him about ‘Budgit’ Hoists being 
complete lifting units in themselves; 
need no wiring; have no conductor or 
other installation costs. He just hangs 
up his ‘Budgit’ Hoists, plugs into the 
nearest electric socket, and puts them 


to work, 


Be sure to write us for 
more copies of Bulletin 
No, 371 to help you sell 


‘Budgit’ Electric Hoists, 
when you need them. 


mi BUDGIT 
al Hoists 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


MANNING 


DUAL PRIME CENTRIFUGAL 


jerrne = = — = oo oe i 


PUMPS 


.... . WITH ELECTRIC POWER 


Sizes from 114" to 10’—Capacities from 3000 
to 200,000 gallons per hour—for stationary or 
semi-permanent installations in the oil fields, 
mines, mills, factories and processing plants. 


Write for performance data and 
complete details about our Distribu- 
tor Plan. CMC Dual Prime features 
will boost your pump sales and 


CONSTRUCTION MACHINERY COMPANY 
WATERLOO, IOWA 





@lts mechanical and 

combustion superiority for 

sO many purposes have so 

firmly established the prefer- 

ence of this torch with profes- 

sional mechanics of all trades, 

that it is known wherever blow 

torches are used as the one-and- 
only “Mechanic's Favorite!” 


Sold through leading 


jobbers everywhere 


1716 DIXIE HIGHWAY LOUISVILLE 10, KY. 
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MULCONROY 
MEANS MORE 
BUSINESS 


FOR You! 


Every industry of- 
fers opportunity for 
extra sales when you 
recommend Mul- 
conroy special con- 
structions for greater 
resistance to tem- 
perature, pressure, 
wear. 


"MULCONROY Siar... 


5329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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The special construction features of “FULLPAK,” 
Style 830, give it a guarantee of longer service life 
in the handling of gases, air, tar, oil and steam used 
in the open hearth process. The full-interlocked 
joints of the flexible, all-metal tube are asbestos 
packed. Tightly woven steel or bronze wire cover 
provides added strength and durability. Outer half- 
round steel or bronze spiral protects the hose from 
external wear and abuse. For temperatures up to 
500°F., and pressures up to 250 lbs. Sizes 14” to 
3”. Special constructions available for door opera- 
tion and cooling. 


WHERE OTHERS Sion!” 


Sipptesters 











=ef 











and five are for duty in garages, repair 
shops, machine shops, mills, welding 


| shops, and wherever light production 
| work is carried on. The four-coil trans- 
| former has a movable magnetic shunt 
| which assures fine welding characteris- 


tics at every point within the output 


| range; and correct ratio of open cir- 


cuit to arc voltage, a provision that 
means faster burn-off, proper penetra- 
tion, and correct breakdown of usually 


| hard-to-handle alloy rods. A stepless, 


full-range output control gives the pre- 
cise welding heat nceded.—National 
Cylinder Gas Co., Chicago, Ill—TIn- 
dustrial Distribution, December 1948. 














| Small-Shank Tools 


Bring New Advantages 
In Mechanical Holding 


A new development in blank-hold- 
ing on small-shank tools brings all the 


| advantages of mechanical holding, par- 


ticularly on shanks 4-in., g-in., 4-in. 
and l-in. square. The tools, designated 
“Kendex”, feature a flat tip that is 
held to a steel shank with a counter- 
sunk flat head cap screw and socket 


| nut. Tips are made in four different 
shapes, square, round, triangular, and 


pentagonal. Among the new tools’ sev- 


| eral advantages are that the tips are 
| indexable; they can readily be rotated 











Our Intelligent Cooperation 


HELPS YOU SELL----- 


CENTRAL STANDARDIZED 


DRIVES 


We want to attract to our fold alert distributors who want to put 
their sales effort back of products that have earned a good reputa- 
tion for service. CENTRAL Pulleys and Couplings are backed by 
more than 30 years of practical engineering experience which is 
yours for the asking to help your customers solve unusual or special 
problems, Let us send you our data book—find out what it means to 
you to be a CENTRAL Distributor, 











FLEXIBLE COUPLINGS 


Diamond-bored, perfectly bal- 
anced, scientifically designed 
to exacting standards—silver- 
aluminum finish. Protect mo- 
tor and driven machinery and 
add to life of bearings. Ex- 
treme simplicity of construc- 
tion cuts assembling costs and 
eliminates need of constant 
adjusting and servicing. 








DIE CASTING & MFG. CO., INC. 


2935 W. 47th St., Chicago 32, Ill. 


CENTRA 








makes precision “milled from 

the bar” screw machine products that stand up 

under hard usage... and whose uniformity and fine finish save 
assembly time and maintenance costs? 


WY] Oetomblor 
OQ YORK, PENNA. 


. +. of course! 
Write today for the new eye-catching folder that illustrates and describes our 
famous line of... 


CAP SCREWS SET SCREWS COUPLING MILLED 
BOLTS STUDS 


eeein all sizes and threads 
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Flexible Shaft Equipment 


Every day, new uses for Stow Flexible Shaft 
equipment are being found. Every day, acces- 
sories for each new operation are needed. 
This means new, growing sales opportunities 
for you! 

With Stow Flexible Shaft equipment, your 
customers will get real dependability. Stow 
equipment is modern, clean looking and 
soundly engineered. But most of all, it’s 
dependable. Distributors service expense can 
be cut to the minimum. For Stow equipment 
is built to stand up and give satisfaction on 
full-time production. 


New STOW STREAMLINER 


It’s portable . . . goes to 
the job. Does work ranging 
from grinding to end-brushing. 
Has ball-bearing handpiece with detachable 
wheel arbor; quick change to any of 4 shaft 
speeds; enclosed, ball-bearing, self-lubricating 
motor; handy, high-side tool tray. Comes in 
high or low pedestal, suspended or bench 
mounting. Choice of power and speed ratings. 


STOW Flexible TOOL SHAFT 


Connects quickly to a spare motor or 
portable power unit. Interchangeable wheel 
arbor on ball-bearing handpiece gives wide 
range of adaptation such as: Grinding, buff- 
ing, sanding, polishing, drilling, routing, 
scouring and end-brushing. 


STOW Flexible DRILL 
EXTENSION Shaft 


For drilling in hard-to-get-at places. 
Attaches to any electric or pneumatic 


drill. Takes 90° collet-type angle head 
or 45° angle head. 


FIND OUT what the Stow Distributor Proposition 
offers you. Write now for full information. 


MANUFACTURING CO. 
TO 5 Shear St., Binghamton, N.Y. 





to provide a succession of sharp cut- 
ting edges without changing the set- 
ting of the tool holder. Grinding is en- 
tirely eliminated; the tips may be dis- 
carded when all of the available cut- 
ting edge becomes dull. Mechanical 
holding is said to eliminate brazing 
strains, a common cause of tool failure. 
—Kennametal, Inc., Latrobe, Pa.—In- 
dustrial Distribution, December 1948. 


Hacksaw Blade 


Its Welded Edge 
Is Shatterproof, Unbreakable 


An extremely hard edge and remark- 
able resistance to abrasion (which 
keeps the teeth in cutting condition 
longer) are features of a new welded 
cdge hacksaw blade. Named “‘Jet- 
Edge”, the new blade is said to cut 
faster, more accurately and longer be- 
cause of its tough, strong unbreakable 
blade which can be tensioned. As a re- 
sult, greater feed pressures can be ap- 
plied without blade deflection.—Mill- 
ers Falls Co., Greenfield, Mass.—In- 

C/R Hammers dustrial Distribution, December 1948. 
have malleable 
iron heads with 
replaceable coiled 
rawhide faces. 








R a WwW H q D E ... that’s the material which gives you 
everything you want in top grade “soft” hammers and mallets. And 
Chicago means the best in Rawhide. C/R mallets and hammers are 
made from resilient, tightly coiled rawhide. They absorb shock, 
deliver powerful blows yet protect delicate machinery and surfaces, 
and stand up under continuous hard use. They do not split, 
crumble, or mushroom. Whenever you need durability. power 
and safety, always specify Chicago Rawhide hammers and mallets. 











Portable Shop Cranes 


Used for Loading and Unloading 
Trucks and Moving Heavy Items 


1205 ELSTON AVENUE CHICAGO 22, ILLINOIS Three new portable shop cranes are 


Other C/R maintenance products are: round, flat and twist belting; belt pins and belt lacings; casy to roll anywhere. They are ideal 
gears, pinions and gear blanks; aprons and hand leathers ; hydraulic packings. for handling motors, engines, castings, 
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FOR YOUR FULL LINE OF 
INTERCHANGEABLE 


MAUREY PULLEYS 


* IT'S NEW 
& IT'S A MAUREY EXCLUSIVE 
IT'S A PROFIT-PULLER 


l-Not Necessary to Stock 3 
Types of Bushings. 

2-One Bushing—One Price. 

3-Simplified Stock-Keeping 

4-Greater Combination of Sizes. 


For economy, MAUREY offers 
the best price in the 2-groove 
fractional H. P. Pulley line with 
the Maurey Multiple - Purpose 
Interchangeable Bushing. 


TURING 
ANAUREY “ ~ mpd oreo? 


$' ron 

wabe rator ema 
2909 © i further 12 rercnande” 
d Y wade, 
M hin 


_——1 

\ ee ATE 
FIRM—— st 
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2909 S. Wabash Ave., 





SOLD BY 
LEADING 
JOBBERS 


DAMASCUS STEEL PRODUCTS CORP. 











WRITE FOR 
CATALOG 


It’s yours for the ask- 
ing. No obligation in- 


volved. 


. ommend RIGO oe 
OPTo. MATIC” OILERS 


They are good tools... 
individually numbered for easy re-ordering. 





Chisels, punches, drills, nippers, screw drivers, staple pullers, 
and many other fine tools proudly bear the name DASCO. 
quality built, smoothly finished and 





e ROCKFORD, ILL. 


Are YOU Getting These 


VOLUME 


SALES? 
+ 


A 











7200 
Se RICO 
AUTOMATIC 


OILERS 


(Part Order) 


1,100 
Brice 


AUTOMATIC 


OILERS 


(Trial order was 4) 

















Note the second sale listed above. An alert jobber salesman put in 


4 TRICO Oilers—RESULT: 


A healthy order out of what looked 


like “chicken feed’’ business. Incidentally he writes that a sub- 
sidiary has a trial order in, and that another BIG order is in the 


making. 


The 7200 sale listed above is from a 
long time TRICO user. Here the sales- 
man cashed in on long-term customer 
satisfaction. You, too, will find that 
once you've placed TRICO Oilers in a 
plant, you get steady, repeat sales. 
Engineers and production men like the 


way they perform. 
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Write For Attractive 
DISTRIBUTOR 
INFORMATION 


Get ALL the facts 
about this unusual 
sales and PROFIT op- 
portunity. Cash in on 
TRICO’S liberal Dis- 
tributor policy and ex- 
tensive National adver- 
tising. 

















Male-Female Union 
Union Elbow. Made Tee with Union on 

Jefferson also in All-Female the Run. Made also 
Male-Female Union type. ‘ in All-Female type. 





Style “‘D’’, 2-part Flange 
Union for test pressures 
up to 4000 Ibs. 


Style “‘B’’, 3-part Flange 
Union for test pressures 
up to 2000 Ibs. 


Style “‘E’’, 2-part Flange 
Union for test pressures 
up to 6000 Ibs. 


Look at these 
important reasons 
why the... 





is valuable to Industrial Distributors 


The line is complete —there’s a “Jefferson” for your customers’ every 
e Piping need. 


“Jefferson” has won universal recognition, preference and acceptance 
e over a@ period of many years. 


° your industrial customers, paving the way for you. 


Every Union in the complete “Jefferson” line features the exclusive 
° “RECESSED BRASS SEAT” which assures installation and operating 
advantages of outstanding sales value. 


3 Leading publications in their fields carry the “Jefferson” story direct to 


5 “Jefferson” keeps abreast of distributors’ needs and can be depended on 
° as an adequate, cooperative, prompt source of supply. 


JEFFERSON UNION CO. 
671 West 26th St., New York 1, N. Y. 


9 Green St., 49 Fletcher Ave., 
Lockport, N. Y. Lexington 73, Mass. 














gel SOM NON LINE 
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etc. in and out of lathes and other 
machine tools, dies in and out of 
punch presses. The safety winch crank 
is turned in clockwise direction to 
lift the load. Seven turns of the crank 
lifts the load approximately one foot. 
When operator stops to turn crank, 
the load is held in that position. 
Whenever operator stops, the load is 
held firm and safe. The winch is of 
sufficient strength to carry the max- 
imum load on a single cable line with 
one man at the crank. Model 1-C 
weighs 350 Ibs., 2-C 365 Ibs. and 7-C 
480 Ibs.—Grand Specialties Co., Chi- 
cago, Ill.—Industrial Distribution De- 
cember, 1948. 

















Box and Open 
End Wrenches 


Provide Greater Leverage, 
Holding Power, Clearance and Reach 


The Proto double-end box wrenches 
(illustrated) have openings from i% to 
3-in. They have rounded shank edges 
for comfortable grip, chambered open- 
ings on both sides for quick. place- 
ment, die-formed size markings for 
easy reading, full polished heads and 
triple plating to resist rust. and en- 
hance appearance. Combination box 
and open end wrenches, with open- 
ings from } to 3-in., have the same 
features as the box wrenches and, in 
addition, have slim, tapered jaws on 
the compact open end. Both types 
of wrenches are said to provide greater 
leverage, holding power, clearance and 
reach needed on all types of mechan- 
ical assemblies.—Plomb Tool Co., Los 
Angeles, Calif. — Industrial Distribu- 
tion, December, 1948. 


Textile V-Belt 


For Individual Motor Drives 
On Spinning Frames, Etc. 


A new V-belt, made in sizes to fit 
standard “B” section V-belt sheaves, 
is a special textile V-belt for individual 
motor drives on spinning frames and 
similar equipment. The belt is de- 
signed especially to withstand the se- 
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BLOW TORCH 


Exclusive double jet burner pro- 
duces a pencil-point flame —a 
flame within a flame, register- 
ing 2300°F. by pyrometer read- 
ing ® Ideal for sweating copper 
fittings, brazing, or fine preci- 
sion work ® Idling flame keeps 
torch fully generated for in- 
stant use — ideal for intermit- 
tent work ® Objectionable 
noise noticeable in single bur- 
ner torches is eliminated @ 
Seamless brass, high polished 
brass tank with bottom fill @ 
Tank capacity is one quart @ 
Fuel used—gasoline © Weighs 
only 414 pounds ®@ Identical 
burner, No. 95-A, has one-pint 
capacity. 
See Your Jobber 


THE TURNER BRASS WORKS 
a: Peed 


Ss¥CamoORE 
‘Since 
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Your COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


9025 Bessemer Ave. 








STRENGTH + ACCURACY + 


Available Now 
and 
Better Than Ever! 


SWIVEL 





Seymovr Smitx 


Snap-ock 


PLIER-WRENCH 






CAPACITY 
INDICATOR 

















1. Swivel Jaw 
holds odd- 
shaped pieces. 

. Capacity Indicator 
pre-sets jaw spread. 

. Release unlocks jaws in- 
stantly by a touch of the 
finger. 

Tremendous grip. Use as a plier 

or, when locked closed, for holding § 

articles to be drilled, welded, ground, 

etc. 1000's of uses around p 

home, farm, garage, shop. ™ 

No. 2607, 7”, $1.75; No. ~ 

2610, 10, $2.25. 

At your jobber, or write us 
giving his name. 


SEYMOUR SMITH & SON, INC. 


‘ 900 B Main St., Oakville, Conn. i 


eo wn 


G 
INSTANT 
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COIMMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


the Worldi Largest Mahers of Vises 


WORKMANSHIP - 





Originators 
of the 
packaged vise 













e Cleveland 4, Ohio 













DEPENDABILITY 
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CHECK VALVES 


can be placed in any position. 
Flexible Monel metal Poppet can- 
not leak. For cold or hot water or 
steam. 150 Ibs. pressure. Ask 
for bulletin No. 492: 


Onder from your Gobbler 


WHITE MACHINE WORKS 


FORT WAYNE 1, INDIANA 























146 





JACKMANCO 


... the Line of Distributor Preference 


EVERY ITEM TIME-TESTED 
for UTILITY and RUGGEDNESS 


Jackson Distributors have an outstanding strategic position 
in handling the Jackson line. In addition to its completeness, 
‘Jackmanco’ products have behind them seventy-two years of 
specialized experience as well as many years of proved perform- 
ance, in industrial, railroad and construction fields. The name 
‘Jackson’ has become synonymous with high quality, depend- 
ability and ruggedness. 

Users’ needs are better served with ‘Jackmanco’ equipment 
because every item has been specially designed for the purpose 
intended. Distributors’ needs are likewise better served because 
Jackson has always been a dependable source of supply. 
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vere overloads resulting from high 
starting torque to which frame drives 
are subjected. Tension members—the 
load-carrying components inside the 
belt—are constructed to provide over 
100 percent increase in_ breaking 
strength and to “give” under shock 
loads. ‘The life expectancy of the belt 
is said to be greater than conventional 
V-belts due to the extra thickness of 
the outside cover and improved belt 
design.—Goodyear Tire & Rubber Co., 
Akron, Ohio.—Industrial Distribution, 
December 1948. 

















Portable Electric Drill 


Designed for Continuous 
Stall-Free Drilling 


With power unequalled in its weight 
class, a 7-lb., 4-in. drill is designed for 
continuous, stall-free drilling through 
toughest metals. Powerful ventilation 
through heavily slotted ports keeps the 
hevi-duty motor constantly cool under 
heavy load. The “Silver Line” has an 
overall length of 11 in., a highly-pol 
ished, mirror-like die casting case, a 
free speed of 500 rpm and full ball 
bearing construction. Other features 
of this drill are a removable dead han 
dle, steel bearing inserts, removable 
switch handle for simple service, pre 
cision gearing and 3-jaw Jacobs ke\ 
type chuck.—Independent Pneumatic 
Tool Co., Aurora, II].—Industrial Dis 
tribution, December, 1948. 
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LUBRICATING 
DEVICES 


ESSENTIAL HELP TO 
KEEP PRODUCTION 
FLOWING -+-+: : 


Insure good business for yourself— 
sell ESSEX Units. These units keep 
machines in good running order and 
rst? Gian Gate ped J help plant men to get uninterrupted 
slant Feed Out Cup anaes performance which means high pro- 

. duction. We can supply lubricating 
: devices for any class of service and 


ESSE 
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| ! our more than 48 years of practical FOR A SALE 

engineering experience is at your EVERY TIME. e 

: service to get more business. Let us STOCK WHITTAKER’S 
send you complete facts. FULL LINE 










ESSEX BRASS CORPORATION 


| A profitable tool for any industrial | Est. 1901 
_ eer ae | 3000 Franklin Street Detroit 7, Mich. 









MVNTTNES 
HANDLING 
EQUIPMENT 





























A top quality line of hoists and trolleys In CLOVER Soapstone, Whittaker 
that will cut materials handling costs in offers the distributor a complete 
any plant. Sell Conco units with full line of soapstone metalmarking 
confidence of long-life and quality per- crayons to meet the demand of his 
formance. Conco has been a leading customers. Manufactured in all 





: ; . standard grades and sizes, these 
name in the materials handling equipment eonpens aan in hoon domend 


field for a quarter of a century. Write among metalworkers. Cut from 
; for full information on this profitable line. pure soapstone, Clover crayons are 
grit-free, long-wearing and will 
take a fine, non-flaking edge. 
Unequaled for heavy marking on 
wet or dry, clean or dirty metals. 
Uniform strength and composition 
guarantee sharp marking and long, 
economical service. 
Write Whittaker today for free 
samples and dealer price lists. 


INCREASE YOUR PROFITS 
BUY BY BULK 














¢ 

2 
Differential Hoist Capac- i , ‘ 
ities one-half, and one- I-Beam Trolley in four Spur Gear Hoist. High 
ton. A fast-selling low- models, plain or geared speed, high quality, in 


cost hoist, with a large types in capacities from capacities ranging from ; ; 
market. VY through 10 tons. Y% through 20 tons. hittaker, (lark & Qaniels, me. 


Cc CONCO ENGINEERING i" fol's 260 WEST BROADWAY, NEW YORK 13,N. Y. 


Plant: South Kearny, New Jersey 
Division of H. D. Conkey & Co.. Division St., Mendota, Illinois 
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Distributors Find This Back Stand 
Meets Industrial Requirements 
PRESTO UNIVERSAL Here’s real convenience and economy . . . the 


BACK STANDIDLERS Presto Back Stand Idler will fit most available - 


ALSO AVAILABLE space ... and is adjustable to run close to 
equipment with a short abrasive belt or to 
extend to use a standard 168” abrasive belt 
« - . depending upon your requirements. This 
adjustment can be made quickly without mov- 
ing the base. 

The Presto Back Stand Idler is of sturdy, all- 
steel, vibration-free construction . . . equipped 
with double-sealed precision ball bearings. It 
can be changed easily from right to left by 
loosening two set screws and reversing shaft. 
Adjustable belt tension is maintained by six 
leaf-type springs. You'll find its initial cost 
very economical and its performance is “tops”. 














SELECTIVE DISTRIBUTORSHIPS 
AVAILABLE 


f) The Manderscheid line of metal finishing 
supplies and equipment offers to Indus- 

trial Distributors an opportunity for addi- 
FOR FLOOR MOUNTING tional profitable volume—a number of 
territories open. Write for complete in- 


\ formation. me 


. TUBE POLISHING MACHINE > 


- s ONTACT WH 
- ® q ACK ANC LER 4 J 
es : 
2 : PINNERS « BUFFING WHEEL RAKES + POLISHING WHEEL BUSHINGS + 
: ’ H 
YS+1 SUPPORT STAND 














THE WRENCHES. FLANGES, COLLARS & NUTS + SCREW POINTS - 


re am 


ALANCE WEIGHTS 





sq 


COMPANY ‘ EMERY TROUGHS + 8 





810 FULTON STREET 
“Se CHICAGO 7, LLINOIS 


@ METAL FINISHING SUPPLIES AND EQUIPMENT e 
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Send today for complete descriptive literature. 





Know the Answers 


to quiz on page 118 








1. Service; number of lifts per hour 
(b) capacity; maximum load in 
Ibs. (c) length of lift; distance 
from floor to I beam or other 
mounting (d) control; single 
speed, (e) suspension; plain trol- 


ey. 

2. That’s true, they may. : 

3. The motor brake prevents drift of 

the hook. 

4. That’s false, a majority employ 

wire rope. 

5. Recommend the use of a hoist (1) 

for intermittent movements within 
a fixed area and (2) for materials 
of variable size and weight. (The 
other two would seem to call for 
some sort of conveyor system.) 

6. True, and darned necessary. 

.Electric hoists can double for 

cranes easily on loads from 250 Ibs. 

to 3 tons and several of the “big 

babies” can handle the other cate- 

gories with ease. 

8. That’s true, almost by definition. 

9. Hoisting speed ranges depend on 
all three; motor horsepower, cur- 
rent available and capacity of the 
hoist. 

10. No, that’s false. Push trolley hoists 
would be a labor waster in this 
case, requiring “gang” handling to 
move the load. The best travelling 
hoist for heavy loads would be the 
motor driven, one-man operated 
trolley type; the second best, the 
geared trolley type. 

11.The motor driven trolley would 
be your best bet. The push trolley 
hoist would be second best. The 
geared trolley would come in a poor 
tail end. 

12. That’s true. 

13.A good “practical” slow speed on 
the average lifting job would be 
between 12 and 35 feet per min- 
ute. Five and 25 fpm would be 
too slow at one end; 35 and 50 
fpm too fast at the high side. 

14.Hook suspension would be the 
proper choice here, for convenience 
and portability. 

15. That’s true. 

16. Wrought iron would be the best 
answer here. It’s true mild steel 
and nickel steel have greater ten- 
sile strength than wrought iron, 
but the latter usually is chosen 
because of its ductility and tough- 
ness, its weldability, and its capac- 
ity for bend and stretch under the 
load—a warning that a break is on 
the way. 
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et prompt delivery 
wow “oN METAL PRODUCTS, 
. ‘ 


Tite a 
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@ Many Lyon Dealers and their 
customers have found it possible to supply us 
with steel in 12 to 24 gauge sheets. In such 
cases, we will buy the steel from you and ship 
the pound-for-pound equivalent in 


EITHER 
.. any selection of LYON standard products (see 
partial list below) at regular published prices... 


OR 


. . . assemblies, subassemblies, parts, etc., for 
your customers’ products—to their specifica- 
tions—in an even wider range of gauges—8 
to 30. In other words... 








Adi, 


WILL MAKE 
THE —' i 


/ 


For complete details, write or ask your 
nearest LYON District Office. 


LYO wy METAL PRODUCTS, INCORPORATED 


General Offices: 1253 Monroe Ave., Avrora, Illinois 


Branches and Deolers in All Principal Cities 


—— A PARTIAL LIST OF LYON PRODUCTS ——————-———— 


® Shelving @ Kitchen Cabinets  @ Filing Cabinets © Storage Cabinets ¢ Conveyors @ Tool Stands © Flat Drawer Files 

® Lockers @ Display Equipment © Cabinet Benches ¢@ Bench Drawers ¢ Shop Boxes ® Service Carts © Tool Trays ¢ Tool Boxes 

® Wood Working Benches ¢ Hanging Cabinets © Folding Chairs © Work Benches © Bar Racks © Hopper Bins ¢ Desks @ Sorting Files 
® Economy Locker Racks @ Welding Benches © Drawing Tables ¢ Drawer Units © Bin Units © Parts Cases @ Stools @lroning Tables 
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A DAY AHEAD 
OF SCHEDULE! 




















Time was saved “at every turn” because 
“K” Fittings made up fast. This upped the profit con- 
siderably above the estimate. 


Because “K” Fittings are chamfered and tapped on 
precision machines, pipes enter and screw in easily. 
In the case of “K” flanged fittings, the faces are accu- 
rately milled and drilled. Fittings are carefully in- 
spected and gaged. 


Furnish “K” Fittings to your customers. 





The ‘“‘K” line of 3000 shapes and sizes of cast-iron fittings includes: 


® Standard and Extra Heavy ©@ Standard and Extra Heavy 
Screwed Fittings Companion Flanges 


®@ Standard Flanged Fittings ® Drainage and Sprinkler Fittings 


PRECISION FITTINGS 


KUHNS BROTHERS CO. 


DAYTON 1, OHIO 


COMBINED MARKET FACILITIES with Malleable Iron 
Fittings Company, Branford, Conn., and 
Kuhns Bros. Co., Dayton, Ohio 
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| 17. That’s false. Variable speed con- 
trol would give you better service 
here. 

18. The load brake holds the load in 
midair. 

19. True. “Dead end” is the term 
that describes the method of an- 
choring the “free end” (the non- 
working end, you might say) of the 
wire rope to the drum. 





Sales Promotion: 
Asset or Overhead 


(Continued from page 97) 








engineer, etc. In the case of electrical 
supplies, the individual might be an 


| electrical engineer, chief engincer, etc. 


A general list is typed and then 
checked by Mr. Pace and the sales- 
men. After the check, an addresso- 


_ gtaph plate is made out for each indi- 
| vidual on the list. Counting a 





purchasing agent, mechanical engineer 
and an electrical engineer, one cus- 
tomer might be represented by three 
plates. 

The plates are then divided into 
three sections. The plates containing 
the names of all key men, such as pur- 
chasing agents or plant superintend- 
ents constitute the first section. The 
plates with the names of factors 
affecting the purchase of general sup- 
plies constitute the second section 
and the names of the factors affecting 
the purchase of electrical supplies con- 
stitute the third. 


Product Determines List 


The nature of the product being 
promoted determines what combina- 
tion of the three sections of the mailing 
list will be used. However, the first 
section is always used, as key men 
receive all product literature mailed 
by the company. Therefore, a mailing 
may be sent only to the names on the 
first section; or a combination of the 
first and second, first and third or a 
combination of all three. Each of 
these sections is contained in a drawer 
and making up a combination mailing 
list consists simply of combining 
plates of one drawer with another. 

Mr. Pace also assists Mr. England 
in securing much of the data on which 
sales decisions are based. For example, 
a survey of customer potential was 
made recently under Mr. Pace’s direc- 
tion and with the cooperation of the 
salesmen. Questionnaire blanks were 
prepared. Each salesman took some 
blanks and answered the questions 


| after interviewing customers. Each 
| blank listed the customer’s name, ad 
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NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 


Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- \ cles, Two types: 
ries, mines and oil 

fields for moving 











3 ton (5 ton with sheave block), 15 ft. load 
chain, 31/ ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 








Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 


OCKING CAM 





back on the track. 
Railroads and in- 


dustries are big PATENT 
users, NO.1468103 


NOLAN TRACK BRACES 


(formerly Anchor Track t:a.es) 


Holds railway tracks 
to desired gauge 
where service is 
severe, 
be used 












cost repairs. 


All Nolan products are 
carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
8 PENNSYLVANIA STREET * BOWERSTON, OHIO 





MORGAN 


SEMI-STEEL 


VISES 


ESSENTIAL FOR PRODUCTION EFFICIENCY 
good business for you 


* User benefit always gives you a sales advantage and the good sound construction 
of MORGAN VISES is responsible for the efficient operation of many large industrial 
plants. MORGAN VISES retain their original precision and accuracy after many 
years of severe service and help plant men to keep down production costs. Find 
out more about the MORGAN line. Immediate deliveries and—we urge users to buy 


thru their local distributor, 


machinists’ 
bench 


combination 
pipe 


woodworking 


sheet metal 
workers 


quick 
action 


solid nut 
continuous 
rew 


garage 
vise 


» 
MORGAN VISE COMPANY 





108-112 N. JEFFERSON ST. 
CHICAGO 6, ILL., U. S. A. 














FOR 


LOOK TO 


—and you're in for 


STEADY 
TURNOVER 


When you handle the 
XCELITE line of tools, 
you have a whole string 
of ORIGINAL features 
that SELL ON SIGHT! 
XCELITE brought out the 
first pocket clip screw- 
drivers—the first plastic 
handles—the first square 
shank blade—with new 


“firsts’’ coming out all the 
XCELITE screw- 
driver, right, is another ex- 
ample. Long a profit leader, 
it now has larger, more com- 
fortable handles—a new de- 
sign, selling faster than ever! 


time! The 


Write us for the facts! 
*Originators—Not Imitators 


PARK METALWARE CO., Inc. 
Dept. F, Orchard Park, N. Y. 


Quality hools 


PREFERRED BY EXPERTS 


*First to use plastic for screw- 


driver handles 


SIP 


= howe 


NATIONALLY 
ACCEPTES 





corbide 
Gunes 















uFORD"." 


742 West First oa 
Davenport, lowa, U.S.A. 
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A VINCENT DRESSER 





THAT MEANS 
MORE SALES 
FOR YOU... 


There is a style and size of Vincent Dresser 
for every job. This means that on every appli- 
cation, by using the right dresser, your custo- 
mers will get maximum satisfaction. It also 
means that no matter what your customer's 
needs, you have just the dresser to sell him. 


There is a bonus of several extra dressings 
from every Vincent Dresser Cutter, too. Made 
of special steel and heat treated to exact 
hardiness, these cutters stand up on the 
toughest applications. 


Stock the entire line of Vincent Dressers 
and Cutters for immediate delivery to your 
customers... and for sure repeat sales. 


VINCENT 


STEEL PROCESS COMPANY 
Heat Treaters of Metals—300 Tons Capacity Daily 
Producers of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 
. TUBE CLEANER CUTTERS ° HIGHWAY SURFACER CUTTERS 
2424 Bellevue Avenue 








Detroit 7, Michigan 
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dress, person called on, his title and 
the principal products or services of 
the customer. 

Salesmen did not fill out the ques- 
tionnaire in the presence of the cus- 
tomer but sought the answers by 
informal interview. The information 
sought included the comparative size 
of the business in relation to other 
customers in the same line, estimated 
total monthly supply purchases by the 
customer (in dollars) from all sources, 
amount of the customer’s purchases 
from Logan Hardware & Supply dur- 
ing last year and percentage of cus- 
tomer’s business being obtained by 
Logan. The salesmen supplied the 
other information desired such as the 
frequency of calls on the customer, 
salesman’s opinion as to whether or 
not additional calls would increase 
sales to the customer, whcther or not 
it was possible to obtain the same 
business with less frequent calls and 
other special comments on the cus- 
tomer. 

From the information gathered, 
Mr. Pace checked his mailing lists, 
was able to rate customers and deter- 
mine on which customers greater sales 
promotion efforts could be expended. 
Mr. England’s analysis dealt with 
more direct sales effort and its control. 


Further Possibilities 


Other sales promotion activities in- 
clude originating advertising ideas for 
newspaper, and purchasing magazines, 
as well as those of a direct nature such 
as practical novelties. A recent stunt 
was the distribution of sets of heavy 
duty paper clips, boxed in sets of three. 
The clips were colored red, green and 
yellow. Each set was boxed with a card 
showing a traffic signal and bearing the 
legend, “An idea—Better traffic con- 
trol for your correspondence.” As the 
card was opened, another trafhe signal 
was seen on the inside with holes cut 
out for the lights. Through these holes 
could be seen the colored paper clips 
on which were imprinted the Logan 
Hardware & Supply monogram, but 
showing up in red, yellow and green. 
Alongside each light was some verse: 
Red, Some correspondence, both new 
and old, should be plainly marked, 
with the red light ‘to hold,’ etc. 

The clips were distributed person- 
ally by salesmen to key purchasing 
personnel in each of the customers’ 
plants including purchasing agents, 
shop superintendents and foremen. 
Bearing the Logan monogram, the 
clips are a constant reminder on shop 
and purchasing agents’ desks of a 
source of supply. 

Mr. Pace feels that much of the 
work being done by his department 
is still exploratory, attempting to de- 
termine the effectiveness of various 

















Safety 
BELT 


Safest because: 
Hooks are rigidly 
held in accurate align- 
ment by patented steel 
binder bars before, during and 
after application, distributing ten- 
sion uniformly across the belt, 
assuring maximum traction and 
minimum wear. Patented 
binder bars lap over belt end, 
prevent fraying. Sizes for all belts. 
Cost no more than ordinary belt 

hooks. Write for circular. 


Safety Lacing Machines Apply Ail Makes 


SAFETY BELT-LACER CO. 


5388 N. MENARD AVE. CHICAGO 30, U. S. A. 








I — iglt-Duty 
THREADED CHUCKS 


These chucks are threaded for direct mounting on 
spindles of Atlas 10”, Clausing, Logan, South Bend 9” and 
other lathes with 114”-8 thread spindles. No adapter is 
needed. Accurate, sturdy construction insures customer 
satisfaction. 


3-Jaw Universal Chucks are available in 5” and 6” sizes. 
4-Jaw Independent Chucks are made in 6” and 8” sizes. All 
sizes in stock subject to prior sale. 


The Chuck With the Red Name Plate 
a SEND FOR CATALOG 701 


WESTCOTT 
CHUCK COMPANY 


600 E. Walnut St., ONEIDA, N.Y. 





Don’t say ‘PLIERS’, 
say CHANNELLOCK! 


The Channellock 

pliers with our exclusive 

tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on Joint Bolt. 


Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


There is a line of 
| standard pattern 
pliers, too, with 
Channellock 
quality construc- 
tion.. including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 
pliers, battery and 
standard slip- 
joint pliers. 
Choose the pliers 
that fit your 
needs . . . Choose 
Channellock. 


CHAMPION DEARMENT TOOL CO 
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MEADVILLE «+ PA. 


Only 


Champion DeArment makes 


ee 





| promotion means. Nevertheless, from 
his own concept of what sales promo- 
tion in an industrial supply firm in- 
volves, its important as assistance to 
the salesman and sales manager can- 
not be underestimated. 





More Self-Reliant 


Salesmen 
(Continued from page 89) 








needs, he informs his supplier and re- 
quests that the meeting be centered 
on filling staff requirements. In many 
instances, one meeting will be insufh 
cient to get all that is required across. 
In such a case, the manufacturer is 
| urged to spread his presentation over 
| two or three meetings if necessary. 
The essential thing, Mr. Bird said, 
is to be sure that the salesmen get in- 
formation which will add to their store 
of knowledge about the product. The 
salesmen’s interest in the meetings cen- 
ters on how many additional problems 
of his customers will he be able to 
handle alone and thereby gain more 
time for actual selling. In order to 


EASY TO SE LL PR _ hold the interest of salesmen, Mr. Bird 
eco | outlines his salesmen’s requirements 
| to the person charged with the conduct 


of the mecting and requests that the 


Harrington “Peerless” Hoists are easy to sell, profitably, because they latter adhere closely to the program 


are built to rigid specifications by specialists in the design and making his exposition as concise and 
as clear as he can. 


manufacture of Hoist Products, assuring user satisfaction. 
Visual Education Beneficial 


Write for our interesting Dealer Proposition. On the subject of conducting meet- 
ings, Mr. Bird is an adherent of visual 
education. He feels that talk is not 
enough, that manufacturers’ men 
should dramatize their presentations 
with demonstration and with products 
in plain sight. As an example of dra- 
matic and interesting exposition, he 
cited one valve manufacturer’s device 
of spreading out on a table, all the 
parts of five different makes of valves. 
During the course of the exposition, 
the representative conducting the 
meeting called up one of the salesmen 
and asked him to pick out what the 
lattcr thought was the best made stem. 
“CUM ALONG” Then he called up another salesman 

ELECTRIC HOIST DIFFERENTIAL HOIST LEVER PULLER TROLLEY to pick out the most efficient looking 
bushings and so on until he had all 

the parts for one valve. Putting these 

THE parts together, the representative 

ended up with the valve he was talk 


HARRINGTON “ing abot. 
Another important subject in which 


COMPANY Mr. Bird and his sales staff are inter- 


ested is market analysis of a line. Mr. 

| Bird pointed out that generally, some 

PHILADELPHIA 30, PENNSYLVANIA | 80 percent of the distributor’s volume 
Makers of Hoists since 1876 | is derived from the sale of some 30 
percent of the items. Some such pro- 
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Accurate Threads 
for speedy 
assembly. 


True to Size 
assuring 
perfect fit. 


Scientifically 
Produced 
assuring 
maximum 
strength. 


CLARK 


Bolts, Nuts, Screws, 


and 
Rivets 


are so produced 
with a Century of 
Experience be- 
hind them. 


Specify and de- 
mand by name 
from your jobber 
or Mill Supply 
House. 


Send for Our 
New Catalog 47 











Q. 
NEED SOLDER? 


A. 
BUY GARDINER! 


BRAND 


Solder the easy way — no fuss, no 
muss. Use Federated Gardiner Brand 
ACID CORE SOLDER... the flux is in 
the solder. For automotive and 
general work. Comes in all commer- 
cial sizes and quantities. 


METALS DIVISION 


AMERICAN SMELTING 
AND 
REFINING COMPANY 


WHITING, INDIANA (CHICAGO) 





SYVTRON 


“Profit-Making” 


PORTABLE 
POWER 
TOOLS 


Electric Hammers 





For DRILLING 


CUTTING 
CHIPPING 
in concrete and masonry. 


10 times faster than by hand. 

No gears, cams, brushes, etc. 

Just ONE working part— 
“THE PISTON” 


Gasoline Hammer 
Paving Breakers 











MOLDED RUBBER 


KNEE PADS 


soft pillows for 
sore, aching knees 


Here is real protection for your 
down-on-the knees workers! No 
more sore, tired, aching knees that 
cut down efficiency. Tough molded 
pad on the outside... soft sponge 
rubber cushion on the inside make 
JUDSEN KNEE PADS the most com- 
fortable, sturdy, long wearing knee 
pads available. Stock JUDSEN KNEE 
PADS in your tool or supply room 
for a money-saving investment in 
worker comfort. 


Mill Supply Houses will be inter- 
ested in these fast-selling knee pads 
already proven the finest available. 
Write for full information TODAY. 


JUDSEN RUBBER WORKS, INC. 


Chicago 24, Ill. 


4107 W. Kinzie St. 
Fe 


inded 189 
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100% 
Self-Contained 


No Compressor 
No Hose 
No Battery Box 
No Cable 


BUSTING 
Concrete 


CUTTING 
Asphalt 


DIGGING 

Clay, Shale 

Hard Pan 
Frozen Ground 


TAMPING 
Backfill 


Concrete Vibrators 





Electro magnetic Ex- 
ternal Models for Forms. 
Equipped with quick- 
acting vise clamps. 3600 
vibrations per minute. 


Flexible shaft Concrete Mass Vibrators. 
Gas engine or electric motor driven. 7,200 
to 10,000 vibrations per minute. 


For details—write~ to— 


SYNTRON CO. 


900 Lexington, Homer City, Pa. 











L of all recorded fires put out 
> with hand Fire Extinguishers 


use this potent statistic 
in selling 


beter buill 


eS 
L ripe 
FS — oe 


Derr 
Mid ray 
ING UisHER 
| Tur i [| a: t 

Once again, the Fire Extinguisher is acclaimed a prompt and 
mighty protector of life and property. In a survey made by Safety 
Research Institute of records for one year supplied by fire depart- 
ments of 191 cities, a total of 41,657 fires was recorded. Of these, 
13.624 or 32.7% were put out with hand Fire Extinguishers. 

Use this fact in selling BuFFALO better-built Fire Extinguishers. 
If one-third of all fires were put out by Fire Extinguishers, it is 
obvious that anyone having his property adequately protected by 
Fire Extinguishers could quickly put out most of his fires because 
he can go to work instantly. Remember, there is a size and type of 
BuFFALo better-built Fire Extinguisher exactly suitable for every 
class of fire hazard. 

Sold through better mill supply houses everywhere. 
territories now open. Why not write us? 


A few 


BUFFALO FIRE APPLIANCE 


c@eeknerenRscaTt» & 
DAYTON 1. OHIO 
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a holds true in the sale of dif- 
erent products of a single line, Mr. 
Bird claims. He pointed out that even 
in the sale of such a scarce item as 
pipe, more than 80 of the sales are of 
sizes ranging from 4 to 2 in. despite 
the fact that he carries up to six and 
eight-in. sizes. 

Manufacturers’ men are asked for 
analyses revealing such facts about 
their respective lines. Such informa- 
tion as which sizes, types or models 
find the greatest applications in what 
industries and in what proportions 
helps the salesmen to concentrate their 
selling efforts in the right areas. At 
the same time it enables Mr. Bird and 
his associates to determine what sort 


and what size inventories to carry, 


based on their own knowledge of their 
market. 

Results of the education program 
are reflected on a large blackboard cov- 
ering one wall of Mr. Bird’s office. 
Monthly quotas for each of the com- 
pany’s major lines are listed and sales 
are posted opposite. The upturn of 
sales following educational meetings 
have convinced Mr. Bird of their 
worth and is one of the chief reasons 
why so much attention is paid to the 
program’s preparation and execution. 


New Line Involves Planning 


The introduction of a new line re- 
quires considerably more planning. An 
initial customer survey is conducted, 
utilizing the services of the sales staff 
and manufacturer’s representative. The 
points uncovered in the survey include: 
(1) Who is a potential buyer of the 
line; (2) What sort of customers buy 
the products; (3) What quantities can 
be sold to these customers; (4) Previ- 
ous source of supply used by the cus- 
tomer for the product; (5) Does the 
customer purchase the item from fac- 
tory or out of a distributor’s stock; (6) 
What are the chances of selling this 
customer; (7) What is the price setup; 
(8) What can the manufacturer and 
distributor do to secure the customer’s 
business. 

The manufacturer’s man accompa- 
nies each salesman on a round of calls 
and it may be two or three weeks be- 
fore the survey is completed. Follow- 
ing this, the salesmen make another 
round of calls to verify many of the 
points and make a separate report. The 
results of the survey and the reports 
are collated and studied by Mr. Bird 
to determine whether or not to take on 
the line; if so, what size and type of 
inventories to carry. Following these 
decisions, an educational program on 
the line is set up according to the reg- 
ular pattern, only the presentation is 
to start with the fundamental descrip- 
tion of the product, applications and 
market. 
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Mr. Bird pointed out that the chief 
responsibility of achieving 80 percent 
self-sufficiency for a sales staff falls 
upon the distributor. The distributor 
must take the initiative in bringing the 
manufacturer’s resources for training 
to the salesman in such a way as to 
produce maximum and certain results. 
It takes planning, preparation, time 
and follow-up. 





Seasonal 
Sales Drives 


(Continued from page 85) 





briefed on contractors’ seasonal needs 
and talk industrial supplies, tools and 
equipment to contractors. 

“Our salesmen strike when the iron 
is hot,” said Mr. Thiele. “The interest 
in the product is already there when 
our salesmen call to present their lines. 











CTOULTIrZ 
| 


For work on metals, 

alloys, wood, plastics, 

stone, horn, bone, etc. Plugs in 
any AC or DC socket. 


We have yet to experience disappoint- | 


ing sales volume as a result of seasonal | 


selling in our sales drives.” 


When organizing the sales drive,” | 


A good production tool. Has every- 
thing—speed, power, versatility and 
pencil-point precision. Constantly 
cooled by forced air, the 44 runs cool 
and smooth all day long. Weighs 2 


pounds, 842” long, 20,000 
r.p.m. $31.50. In wood 
carrying case with acces- 
sories $42.50 


said Mr. Spark, “‘no stone should be | 


left unturned in getting all the sales 
promotional help and selling aids avail- 
able for the salesmen’s use. Salesmen 


do have ‘favorites’ when it comes to | 


selling aids. I believe in making every 
piece of promotional material available 
to support the sales drive.” 


Check List for Sales Drives 


Mr. Spark has a check list for or- 


ganizing a sales drive: 


1. Plan the campaign well in ad- | 


vance, 
2. Get all the outside help you 
can get. 


3. Make full use of every sales | 


tool you can lay your hands on. 

4. With all this sales producing 
material, transmit a driving enthu- 
siasm for selling the product to your 
salesmen. 


“Point four,” he said, “‘is the key to 
the successful sales drive. It means 
that an almost high-pressure selling 
job must be done on the salesmen. 
You have to show them how the sales 
drive can succeed.” 

_A recent sales drive on fire ex- 
tinguishers and related fire protective 
equipment was launched by Chicago 
Precision to tie in with Fire Preven- 
tion Week. Here was a seasonal sales 
endeavor geared to increase sales vol- 
ume at a time when the public was 
fire prevention conscious. 

This sales drive was aided by large 
scale promotional activity sponsored by 
various national safety groups as well 


Hi-Power 


A big fellow. Fast, powerful, 
sturdy, for continuous work. 
Has ample power to drive a 
242" diameter wheel. Weighs 
3 pounds. 10” long, 

17,000 r.p.m. In case 

with assortment of ac- 
cessories $42.50 


HANDEE 


chinery. 


in our own plant. 





1101 W. Monroe St., Dept. MB 
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First tool of this type and today’s finest. 
For precision work. Also gets into hard- 
to-reach places to make repairs on ma- 
Weighs 12 oz. 6%” long. 
25,000 r.p.m. With 7 accessories $20.50. 
Handee with 40 accessories in carrying case $27.50. 


CHICAGO ACCESSORIES 


Grinding and mounted wheels, sanders, steel cutters, etc.—the most 
complete line to fit any power tool—over 500 of finest quality—all made 


Write for literature and attractive franchise open on all 
nationally advertised Chicago Wheel products 


CHICAGO WHEEL & MFG. CO. 


Chicago 7, Ill. 


157 





Clue 


ANY WAY YOU MEASURE IT 


For light, medium or heavy duty ser- 
vice Darnell Casters and Wheels are 
dependable — saving floors, equip- 
ment, money, time and temper. 


WRITE FOR THE LATEST 192 PAGE 
DARNELL CASTER & WHEEL MANUAL 


60 WALKER ST NEW YQRK 13. NY 
36 N CLINTON CHICAGO 6 ILL 


DARNELL CORP. LTD 
LONG BEACH 4 CALIFORNIA 
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as local fire prevention authorities. Mr. 
Spark organized his sales drive a full 
month in advance; he wanted the 
merchandising advantage of having his 
sales force talk fire protection to cus- 
tomers at a time when they had been 
subjected to weeks of fire prevention 
promotion. 

Additional outside help was avail- 
able through a factory representative 
who staged an effective sales meeting. 
This action familiarized the salesmen 
with the complete line of fire extin- 
guishers, their proper use and methods 
for making intelligent fire protection 
surveys in customers’ plants. After the 
sales meeting, the factory representa- 
tive made joint calls with salesmen, 
spending at least one day with each 
salesman. 


Product Knowledge Important 


“A salesman’s enthusiasm for a sales 
drive is generated by a complete know/- 
edge of the product he is to sell, plus 
the fact that he knows the product is 
seasonally acceptable by his custom- 
ers,” said Mr. Spark. ““The sales meet- 
ing is the best place to accumulate 
product knowledge.” 

During the sales meeting, which in- 
cidently is attended by all the per- 
sonnel who might come in contact 
with the customer personally or other- 
wise, Mr. Spark takes the lead in di- 
recting questions at the factory repre- 
sentative. The salesmen are quick to 
follow their sales manager’s lead, fre- 
quently interrupting the talk to ask 
questions. This makes for a lively sales 
meeting loaded with product knowl- 
edge and selling ideas. 

When the salesmen left the sales 
meeting, they were prepared to talk fire 
extinguishers and prevention intelli- 
gently. They knew how to operate the 
extinguishers and how to_ instruct 
others in using them. The salesmen 
were backed-up in this campaign with 
ample supplies of product literature, 
window displays, posters, direct mail 
and a well rounded inventory of the 
complete line to support immediate 
delivery. 

The first day out on this sales drive 
netted Salesman C. R. Schoenbom 
a single order for 45 fire extinguishers. 

“Tt wasn’t just luck either,” said Mr. 
Schoenborn. “This buyer had been ap- 
proached before, but I happened to be 
the salesman who was equipped and 
offered to make a survey of his plant 
to see that he would be adequately 
protected with the correct type of fire 
protection equipment spotted in the 
most effective locations. 

“Follow-through was an important 
sales step too, the sales job does not 
stop with the signed order. After de- 
livery, I went back to the plant to 
supervise the locating of this equip 
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ment in the correct spot for each work- 
ing area. I instructed the foremen and 
other employees in fire fighting tech- 
niques for the different class fires. 

“You can do a good selling job 
when you hit the customer where his 
interest is and you know the product 
and it’s application thoroughly.” 

Mr. Schoenborn said he likes the 
idea of seasonal selling; “it has the sell- 
ing advantage of being of service to the 
customer on products he needs most, 
at the time of your call. “It puts you 
in good standing with your customers. 
It lets him know you are on the job 
looking out for his interests.” 
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Quantity Discounts: 
Are They Legal? 


(Continued from page 100) 


Stops and Preven 
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as against l-c-l; another based on the 
number of cases of salt purchased in 
a twelve month period; and _ still 
another was based on the dollar value 
of the salt purchased in a twelve 
month period. Morton Salt argued 
first that since its quantity discount 
1er- system was available to all customers 
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on equal terms, that its system was 
not discriminatory. This the Court 
disposed of by saying that “theoret- 
ically, these discounts are equally 
available to all, but functionally they 
are not”, for, as was pointed out, 
while certain purchasers enjoyed one 
or more of the discounts some of their 
competitors made purchases in such 


Everyone your salesmen call on is a possible user of 
Rust-Oleum products. Sales add up to large volume 
—repeat business multiplies profits. Rust-Oleum is 
essential in all types of maintenance and many 
production jobs... it fills an important need for 
positive, low-cost rust protection indoors or out. 
Here’s why Rust-Oleum is a money-maker for 
industrial distributors: 


fire small quantities that they could not 1. It’s a long-profit, easy-to-sell, repeat sale line that 
elli- qualify for any of the discounts. offers time, labor and money-saving advantages to 
the every customer on your books. 

ruct “TO DISCRIMINATE IN PRICE” 


nen Whether the level of competition 
vith 


om be that between sellers, or as between 
nail purchasers, the Supreme Court finally 
the settled all doubts and made it very 
clear that ‘discrimination in price’ 
means nothing more than difference 
in price. Said the Court in the Mor- 
ton Salt case: 


2. Rust-Oleum’s powerful sales story, based on exclusive 
features, is a practical ‘‘door-opener’’ for establishing 
new accounts and reviving “lost business."’ 





3. It provides lasting protection for metal at substantial 
savings over the best anti-rust methods used previously. 


4. Application is easy. Costly preparation of surface is 
avoided. Wirebrush to remove loose paint, dirt, scale, 
etc. Then spray, dip or brush on. 


AND 
PREVENTS 
RUST 


liate 
lrive 5S. Salesmen require no complicated, technical knowledge. 
Dorn 
ners. “Congress meant by using the 
Mr. words ‘discrimination in price’ _ | \ 
1 ap- in Section 2 that in a case in- 1 
o be volving competitive injury be- \ 
and tween a seller’s customers the | * ' 
dant Commission need only prove ' 
ately that a seller had charged one 
F fire purchaser a higher price for like 
the goods than he had charged one 
or more of the purchaser’s com- 
rtant petitors.” 
; not : 
r de- And so that both ends of the string 
+ to are tied, the Supreme Court approved 


quip- (Continued on page 162) | 


6. Acceptance is increasing—stimulated by proved trade 
paper and direct-mail campaigns that draw inquiries for 
distributors. 


7. Our policy of selective distribution assures fast, profit- 
able turnover on minimum inventory. A simple, yet 
powerful, sales program backed by Rust-Oleum’s thor- 
oughly qualified field men helps you to get quick results. 


Write us regarding tested promotion plans based on selec- 
tive distributor policy. Your territory may still be open. 
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TEXROPE SUPER-7 V-BELTS — All sizes and 
sections in fractional hp, standard, and 
wide range. Types to suit all operating con- 
ditions. Rayon cord and steel cable con- 
struction available for special applications, 
All standard sizes available from stock, 


TEX-IRON SHEAVES—Light weight cast iron 
sheaves for fractional and low horsepower 
use. Single groove only. Bored integral 
hub. Fine grain cast iron. Precision mae 
chined. Finest low-cost sheave. All sizes 
evailable from stock. 


TEXDRIVE SHEAVES — Sturdy cast iron 
sheaves for 1 to 25 horsepower applica- 
tions. 1 to 6 grooves for A and B belts. 
Light but strong. Best all-purpose cast iron 
sheave. All sizes and bores from stock, 
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TEXSTEEL SHEAVES = Pressed steel sheave! 
for applications from 1% to 25 horsepower, 
Light weight and rigid. Rolled edges. 1 to 
6 grooves, A or B belts, All sizes and bores 


‘available from stock, 
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MAGIC-GRIP SHEAVES — Semi-steel casting 
with interchangeable, patented taper bush+ 
ings. On and off in a jiffy. Cannot shake 
loose. 2 to 12 grooves for B, C and D 
belts. 2 to 250 horsepower. All sizes avail- 
able from stock. 


STANDARD CAST IRON SHEAVES — Made 
to order from stock patterns, 1 to 14 
grooves for A, B, C, D, or E belts. 1 to 
1000 horsepower. Split sheave or split hub. 


Good delivery, 


ADJUSTABLE SHEAVES — You get speed 
ranges up to 50 percent with these sheaves 
in fractional to four hp, with either A or B 
belts. They give you exact on-the-iob speeds 
simply by adjusting a threaded plate. Made 
of fine grain cast iron with brown lacquer 
finish. Good delivery. 


SPECIAL CAST IRON AND STEEL SHEAVES 
= Any number of grooves, A, B, C, D, or E 
belts. Engineered for applications up to 
6000 horsepower. Foundry and machine 
shops equipped to handle work of any size. 
Good delivery. 


VARI-PITCH SHEAVES— Available in stand- 
ard sizes on drives of one to 300 hp for 
speed range of nine to 28 percent with A, 
B, C, D, or E belts. Two to 12 grooves. 
Wide range units permit speed range to 
100 percent. Available in one to four 
grooves with Q and R belts for fractional 
to 30 hp drives. Stationary and motion 
control. Good delivery on both standard 
and wide range sheaves, 


VARI-PITCH SPEED CHANGERS — Wide 
range variable speed sheaves controlled by 
single handwheel. Capacity: 12 to 75 hp 
with 375 percent speed range. For quick 
speed changes and close speed control. 
Good delivery on these units, 


UICK DELIVERY . . . that’s what 

V-belt drive users demand today. 
And Texrope dealers are quoting the 
best delivery on the market! It's paying 
off in more sales, more profits, more 
friends and customers for those tough 
selling days ahead. 
9Yes, Texrope means leadership . .’. it 
is the original multiple V-belt drive. 


EET PRR: ORS 


Since 1926, the Texrope line has been 
widely advertised to all industry. The 
Texrope Pre-Engineered Drive catalog 
is the world’s greatest store of V-belt 
knowledge. For more information about 
Texrope, call your nearest A-C office or 
write direct. A 2554 


ALLIS-CHALMERS, 1080A SO. 70 ST. 
MILWAUKEE, WIS. 


Texrope, Super-7, Vari-Pitch, 
Magic-Grip, Tex-lron, Tex+ 
steel and Texdrive are Allis- 
Chalmers Trademarks. 


Texrope Super-7 V-belts result 
from the cooperative research of 
Allis-Chaimers and B. F. Good- 
rich; and are sold only by A-C 
dealers and offices, 


ALLIS-CHALMERS 


Dealer Sales Organization — GENERAL MACHINERY DIVISION 
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is legal. And if we analyse just what 
the Supreme Court did in the Morton 
Salt case, some of the answers become 
pretty clear. 

The majority held that all the dis- 
counts in question were discrimina- 
tory. And when we said before 
that the dissenting opinion actually 
strengthened the majority view, we 
had reference to the fact that the dis- 
senting judges agreed with the ma- 
jority view that all the discounts ex- 
cept the carload delivery discount 
were discriminatory even under the 
test of “reasonable probability”. The 
Court unanimously ruled that the dis- 
counts and rebates based on the num- 
ber of cases of salt purchased, and the 
discounts and rebates based on the 
dollar value of salt purchased, were 
discriminatory. 

The only discount concerning 
which there was any disagreement was 
the discount allowed for carload de- 
liveries, as to which the dissent said 
that “the incidence of this discount 
on customers is not arbitrarily deter- 
mined by the volume of their busi- 
ness but depends upon an obvious 
difference in handling and delivery 
costs” and it would be “farfetched 
even to find it reasonably possible 
that competition would be substan- 
tially affected”. The majority replied; 
“assuming this to be true, that fact 
would not tend to disprove injury to 
the merchant compelled to pay the 
less-than-carload price. For a ten-cent 
catload price differential against a 
merchant would injure him competi- 
tively just as much as a ten-cent dif- 
ferential under any other name”, and, 
the Court ruled, that since carload 
discounts did not receive a favored 
classification in the statute, “such 
discounts, like all others, can be justi- 
fied by a seller who proves that the 
full amount of the discount is based 
on his actual savings in cost”. 

Thus it would seem clear that, sub- 
ject to the proof of one of the de- 
fenses provided for in the statute, the 
mere granting of quantity discounts 
is discriminatory, at least where there 
is competition with the seller, or with 
the purchaser receiving the lower 
price, for even if effect on competi- 
tion must be affirmatively shown by 
the Commission, the Morton Salt 
decision indicates that in most situa- 
tions the required effect can and will 
be inferred. It is difficult in fact to 
think of an actual case where effect 
on competition could not safely be 
presumed. 

We do not mean to say or imply 
that every quantity discount is per 
se unlawful. We do mean to say that 
any pricing system which grants quan- 
tity discounts must be closely ex- 
amined and continuously reviewed 





BIG MARKETS 


MASTER SERIES 
HEAVY DUTY 
BOX WRENCHES 


SELL them to Manufacturers for 
Original Equipment Service Sets 


to go with machine tools, diesel engines, power plants, 
construction equipment, refrigeration plants, airplanes, 
trucks, tractors, ships and other lines. 


SELL them for Maintenance Jobs 
in Many Fields —in mills, factories, railroad 


shops, shipyards, mines, utility plants, etc. 


Light weight with great strength and sure grip are at- 
tained in OTC MASTER SERIES BOX WRENCHES of 
high grade alloy steel, properly heat-treated. 12-point 
accurately broached openings prevent slipping, spread- 
ing or twisting of wrench. Improved handle stop and 
positive safety locking feature eliminate chance of handle 
turning on stub end of wrench, or slipping off. Cadmium 
plated with heads polished. The finest tools of this type 
available. Complete range of sizes—?4" to 3%". Seam- 
less Steel Tubular Handles—3 sizes fit all 60 different 
wrench heads. 

OTC PULLERS, Pulling Attachments, Service Sets and Special 
Tools also add to the big-volume profits of the OTC Line. 


Your Customers are Being Told to Look for the OTC Dis- 
tributor Sign — in our extensive advertising 
in industrial trade journals. 


Write for the OTC Merchandising Plan. 


OWATONNA TOOL CO. 


312 Cedar St., Owatonna, Minn. 
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FOR SAFETY PLUS 


For better rubberized Work Gloves, look for the HOOD 
Trade Mark —a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


3008" HOOD RUBBER CO., WATERTOWN, MASS. 
A Division of the B. F. Goodrich Company 








A COMPLETE LINE OF 


g NOW LEMPCO OFFERS YOU 
B  =Ss DUAL SPIRAL REAMERS 


Lempco Dual Spiral Expansion Reamers now are 
sold through industrial distributors in exclusive, 
protected territories. Franchises still are open. 
Write, wire or phone for details. 


@ The Lempco line includes chucking, stub, 
alignment, machine and hand reamers. 


Right and left spirals ream perfectly round, 
accurate holes to a mirror finish. 


Straight line expansion range equals that of 
five ordinary plug type reamers. 


Hi-Speed blades can be sharpened at least 
eight times and then economically replaced. 








Lempco Dual Spiral Expansion Reamers are 
known and used everywhere. They are 
backed by consistent national advertising 
and sales literature. It will pay you to make 
the Lempco line your line. 


DUNHAM ROAD « BEDFORD, OHIO 


Illustrated are Type RS Alignment 
Reamer, Type C Chucking Reamer 
and Type S Stub Reamer. 
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by competent counsel. In a particular 
case it may be possible to meet the 
requirements of the Morton Salt case, 
such as that “functionally” as well 
as “theoretically” the discounts are 
available to all, or that the differen- 
tial is so small that competition could 
not possibly be affected, or that for 
other reasons there is no “reasonable 
possibility” of substantial effect on 
competition, etc. 

Not only is the granting of a quan- 
tity discount not a violation per se, 
but there are certain conditions under 
which the statute expressly permits 
the granting of a discount. It should 
be remembered, however, that the 
one charged with violating the statute 
has the burden of proving that his 
situation is one of these. As the 
statute puts it in Section 2(b); “Upon 
proof being made * * * that there 
has been discrimination in price * * * 
the burden of rebutting the prima 
facie case thus made by showing jus- 
tification shall be upon the person 
charged with a violation of this sec- 
tion”. 

“DUE ALLOWANCE” 


As stated, there are certain de 
fenses or justifications provided for 
in the statute. Some require nothing 
more than mere statement. For ex- 
ample, Section 2(a) allows for price 
changes because of “actual or im 
minent deterioration of perishable 
goods, obsolescence of seasonal goods, 
distress sales under court process, or 
sales in good faith in discontinuance 
of business in the goods concerned”. 

The one justification or defense 
most often referred to in this con- 
nection is to be found in a proviso 
to Section 2(a), permitting differ- 
entials in price which “make only due 
allowance for differences in the cost 
of manufacture, sale, or delivery re- 
sulting from the differing methods or 
quantities” in which the commodi- 
ties are sold or delivered. 

We have seen that as to the car- 
load delivery discount the Supreme 
Court in the Morton Salt case ruled 
that even if it were assumed that there 
is an “obvious saving to a seller who 
delivers goods in carload lots” such 
discount is nevertheless unlawful un- 
less justified by the seller proving that 
“the full amount of the discount is 
based on his actual savings in cost”. 

Offhand it would seem not espe- 
cially difficult or burdensome to 
gather, prepare and present proof of 
“actual savings in cost”, but an ex- 
amination of the precedents quickly 
dispels any such notion. In such mat 
ters as the Standard Brands, Standard 
Oil, Morton Salt, and Minneapolis- 
Honeywell cases, vast amounts of cost 
accounting data were collected and 
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presented at great cost in time and 
money, with only partial success. 
Each case, of course, requires special 
study and treatment, but anyone con- 
cerned with supporting a quantity 
discount system must be fully in- 
formed as to the difficulties and ex- 
pense involved in attempting to prove 
the “due allowance” defense. 

Before taking up our last point, 
there are a few miscellaneous notes 
in connection with quantity discounts 
which should be kept in mind. 

First. The defense provided by Sec- 
tion 2(b), that is, that the “lower 
price * * * was made in good faith 
to meet an equally low price of a 
competitor” is not available in de- 
fense of a quantity discount system 
of pricing, for it has been held that 
Section 2(b) deals with the rela- 
tionship between particular, individ- 
wal prices, and not with systems of 
pricing. 

Second. The Commission takes the 
position that the granting of a quan- 
tity discount based on the total pur- 
chases of all branches or outlets of 
an individual customer, and not upon 
the quantity delivered to each branch, 
is discriminatory; similarly if based 
on the aggregate purchases of buyers 
pooling their orders or buying through 
one agent where separate deliveries 
are made. 

Third. It should be noted that the 
statute is not limited to discrimina- 
tions which injure competition with 
the seller or with the purchaser. It 
covers also the case of injury to cus- 
tomers of either the seller or the pur- 
chaser. This is important in dealing 
with “functional prices”. Thus in the 
Morton Salt case the Court upheld 
the provision of the order to cease 
and desist directing Morton Salt to 
cease selling to “any retailer (such as 
the large grocery chain) at prices 
lower than prices charged wholesalers 
whose customers compete with such 
retailer”. And the Commission has 
held also that a discount given to a 
wholesaler is discriminatory if of such 
size as to permit the wholesaler’s re- 
tail customers to buy at lower prices 
than the prices which the seller 
charges retail customers purchasing 
direct from him. 


TREBLE DAMAGES 


The Clayton and Robinson-Patman 
Acts provide for several different sanc- 
tions or remedies which may be used 
to prevent or punish unlawful price 
discrimination. We _ have _ several 
times referred to the proceeding insti- 
tuted by the Federal Trade Commis- 
sion looking toward the issuance of 
an order to cease and desist. There is 
also in the Robinson-Patman Act a 
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TEGO cEMENTED CARBIDE 


S ELDOM do distributors have such a wide-open 
opportunity to distribute a line as well-estab- 
lished and superior in its field, as TECO Cemented 
Carbide. Here is a complete line of Standard Car- 
bide Tools and Blanks—made of TECO Carbide 
which is outproducing other carbides by very 
wide margins. TECO is priced in line, attractively 
packaged, well-advertised for years and backed by 
excellent production and engineering facilities. 


PROFITABLE TERRITORIES OPEN Under our new 
distributor policy*, many good territories are still 
available. 


“plus a straightforward sales policy! 


(briefly outlined below) 


WE AGREE— 


—to refer all inquiries and orders 
to appointed stocking distribu- 
tors received from their terri- 
tories, including orders from non- 
stocking distributors. 


—to provide sales and educational 
assistance. 


—to sell at published list prices. 


—to allow usual trade discount. 


CEMENTED 
of -V-0:119): 





You'll find it in 


Write us for full details. 


YOU AGREE — 


—to purchase an adequate stock for 
your territory. 


—to learn the characteristics, ap- 
plication and use of TECO car- 
bide. 


—to intelligently develop sales and 
give first-class service to cus- 
tomers. 


—to handle credits and collections 
and to observe published prices 
and policy terms. 


INTERESTED? Write Sales Manager, 


TUNGSTEN ELECTRIC CORP. 
564 39th St., Union City, N. J. 


Manufacturers of Tungsten Carbide—from ore 
to finished material—for over a quarter century. 
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criminal saction, against unlawful dis- 
counts and rebates, providing for a 
fine of $5,000 or imprisonment for 
not more than one year, or both; the 
Department of Justice has never used 
this section. There are also provisions 
permitting the Attorney General and 
private persons to seek injunctive relief 
to prevent violations of the statutes; 
these have occasionally been -used. 
The remedy we should like to touch 
upon here is the one to be found in 
Section 4 of the Clayton Act which 
permits “‘any person who shall be in- 
jured in his business or property” by 
a violation of the Clayton Act to in- 
stitute a civil suit in which he shall 
recover “threefold the damages by 
him sustained, and the cost of suit, 
including a reasonable attorney’s fee.” 

The existence of this remedy is of 
importance not only to sellers who 
grant discounts, but to buyers who re- 
ceive them, for it should be kept in 
mind that Section 2(f) of the Clayton 
Act says that “it shall be unlawful for 
any person engaged in commerce 
* * * knowingly to induce or receive 
a discrimination in price which is pro- 
hibited by this section”. 

The treble damage action requires 
the plaintiff to prove actual injury to 
business or property, while in the 
Commission’s proceeding the Com- 
mission may proceed before actual 
damage is done and may issue its order 
to cease and desist to prevent a dis- 
crimination when, as the statute says, 
the effect “may be” to injure compe- 
tition. 

As we have seen, however, even if 
“injury to competition” and injury “in 
his business or property” must be 
affirmatively demonstrated by the 
plaintiff, this burden is now a com- 
paratively simple one, and the items 
of damage which may be recovered in 
a treble damage suit are quite ex- 
tensive. 


A POWERFUL WEAPON 


The treble damage suit is a real 
weapon. It was because we appreci- 
ated that the plaintiff's burden is now 
so much easier to sustain and that 
proof of the “due allowance” justifi- 
cation is so difficult, that we stated at 
the beginning that the use of a quan- 
tity discount system of pricing is 
dangerous. A business man might 
choose to go along until the Commis- 
sion instituted its proceeding and fin- 
ally, after some period of time, ordered 
him to cease and desist, but if he were 
fully aware of the other sanctions in 
the statutes, including the suit for 
treble damages, he would at least wish 
to spend some time in reexamining 
his pricing system. Attorneys will 
have the duty of not only carefully 
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resurveying existing pricing systems, 
but they are also in the position of 
advising their clients on what can be 
a very strong and useful competitive 
weapon—the treble damage suit. 


CONCLUSION 


We repeat that quantity discounts 
are not unlawful per se. Whether in 
any given situation a proposed pricing 
system involving the use of quantity 





discounts is or is not legal requires | 
close study. After all, the judge who | 
wrote for the majority in the Bruce’s | 
Juices case concerning quantity dis- | 
counts, that | 


“Congress refused to declare flatly 
that they are illegal * * *. It 
would be a far-reaching decision 
to outlaw all quantity discounts. 
Courts should not rush in where 
Congress feared to tread”’, 


was the very same judge who found it 
necessary only a year later, in writing 
the dissenting opinion in the Morton 
Salt to say that 


“The law of this case, in a nut- 
shell, is that no quantity dis- 
count is valid if the Commission 
chooses to say it is not. That 
is not the law which Congress 
enacted and which this Court 
has uniformly stated until today”. 


If our remarks have served merely 
to alert business men and their attor- 
neys to some of the possibilities and | 
dangers with which this question of | 
quantity discounts is surrounded, our | 
aim has been achieved, for today, 
when a seller’s market still prevails, 
and when competitive conditions still 
permit, is the time to examine, to 
change, and to put the pricing system 
in order. 








Stepping Stones 
to Successful Selling 





Reflections of a veteran sales 
manager, culled from bulletins 
to his salesmen 


Some time ago an inquiry was sent 
out of my office to the men of the 
sales organization of which I happen 
to be sales manager which asked: | 
What are the primary qualifications | 
for successful selling? I might say that 
none of these salesmen we questioned 
knew what reply would be made by 
the others. 

Herewith, I give you a summary of | 
the replies—and call your attention | 
not only to the qualities mentioned | 





ALLIGATOR == STEEL BELT i Wea gic 


“JUST A HAMMER TO APPLY IT" 
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Men who have charge 


Men who lace belts like Alli- 
gator because it can be put on with a hammer 
and it drives straight. Its compression grip 
protects the belt ends and there is no ply sepa- 
ration. It embeds in the belt and is smooth on 
both faces. The two piece rocker hinge pin 
greatly increases the service life, and yet the 
joint can easily be separated at any time. 

Made in 12 sizes for joining thin tapes and 
belts up to 4” thick. In boxes foe narrow belts 
or in long, continuous lengths for wide belts. 
Available in steel, “Monel” and “Everdur.” 


Bulletin A60 gives complete details. 


FLEXCO [11S DEOL LO 


of 


conveyor belt maintenance like Flexco HD 
Belt Fasteners because they make a tight butt 
joint with long life. The recessed plates embed 
in the belt and prevent ply separation. Patch- 
ing and other repairs with Flexco Fasteners 
and Rip Plates save expensive conveyor belt 
replacements and extended shutdowns. 

For conveyor and bucket elevator belts from 
Y%” to 1" thick. Made in steel, “Monel,” 


“CONVEYOR BELTS EASILY FASTENED" 


“Everdur” and “Promal.” 
Bulletin F-100 gives complete details. 


HINGED FLEXCO BELT FASTENERS 


Where a separable joint 
for conveyor belts is desired the Hinged 
Flexco Fastener should be used. Especially 
applicable where conveyors must be extended 
or dismantled for portable operation. Made 
in one size for belts ¥@” to 1” thick. 


Bulletin HF-500 gives complete details. 


; V-BELT FASTENERS 


These fasteners are 
designed for joining open-end (long 
length) V-belting which has a cross- 
woven fabric center. They cannot be used 
to repair endless cord belts. 

The FLEX-V Fastener is made in two 
sizes for A and B belts. Used on light duty 
drives only. 

Bulletin V-14 gives complete details 
on Flex-V Fasteners. 

ALLIGATOR V-Belt Fasteners are for 
normal duty service and are designed for 
joining B, C and D V-belts and the 1” 
and 2” V-belts used in railway service. 

Bulletin V-205 gives complete details 
on Alligator V-Belt Fasteners. 


ALLIGATOR == 


Flex-V-Belt Fastener 


Alligator V-Belt Fastener 
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These cutters greatly speed up 
the preparation of belts for fastening. They 
make clean, square cuts: 

Bulletin No. BC-350 covers the Alligator 
Wide Belt Cutter which cuts belts up to 60” 
wide and 1%” thick. 

Bulletin No. BC-300 covers the Alligator 
No. B-8 Belt Cutter for belts up to 2” thick 
and 8” wide. 











These and other free Victor sales aids are out to get more prof- 
its for you. Write today for your supply of these “salesmen” 
and take full advantage of this big, hard-hitting program. 

_ Stock the complete Victor line of quality blades and frames. 
It’s the best way to become hack saw headquarters in your area. 


VIC TOR SAW WORKS, INC., Middletown, N.Y. 


Makers of hand and power hack saw blades, frames and band saw bledes 
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but particularly to the fact that some 
of these qualities stood out promi- 
nently in the minds of all of the men. 
(By the way, most of the replies are 
from men who have been salesmen for 
ten, twenty and thirty years.) In the 
order of importance, they listed: 


1. Integrity. 

2. A thorough knowledge of your 
product. 

3. A desire to be of service. 

4. Energy and persistence. 

5. Courtesy. 

6. A natural desire to sell. (I 
thought it was odd that this should 
be so far down the list.) 

7. Confidence in one’s self and the 
product presented for sale. 

8. Tact. 

9. Patience. 

10. Loyalty to the company one 
represents. 

11. Ability to make friends. (I 
thought this one should have been 
tied in with No. 3, “a desire to be of 
service.” ) 

12. A neat appearance. 

13. Information regarding competi- 
tor’s products. 

14. Ability to think, standing up. 
(And be brief in getting to the point.) 

15. Being a good listener. (And 
knowing the right time to speak up.) 





Sales Helps from 
Manufacturers 





DRY TYPE TRANSFORMERS—A 
new 16-page booklet (61X7088) on 
the installation, care and operation of 
dry type transformers includes also 
instructions for unloading the trans- 
former and suggestions for its installa- 
tion or storage.—Allis-Chalmers Mfg. 
Co., Milwaukee, Wis. 





WELDING HOSE—Simple and 
| quick methods of installing the com- 
| pany’s patented ““Twin-Weld” weld- 
| ing hose are given in new descriptive 
| material. The pamphlet explains the 
ease of handling, greater safety and 
faster operation achieved with the 
hose.—Hewitt Rubber Division, Buf- 
falo, N. Y. 


GENERAL PURPOSE PUMPS—A 
6-page illustrated booklet describes the 
company’s general purpose Bilt-on 
pumps for all classes of medium and 
low head service—Byron Jackson Co., 
Los Angeles, Calif. 
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Est. 1922 Write for new Valve Catalog #51 


d Specialists in Corrosion Resisting Stainless Steel 


THE COOPER ALLOY FOUNDRY CO. 


HILLSIDE, NEW JERSE 
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No “Weak Link” Here! 


Every link of chain manufactured by International Chain is 
rigidly tested before shipment. 


In the illustration above, ¥2” Proof Coil Chain is being tested. 
The dials register the load being applied—the one on the 
left measures up to 10 tons—the one on the right from 10 
tons to 100 tons. In operation the catalog figure of the proof 
test is indicated by one pointer on the dial—the load is ap- 
plied until the other pointer reaches the pre-set figure—the 
machine is then stopped and the next section tested. 


International makes chain for every 
need: marine, farm, automotive. Our 
engineers are always ready to help 
you solve any unusual chain problems. 


INTERNATIONAL 
CHAIN & MFG. CO. 


YORK, PENNA. 
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MOTOR PROPELLER FANS—Lat- 
est designs in the company’s self-cooled 
motor ar aig? fans are described in 
a new catalog (No. 148). Three types 
of modern-styled propeller fans are 
featured in a range of sizes and capaci- 
ties to handle the requirements of all 
exhaust fan applications.—Ilg Electric 
Ventilating Co., Chicago, III. 


WELDING BRANCH PIPE OUT- 
LET — Information on how the 
manufacturer’s “WeldOlet”’ fittings re- 
duce piping costs from 50 to 75 per- 
cent is given in a new 24-page illus- 
trated catalog. Complete installation 
instructions, sizes, dimensions, weights, 
list prices, temperature pressure rat- 
ings and material specifications are 
given. Various drop forged flanges are 
also described.—Bonney Forge & Tool 
Works, Allentown, Pa. 


SOLDERS—A comprehensive solder 
selection guide, listing the 16 metals 
most frequently soldered, is an out- 
standing feature of a 4-page publica- 
tione Other tables list physical char- 
acteristics of the manufacturer’s 
solders, giving a clear and concise 
explanation of Tri-core Rosin-filled 
Soldex, Tri-Core ‘“Leak-Pruf’ Acid- 
filled Solder, Solid Wire Solder and 
Preforms.—Alpha Metals, Inc., Brook- 


| lyn, N. Y. 


RUST PREVENTATIVE — A new, 
descriptive catalog outlines the labora- 
tory and field-tested rust preventative 


‘products for industrial, railroad, ma- 


rine, farm and general uses. Problems 
of scientific rust control, directions for 
use and application and topically listed 
specifications are organized for easy 
reference by visual use of 48 color 
cards, augmented by 22 color panels of 
machinery and implement finishes.— 
Rust-Oleum, Evanston, II. 


CARBIDE TIPS AND TOOLS — 
Bulletin FE-127 lists and describes the 
company’s standard line of sintered 
tungsten carbide tips and tools, boring 
bits, Mechanigript adjustable tool 
holders and special tips, nibs and wear 
parts made to customer’s specifications. 
—Firth Sterling Steel & Carbide 
Corp., McKeesport, Pa. 


DRILL PRESSES—Both bench and 
floor models of the manufacturer’s 14- 
in. precision drill presses are shown 
in a new 7 by 10-in. catalog (No. 400) 
which also illustrates and describes 
motors, controls, extra spindles, and 
other drill press accessories.—South 
Bend Lathe Works, South Bend 22, 
Ind. = 


FLEXIBLE COUPLINGS — Printed 
in four colors, on attractive flexible 





insulated coupling catalog contains 
valuable information for engineers, de- 
signers of machinery and all users. 
Numerous types and sizes are listed.— 
Charles Bond Co., Philadelphia, Pa. 


MACHINE TOOLS—accessories and | 


attachments are described and illus- 
trated in the manufacturer’s new cata- 
log, G48. A unique feature of the 


catalog has all necessary information | 


on a model] or attachment on the same 


or facing pages.—Sheldon Machine — 


Co., Inc., Chicago, III. 
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DRILLS AND REAMERS — Dia- 
grams of drills and reamers illustrate a 
new catalog offered by the manufac- 
turer. “A discount sheet” is included 
in the binding and is referred to by 
page numbers, making reference easy. 
—Chicago Latrobe, Chicago, III. 








ALUMINUM ALLOYS—and mill | 


products are presented in a new 162- 


page book, pocket-size, which includes | 


163 tables of data plus 33 pages of ex- 


planatory text.—Reynolds Metals Co., 


Louisville, Ky. 


SALES CONTROL SYSTEM—A 
new booklet—reading time four min- 
utes or less—gives information about 
methods to increase the effectiveness 
of each dollar budgeted for sales 


through the use of an automatic com- | 


puting “Chart-That-Thinks”.—Rem- 
ington Rand Inc., New York, N. Y. 


HARDWARE AND SPECIALTIES 
— Detailed information on drop 
forged industrial hardware and special. 
ties is contained in a handy reference 
book printed in two colors and in easy, 
readable form. — Merrill Brothers, 
Maspeth, N. Y. 
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WHY USE A POWER SHOVEL 


TO DIG A POST HOLE 
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sates TO BIG =F 
HEN THE § 


WILL GIVE TOP 
PERFORMANCE yp 10 
4 


? 


The finest precision work with the very minimum of set-up 
time and results that are amazing—that’s what users of the 
AMMCO 7” Shaper report the world over. The AMMCO 
is not a “light weight” shapet, it’s tough enough for the 
heaviest production schedule and perfect for all-around 
tool and die or shaping operations—it’s the precision 
machine of a thousand uses. 


Add volume to your sales by adding the AMMCO to your 
line. It is available in bench or portable cabinet models. 
Write today for new increased dealer discount and a copy 
of our illustrated catalog MS-648. 


WRITE FOR NEW, INCREASED DEALER DISCOUNT 


-_ 7 
MMCO hill 3 Bee 
<< il ep proees 


NORTH CHICAGO, ILL. 


VALVES—A new 12-page folder, No. 
577, illustrates in cutaway fashion the 
(Continued on page 174) 





AMMCO TOOLS, INC. - COMMONWEALTH AVE. - 
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Your suppliers’ advertising in good industrial maga- 
zines will keep him sold for you. And the importance 
of that statement suggests we stop and think seriously 
‘about it. 


The average industrial distributor’s salesman contacts 
145 plants, each of which has an average of over four 
officials who have major buying influence and there- 
fore must be seen and sold. This average salesman 
makes eight calls a day . . . would therefore be able to 
see each of the men he ought to see only once every 
seven months, + 


And that is a long time between calls. Business condi- 
tions change. Men shift jobs. New men take over. Your 
competitors are hot on your customers’ trails. And, 
most important of all, constant improvements are be- 
ing made in the products -you sell which your cus- 
tomers ought to know about as promptly as possible. 


As a matter of fact, you would never keep abreast of 
the sales opportunities in your territory if advertising 
wasn’t working for you. But fortunately it is... and 








.. between now. 


working for you every day . . . making contacts ... 
keeping your customers familiar with your products 
... telling them about new developments . . . keeping 
them wanting your products so that you can concen- 
trate on closing orders. Your suppliers’ advertising in 
AMERICAN MACHINIST offers an excellent example: 


Over 28,000 metalworking production executives are 
paid subscribers to this leading metalworking maga- 
zine .. . and thousands of other metalworking men 
read subscribers’ copies. Every other week this intently 
read and valuable magazine carries your suppliers’ ad- 
vertising to all of the most important metalworking 
buyers in your territory. 


The result? The men upon whom you depend for busi- 
ness are kept constantly informed about the products 
you sell ... know what’s new about them . . . are con- 
tinually reminded of their need for them. And next 
payday, when you put your paycheck in the bank, re- 
member how important a part your suppliers’ adver- 
tising in AMERICAN Macninist plays in boosting your 
sales and your income. 


These statistics are from the September, 1948 issue of Industrial Distribution, and a recent American 
Machinist. survey of metalworking plant buying habits, a copy of which is available upon request. 
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THIS IS — PARTNER 


Beatie: 


IN YOUR BIGGEST MARKET 


The McGraw-Hill Magazine of Metalworking Production 
McGraw-Hill Building, New York 18° 
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CAPACITY 


Production with 


700 STANDARD WORM HOBS! 
List 


In Stock Ready for Use send fo" 


Get our 12 page Bulletin worm 9 
No. 9 showing all dimen- No. 
sions in detail. These hobs 

are not for sale, being solely 

for customer use. 


Jobbers! 
Please Write 
for 
Prices, Details 
etc. 


BRAD Foote GEAR WORKS 
CICERO, ILL. 
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interchangeability of parts by which 
users of regular type ““Renewo”’ valves 
can convert to either nickel alloy or 
stainless steel plug type valves.—The 
Lunkenheimer Co., Cincinnati, Ohio. 


MASONRY DRILL—A counter dis- 
play card features the manufacturer’s 
new spiral flute masonry drill, designed 
for deep hole drilling —Super Tool 
Co., Detroit, Mich. 


PLANER—A new brochure describes 
and illustrates in detail the features of 
the company’s 12-in. by 4-in. thickness 
planer.— Boice-Crane Co., Toledo, 
Ohio. 


COMPANY OPERATIONS—A 16- 
page bulletin, “Pictorial Review” illus- 
trates and describes the expensive op- 
erations of the corporation’s three di- 
visions: Economy Pumps, Inc., Lib- 
erty Planers, Inc., and Klipfel Mfg. 
Co.—Hamilton-Thomas Corp., Ham- 
ilton, Ohio. 


PULLEYS—Cast iron pulleys for in- 
dustry, their characteristics, specifica- 
tions, types and how to order them are 
set forth in a 15 page bulletin, P-848, 
which includes information on the 
firm’s exclusive Belt-Saver pulley.— 
Sprout Waldron & Co., Muncy, Pa. 





The Buyer Looks 
at Business 





Composite opinion of purchasing 
agents who comprise the N. A. P. A., 
Business Survey Committee. 


The consensus of reporting indus- 
trial purchasing agents is that business 
may have passed the peak of the post- 
war boom; is leveling off, but will con- 
tinue in substantial volume for the 
balance of this year and could react 
with an upsurge after election. In Oc- 
tober, production continued at a high 
rate: 70% of the reports indicate this 
condition; those showing decreases are 
offset by those reporting increases. 
Backlogs of orders are slightly im- 
proved over September, but much 
lower than the high point in January 
of this year. The improvement is at- 
tributed to seasonal demands and holi- 
day goods. There are more soft spots 
developing in the markets, confirming 
earlier reports that supply is catching 
up with demand in many lines; in 
some, it has now overshot demand. 
Opinion is mixed as to whether a 
speed-up of defense and E.C.A. buy- 
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ing will strengthen all of the current 
soft spots. The low spots of the past 
few months have been principally in 
soft and luxury goods. During Oc- 
tober, slowing down of some heavy 
lines, such as machine tools, is men- 
tioned. 
Prices 

In general, prices are leveling off, 
with more of a tendency to stabilize 
than to decrease, though the trend to 
lower prices is stronger than in any 
month since May. In some instances, 
the reports indicate prices are being 
held at the expense of profits, hopeful 
that increased worker productivity will 
open a gap between costs and prices. 
Falling farm prices are having a de- 
pressing effect on other goods. Talk 
of another inflationary wave of wage 
increases is not taken too seriously. 


Inventories 


Purchased industrial inventories are 
down again this month, with every in- 
dication that the rigid inventory con- 
trol policy predominant in industry 
for several months will continue. Bet- 
ter availability of more items and the 








prevailing opinion that prices have | 


reached their peak, prompt manage- 


ment to hold inventory investment to | 


the lowest possible levels necessary to 
maintain current production schedules. 
Some liquidation of overstocks and 
slow-moving items coming into easier 
supply is reported. 


Buying Policy 


The short-range policy on commit- 
ments continues. 95% are within the 
“hand-to-mouth to 90-day” category. 
Of these, 67% are under 90 days. 
With the boom probably passing its 
peak, production high, prices tending 
lower, purchasing agents are taking a 
very cautious attitude; reports indicate 


the trend toward competitive markets | 


is developing faster than is generally 
realized. 


Commodity Changes 


While a substantial number of price 
increases are reported in October, they 
are the lowest in number since May. 
About the same number of commodi- 
ties were down. 

On the up side: detergents, diamond 
powder, electrical equipment, forging 
ingots, glass, instruments, iron, am- 
monia, antimony, burlap, cement, 
nickel, paint, rope, rosin, some steel, 
tin products, zinc. 

Down: coal, corn products, corru- 
gated boxes, cotton, food, acetylene, 
alcohol, canvas gloves, casein, leather, 
lumber, oxygen, paper, imported pulp, 
starch, textiles, turpentine. 

In tight supply: steel, lead, copper, 
zinc, iron, nails, nickel, pipe, alu- 
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THE LAKESIDE PRESS 





CATALOG CUSTOMERS 


Repeat! 


L. L. Ensworth & Son, Inc. 

Honolulu Iron Works Co. 

General Machinery and 
Supply Company 

Electric Tool & Supply Co. 

Syracuse Supply Company 

The Cameron & Barkley Co. 


Six more distributors for whom we have 
completed new catalogs in 1948 ... 
bringing the total number o! editions 
for this group alone to 2. 


Excerpts from letters received from customers 
to whom we have delivered new catalogs 
during 1948 follow. “Very much pleased... 
The outstanding catalog of all time.” * “The 
new catalog is being welcomed by our 
customers beyond our expectations.” * “The 
fine co-operation from various members of 
your personnel has made what some term a 
‘tough job’ a most interesting and pleasant 
experience ...1 wish to express apprecia- 
tion both from our company and myself.” 
«The appearance of the book, the co-opera- 
tion of your Company and the final cost all 
meet with the hearty approval of the mem- 
bers of our Company.” 











R. R. Donnelley & Sons Company 


350 EAST 22ND STREET * CHICAGO 16, ILLINOIS 
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America’s fastest 
selling blades 


A recent impartial survey, con- 
ducted by a leading national 
magazine*, revealed an over- 
whelming preference for Star 
Hack Saw Blades. Popularity 
alone is a good reason to stock 
the complete Star line of blades. 
and frames. Add the extra selling 
aids Star gives you and you build 
extra sales, plus good will. For 
instance, Star gives you these two 
handy references on selection, use 
and care of hack saws.. .“Metal 
Cutting”, a booklet for pocket or 
tool kit... The Star Wall Chart 


for workshop wall. Supplies of 


both are free for 
the asking. 
*Neme on request. 


poeple gen pany bow 


CLEMSON 2% Mdacown. XY. 
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minum, cadmium, cement, coke. 
Easing: coal, corn products, several 
grades of lumber, steel lockers, veg- 
etable oils, paper, white oil, screw ma- 
chine products, plastic moldings. 


Employment 


Not much changed from the past 
month. Over-all, employment is 
slightly up, seasonal increases in some 
areas about balancing off seasonal de- 
creases in others, contributing to a 
tighter labor situation in highly indus- 
trial localities and a surplus in the 
scattered manufacturing areas of the 
country. Skilled help and office work- 
ers are generally hard to obtain. The 
West Coast is still plagued by water- 
front and petroleum strikes. 


Canada 


Backorders are reported slightly up, 
with production maintaining the prev- 
ious high levels, though hampered by 
power shortages. Increased construc- 
tion activity is reported in most parts 
of Canada. Prices are strong to level- 
ing off, inventories falling, employ- 
ment up, buying policy trend is from 
90- to 60-day coverage. 





NEW LINES 
taken on by 
DISTRIBUTORS 


Pecaut Industrial Supply Co., Sioux 
City, has been made distributor of 
products manufactured by Ingersoll- 
Rand. 





Republic Supply Co., Houston, Texas, 
has been named distributor of in- 
dustrial rubber products for Good- 
year Tire & Rubber Co. 


The Lewis Supply Co., Memphis, 
Tenn., has been appointed distribu- 
tors for products of the Oliver Ma- 
chinery Co. 


The Haskel Engineering @& Supply 
Co., has been appointed exclusive 
representative to serve West Coast 
aircraft companies and their sub- 


tured by Linear, Inc. 
Following are several industrial supply 


cently added Boice-Crane power 
tools to their lines: 


e@ Hand Hardware Co. 
Elizabeth, N. J. 


e@ Holmes Hardware Co. 
(Continued on page 180) 








contractors with products manufac- | 


and equipment distributors who re- | 
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Nl 
This selling 
is effective! 


You have a prospect who needs an 
electric hoist within the capacities of 
the ‘Load Lifter’! How can you sell 
him one? Easy! 


Talk results to him. Aim first at his 
pocketbook with the low-cost service 
and maintenance of ‘Load Lifter’ Elec- 
tric Hoists. Then tell him of the many 
benefits he will receive when a 
heavy-duty ‘Load Lifter’ takes over 
his lifting problems. Tell him of the 
safety for man, load, and machine in 
the fool-proof upper stops, lower 
blocks, and improved automatic load 
brake of the ‘Load Lifter’ and tell him 
what these features will do for him. 
He'll also be interested in knowing 
about one-point lubrication — one 
place to oil about every six months; 
the totally enclosed construction of 


- the ‘Load Lifter’ and what these fea- 


tures will. do for him. 


Don't stop here but take up each 
feature of the ‘Load Lifter’ and tell 
him how he will profit by them. Be 
sure, too, to tell him that behind each 
‘Load Lifter’ is a specially trained en- 
gineer who will be glad to help him 
in the selection of the right ‘‘Load 
Lifter’ to meet his special Load- 
handling problems. 


Should you need more copies of Bulletin 
No. 381 to help you sell ‘Load Lifter’ 
Hoists, write for them, 


ei LOAD LIFTER 


tt Hoists 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


MANNING 





Stock ASARCON bronze rod 

and tube in mill lengths — fill 

orders with exact lengths, 
custom-cut to size! 


pYolo Mie: 


your 


AMPCO'S Continuous-cast 
Asarcon 773 


Solid bronze rod from ¥2"' diam- 
eters up, and tubular bronze rod 
from 1°' O.D. up. In mill lengths: 
262'', 523'', 1047/,''. A good 
all-purpose bearing metal meeting 
SAE 660 specification. _ Nominal 
Analysis: 83% copper, 7% tin, 7% 
lead, 3% zinc. 


Froth 


by handling 


i NYolade) MAM 10°) iV 4- 


=you can be the first distributor to 


offer these big savings in your area 


... /f you act now, 


Your customers buy with an eye to sav- 
ings. And with Ampco’s new bronze rod 
and tube stocking-plan you offer them 
savings that really bring in business. 


‘Here’s how it works: 


Up to now your customers have had 
to buy bronze rod and tube in 13-inch 
lengths — no matter how much or how 
little they need. But they no longer 
have to pay for waste lengths. Ampco 
supplies you with mill lengths which 
you can cut to size, to your customers’ 
exact requirements! 


Steady Maintenance Volume 


There’s a constant demand for bronze 
rod and tube — for maintenance and 
toolroom work. Stocking mill lengths 
also opens the way for you to go after 
short screw-machine production runs. 


Cash in on this brand-new profit opportunity! 


t 
I: Ampco Metal, Inc. 
! Dept. ID-12, Milwaukee 4, Wisconsin 


stocking and handling plans. 


Company 


Address 


[ ] Please have an Ampco representa- 
tive call to explain the details of your 


het niiccnet ack cane nnittesavesceehannctionneaaite 


/ 


So you're sure to cash in on a profit- 
able volume of business with Asarcon 
bronze rods and tubes. 


Special Machining Advantages 


In addition to purchase-savings, you 
offer your customers the special advan- 
tages of continuous-cast stock: practi- 
cally no scrap due to metal faults, long- 
er tool life, less machining operations. 


Asarcon 773 is produced for Ampco 
Metal, Inc. by the American Smelting 
and Refining Company of Barber, New 
Jersey under a patented process. 


Get Started Now! 


Your customers will read about this 
new buying economy in their trade pa- 
pers for the first time this month. Be 
ready to meet their demand. Be the 
distributor in your territory to profit 
from this opportunity! 


mem mee ena ca pats coo 
D-2 
TEAR OUT THIS COUPON 
AND MAIL TODAY! 


1 am definitely interested in the profit opportunities afforded by stocking Asarcon in 
mill-lengths, and selling it in custom-cut sizes! 


[] Please send me full details of this 
plan — Air Mail Special Delivery! 





lca cilivtitsaltasaandbicditaansoaied (......) State 
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THE “NEW LOOK” 
. that means 


THE NEW RB&W CASE 
resists damage in shipment 


Case has % in. ends, sturdy (2% in. by % in.) cleats. Steel 
strapping gives ample strength, less weight. MONEY SAVED 
—shipments arrive safely, freight cost is less. 





THE NEW RB&W COMMON END 
simplifies layout of stock 


Common end size permits laying out and stacking warehouse 
stock in equal-spaced rows, conserving space. MONEY SAVED 





—through more efficient use of warehouse space. 


THE NEW RB&W RACK 
saves handling cost 


The rack permits putting away complete cases instead of 
handling individual packages into bins. Removing side of case 
exposes packages for order-filling. MONEY SAVED—at least 
% cost of stocking in bins. Easy to construct. Blueprint on 
request. 


THE NEW RB&W PACKAGE 
saves loss through damage 


Brightwood. construction—sturdy as metal-edged, but neater. 
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IN FASTENERS 
uit Ae 2 


No tucks, no flaps. MONEY SAVED—by eliminating breakage 
loss and cost of repacking goods or repairing packages. 


THE NEW RB&W PACKAGING 


prevents spillage 
The cover fits on the package from underneath, and label is 
attached for ‘‘upside-down” shelving. No chance of bottom 
dropping out while handling, spilling contents. MONEY 
SAVED—no more fasteners lost under bins, no more “short” 
packages. 


THE NEW RB&W LABEL 
is “eye=-dentifiable” 


Product picture aids “‘eye-dentification.” Dimensions printed 
EMPIRE in large figures, black on white (proved most legible combina- 











tion). New labels appear on side of small packages for greater 
display. Information is clear and complete. MONEY SAVED 
—through quick selection, fewer mistakes. 





103 Years Making Strong 
the Dishibulors That Make Emerica Strong 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY meee: 


Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 4 : >» QUALITY LINE 


Calif. Additional sales offices in: Philadelphia, Detroit, Chicago, Chattanooga, 
Oakland, Portland, Seattle. Distributors from coast to coast. 
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Pueblo, Colo. 


e W. E. Thew Pattern & Supply Co. 
Green Bay, Wis. ) 


© Taylor Parker Co., Inc. 
Danville, Va. 


e Standard Automotive Supply Co. 
Washington, D. C. 


@ Loewe Hardware Co. 
Cleveland, Ohio 


e H. Blumberg & Sons, Inc. 
Hempstead, N. Y. 


@ Clarke Saw & Machine Works 
Newark, N. J. 


@ Sierra Machinery Co. 
Reno, Nev. 


@ Auto Spring & Supply Co. 
Nacona, Texas 








QO =P -& a= em Am mM le 





go 











@ Wichita Supply Co. 
Wichita Falls, Texas 


@ Production Equipment Co. 
Piqua, Ohio 














Firm 
Address 
City & State 











NG SALES AND PROFITS 
LETE BURDOX LINE 


MAKE MORE WELDI 
WITH THE COMP 





Safety Equipment 


BURDOX 
. Thriftipak 
is F y ¥ v 
ARC WELDING ELECTRODES 
Steel, cast iron, bronze. 
In sturdy 18” tubes. 
GAS WELDING RODS 
Steel, bronze. 
In sturdy 36” tubes. 
HERE'S HOW YOU MAKE MORE 
MONEY ON “THRIFTIPAKS” 
@ INCREASE YOUR MARGIN OF PROFIT @ GET LARGER UNIT SALES 
@ ELIMINATE LOSS, DAMAGE, ERRORS @ REDUCE HANDLING COSTS 
Just think of all the ways Thriftipaks help you make more money on welding 
rods and electrodes. There’s no counting ...no weighing...no wrapping. FROM THE 
There’s no loss from broken or bent rods...there’s no going back and forth 
to rod stocks. Thriftipaks only need to be picked up to be sold...it’s quick, 
efficient, profitable! You make a larger unit of sale and your customers pre- 
fer to have these nationally advertised welding rods in handy, labeled, easily 
stored packages. Write for literature and prices today! Burdox welding rods 1923 1938 
and electrodes are also available in 50 and 100 Ib. bundles for large users. 
THE BURDETT OXYGEN CO. CLEVELAND 14, OHIO 25 YEARS AGO 
oan - The City of Cleveland was selected 
a T OXYGEN CO. 
3328 Lokeside Sana areend 14, Ohio as the place for the 1924 mill supply 
Please send full details on Burdox Thriftipaks: conventions—a triple get-together of 
Nome the Southern Supply & Machinery 
Dealers’ Association, the National 
Supply & Machinery Dealers’ Associa- 
tion and the Amcrican Supply & Ma- 
chinery Manufacturers’ Association. 
The dates decided upon were Mon- 
day, Tuesday, and Wednesday, May 
19, 20 and 21. 

Modern steel shelving and storage 
bins, with standardized, interchange- 
able parts, had begun to displace hard-: 
wood in mill supply warehouses and 
stock areas. 

Frank Farrington had soft words 

for the mill supply salesman dissatis- 
/ fied with the amount of business he 
f was getting. “Make Your Territory 


Extra-Flex 


Welding Cable r\ 
y 


More Profitable”, Mr. Farrington ad- 
vised in his department on Successful 
Salesmanship. 

Availability of cheap power had 


2s eet P ° 
Through this one source of supply you m caused the center of the textile indus- 





all requirements for wel 


ting accessories and pr 
... making three sales 


National advertising | 
the right price make i 


Are you cashing in on 


ding 


equipment, cut- 
otective equipment 
at the — 
. +7 t 
plus highest quality a 
it easy to sell BURDOX. Portable 
this opportunity? Cylinder Trucks 
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try to migrate southward—with 
Southern mills beginning to rival the 
New England plants both in output 
and quality of product. 

Gene Stratton-Porter, novelist and 
author of magazine articles, was found 








to be the same Gene Stratton-Porter 
who presided at the annual mectings 
of Kendallville Broom & Brush Co., 
distributors of mill supplies and in- 
dustrial equipment in Indiana. “‘As 
to my conception of a woman’s place 
in the industrial world,” Mrs. Stratton- 
Porter was quoted, “it is my firm con- 
viction that the real place of a woman 
is in her own home scrupulously using 
brushes and brooms in order that 
cleanliness may be closely allied with 
godliness.” Hear, hear. 


10 YEARS AGO 


H. K. “Tony” Clark, general sales 
manager, The Norton Co., Worces- 
ter, Mass., speaking before the Central 
States meeting in Chicago, was of 
opinion that only a broad, thorough 
study of distribution, by experts, 
would provide the knowledge needed 
to place the industry’s future on a 
sound basis. 

Production-wise, steel was hitting a 
consistent 60-percent-of-capacity level; 
the motor industry was striving to pro- 
duce a million cars for the year; con- 
struction, in the month before, had 
hit its highest level since March, 1931. 

Neill-La Vielle Supply Co.’s seven 
booths at the Purchasing Agents’ 
Show in Louisville, Ky., won prizes 
for the best general and the most in- 
structive exhibits. 

The Sales Indicator of supply sales 
across the country touched its high 
mark for the year in October at 91, 
seven points above the figure reported 
for September. 

G. W. Hartfield got together with 


EF. E. Healy to organize the Hartfield- —— . . ai 
Healy Supply Co. in Buffalo, N. Y. This isn’t cockeyed arithmetic .. . it just 


Both veterans in the industrial supply means that an initial order for “American 
business, Mr. Hartfield would direct Swiss” Swiss-Pattern Files usually results in 


the activity of the new company while automatic repeat orders. 


Mr. Healy would continue as a manu- : 
facturers’ agent throughout western It’s proven by our order records. You can 


New York. prove it for yourself ... by introducing these 
fast-cutting, long-wearing precision tools to 
your trade . . . wherever accurate, intricate, 
precision filing work is to be done. 

The “American Swiss” Catalog explains the 
reasons . . . besides listing and illustrating 
more than 3000 different shapes, cuts and 
sizes of this extensive line. Write for copy 
today. 


AMERICAN SWISS FILE & TOOL CO. 
410 Trumbull St. Elizabeth 1, N. J. 


MNCUCEGN SWISS Ke* 
frok 
cet in it'your wee ito tee | PONY RSME Nd 
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wuere STEEL 


IS folded }INTO CHAIN 


STAMPINGS cut from strip steel, 
stainless steel, brass, aluminum or Monel are 
fed—one by one—into a machine which folds 
each one into a chain link, producing a 
continuous chain of flat link type. In the 
smaller sizes, the whole operation is faster 
than the eye can follow. . 


This flat link chain has many uses. 
AMERICAN CHAIN makes it in tensile 
strengths from 60 to 3000 pounds. 


American Chain offers you all types 
of electric welded or forge welded 
chain—weldless chain made of 
wire or stampings —a complete 
line of fittings, attachments and 
assemblies—cotter pins— 
hooks—repair links. 


<a 


SELL AMERICAN — THE COMPLETE CHAIN LINE 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


o In Business for Your Safety 
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Nov. 29-Dec. 4—National Exposition 
of Power & Mechanical Engineer- 
ing, New York. 


1949 


Jan. 10-14—National Materials Han- 
dling Exposition, Convention Hall, 
Philadelphia. 


Jan. 13—Southern & American Asso- 
ciations, Industrial Distribution 
Forum, Biloxi, Miss. 


Jan. 14—Southern Supply & Distribu- 


tors Association, Annual Mid-Year 
Meeting, Biloxi, Miss. 


Jan. 24-28—International Heating & 
Ventilating Exposition, Chicago, 
Til. 


Mar. 21-25—International Exposition 
of Textile Machinery, Equipment 
& Supplies, New York City. 


Mar. 29-Apr. 1—International Light- 
ing Exposition, Stevens Hotel, Chi- 
cago. 


Apr. 25-27—Triple Mill Supply Con- 
vention, Cleveland, Ohio 


Apr. 25-29—Third Southern Machin- 
ery & Metals Exposition, Atlanta, 
Ga. 


May 2-7—International Textile In- 
dustries Exposition, New York 
City. 


May 2-13—British Industries Fair, 
London, Birmingham. 


May 10-12—American Management 
Association, Packaging Convention, 
Atlantic City. 


Sept. 19-22—Allied Railway Supply 
Association, Sherman Hotel, Chi- 
cago. 


Oct. 31-Nov. 4—National Safety Con- 
gress Exposition. Chicago. 








OBITUARIES 


Arthur H. Wyman 
Allis-Chalmers Manager 





Arthur H. Wyman, 65, manager of | 


Allis-Chalmers general machinery dis- 


trict sales office at Cleveland, Ohio | 


since 1925, died on October 5 in 
Cleveland. 


Mr. Wyman had been associated | 


with Allis-Chalmers since his gradua- 
tion in 1906 from Iowa State College 
with a mechanical engineering degree. 
Prior to becoming manager of the 


Cleveland office, he had served suc- | 


cessively as manager of the company’s 
Duluth, Minn., Los Angeles, Calif., 
and Salt Lake City, Utah offices. 


His affiliations included the Cleve- | 


iand Engineering Society, the Ohio 
Professional Engineers, the Electrical 
League of Cleveland, and the Asso- 
ciation of Iron & Steel Engineers. 


William Marcus Olsen, 
Lamson & Sessions Manager 


William Marcus Olsen, western dis- 
trict sales manager for the Lamson & 
Sessions Co., with headquarters in 
Chicago, died on October 5. He was 
53. 


MALE FlExiace 
SHAFT GRINDERS 





Continuous 
Profits on 


Matlk PORTABLE 


POWER 


Tools 


Our complete advertising and merchandising assistance starts Mall 
Portable Power Tools moving right away: 


% Live leads from our national advertising in the Saturday 
Evening Post, Colliers, Popular Mechanics and leading trade 


papers 


% Window and counter displays in color 


% Mailing pieces and circulars 


% Missionary work with salesmen 


The demand for Mall Tools is ever increasing, so write TODAY for com- 
plete information on dealer discounts and list prices. 


His association with the company | 


dated from 1912, when he joined the 
office force of the Kirk-Latty Co., later 
a unit in the Lamson & Sessions group- 
ing. He transferred to the 


sales | 


department. For a number of years | 
before going to Chicago he was man- | 


ager of the Detroit sales office. 
Surviving are his wife, three sons 
and his mother. 


Arnold Gregory-Allen, 
Ducommun Metals & Supply 


Arnold Gregory-Allen, auditor of 
the Docummun Metals & Supply Co., 
Los Angeles, died suddenly on Octo- 
ber 22 of a heart attack. 

He was born in Ontario, Can., in 
1901, and he started work with the 
company in 1924, in the accounting 
department. Surviving are his wife 
and a daughter. 


Mathew R. Rosse, 
Colorado Fuel & Iron Corp. 


Matthew R. Rosse died at the 
Mountainside Hospital on October 7 
at the age of 50 years. 

At the time of his death he was ex- 
port manager of The Colorado Fuel & 
Iron Corp. He was associated with 
the exportation of steel products and 
industrial equipment for 25 years. 


withstand continuous use. . . 


it easy to operate .. . 


This portable electric tool has power to speed the 


bit through the toughest materials .. . 
and adaptability to fit every kind of 
drilling job. Its lightweight, compact design and trigger switch make 
convenient to handle. There is a model with the 
correct capacity, torque and speed to fit every requirement. 


Mall Tool Company « 7802 South Chicago Ave « Chicago 


A Complete Line of Portable Power Tools for Industry 


Mahe "iinrt® Grinder. 
ES SHAFT Ss 
Take weight of motor out of hands of operator— 
allowing a larger, more powerful, totally enclosed 
motor . . . lightweight vibration-free working 
tools. Direct Drive, Countershaft, and Geared 
Head models are available with attachments for 
GRINDING, DISC SANDING, WIRE BRUSH- 
ING, POLISHING and DRILLNG. Special swivel 
detail on spindles and flexible shaft housing speed 
tool changing. Caster base or overhead trolley 
mounting carries unit anywhere in the shop. 


stamina to 








INDUSTRIAL DISTRIBUTION ¢ 


(fam 


DECEMBER, 1948 








| It raised 


Du Pont 
‘High 


For high strength at low cost 
... look into Cordura*™ 


“One of the greatest developments in hose 
manufacture in many years!” That's what one 
of the world’s largest makers of hose says 
about Du Pont “Cordura” High Tenacity 
Rayon. 


Industrial hose can be made lighter, yet 
with far greater resistance to flexing and strain. 
Safety factors can be well-nigh doubled. 


And “Cordura”-reinforced garden hose is 


for RAYON .... for NYLON 
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yet 
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> 1S 


so durable that a leading merchandiser backs 
it with a ten-year guarantee. 
Manfacturing costs are reduced . . . quality 
improved ... with Du Pont “Cordura” High 
Tenacity Rayon. While you might expect to 
pay a premium for “Cordura” advantages, it 
works the other way because you get so much 
strength from so little! 
Can your customers use “Cordura” to im- 
prove an article they make? Du Pont will 
be glad to furnish detailed information about 
“Cordura” High Tenacity Rayon. 
Can your customers use @ product improved 


with “Cordura”? They—or you—can write 
Du Pont for data on the type of product in 
which they are interested. 

Rayon Division, E. I. du Pont de Nemours 
& Co. (Inc.), Wilminywon 98, Delaware. 


*pEG. U.S. PAT. OFF. 


aU POND 


BETTER THINGS FOR BETTER LIVING 
.. «THROUGH CHEMISTRY 


... for FIBERS to come... look to DU PONT 
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E. T. Scott, Manager 
Templeton, Kenly & Co. 


Eugene T. Scott, 35, former sales 
manager of Templeton, Kenly & Co., 
Chicago, died on September 30 at his 
home in Hinsdale, Ill. 

Ill health caused his retirement from 
active duty with the company early 
in 1948, although he had continued 
to serve on the board of directors. 

Mr. Scott is survived by his widow 
and a daughter. 








Wells No. 8 
with wet cutting 
system 


You'll get the job done faster with a Wells Band Saw 
because the cutting action is continuous. There is no 
wasted motion. Service records in hundreds of lead- 
ing plants prove that Wells Saws reduce cutting time, 
yet they are versatile and economical. Ask your 
dealer for a demonstration or write direct. 


- ‘ 
Specifications —Wells No. 8 


CAPACITY: Rectangular. ..... o 3 8” x 16” D. A. Hutchison 
Special Guides . . 2... 5s 6 « . 5° 28’ 
Se ee Hutchison To Head Sales 

MR + Gs se ee eee’ eo ORS ee DC. At Sterling Tool Products 

SPEEDS ... . . . . Selective; 60, 90, 130 feet per minute 

WEIGHT ........ .. . . Approximately 665 pounds | D. A. Hutchison has been named 

4 | general sales manager of Sterling Tool 

Products Co., manufacturers of port- 

able sanding machines in Chicago, 

Ill. 

Mr. Hutchison, who formerly was 

assistant sales manager, succeeds J. A. 

Proven, who recently resigned. 

The revolution- H. P. Gangwer, comptroller of the 


ary new Wells firm, has been named vice-president. 
No. 12 features ; P 


anautomatic hydraulically controlled 


cutting cycle and controlled blade . | Pidgeon-Thomas Iron Co. 
pressure. It will handle rectangular és 


shapes up to 12”x 16” and rounds to Promotes Robert Riggins 
1234” O.D. It operates at selective 


speeds of 60, 90 and 150 ft. per minute. Robert Riggins has been promoted 
to salesman for central Arkansas by 
the Pidgeon-Thomas Iron Co. For- 
merly, he was city salesman and has 


Products by Wells are Practical been with the firm for the past 10 


years. 
ME TAL CU T T I wG Robert Bolding and Richard Maury, 
salesmen at Pidgeon-Thomas recently 
E & N D S A W Ss attended the Armco Steel Corp. train 
WELLS MANUFACTURING CORPORATION ing school at Middletown, Ohio and 
606 ADAMS ST. ° THREE RIVERS, MICH. Butler, Pa. 
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John H. Dodge 


J. H. Dodge Retires 
From Lowell Wrench Co. 


John H. Dodge, president and treas- 
urer of the Lowell Wrench Co. of 
Worcester Mass., has retired from 
the company after 43 years of service. 
He is succeeded by his son, John S. 
Dodge. Mr. Dodge has been president 
since the company’s incorporation, and 
general manager since 1914. 

Under his guidance the company 
has grown from a small three-man 
shop to a thriving concern doing busi- 
ness throughout the world. 

John S. Dodge returns to Lowell 
following service with Graton & 
Knight Co., Worcester, and for the 
past 10 years as New England repre- 
sentative of American Screw Co., 
Providence, R. I. 


Choctaw, Inc. 
Enters Supply Business 


Choctaw, Inc., Memphis, Tenn., 
for more than 25 years a mid-South 
distributor of construction and indus- 
trial machinery and a manufacturer 
of concrete sewer pipe and culvert 
pipe, recently entered the mill supply 
business. 

O. H. Miller, president of Choctaw, 
reports that the company has estab- 
lished a complete new department for 
the handling of industrial mill supply 
items, and will carry comprehensive 
stocks of light and heavy hardware, 
chain and fittings, tools, hand and 
power supplies. 

Berry Temple, who has been with 
the firm for twelve years, is the man- 
ager of the new department. 

The Choctaw firm offices and plants 
cover 18 acres in Memphis. They also 
operate manufacturing plants in Little 
Rock, Ark., and Greenwood and 
Columbus, Miss. Industrial supplies 
will be stocked only at the Memphis 
plant. 


This beats a magic carpet! 





Air Express can bring you supplies and equipment from 
any U.S. point—overnight. And that’s better than old- 
style magic! Air Express is the fastest way you can find 
to ship or receive. No delays, because shipments go on 
every flight of the Scheduled Airlines. 

What’s more you get special door-to-door service at no 
extra cost. With low Air Express rates, you caa use this 
fastest service as a regular procedure. Let Air Express 
keep your business running fast—and smoothly. 


Specify Air Express-Worlds fastest Shipping Service 


e Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. 


Moves on all flights of all Scheduled Airlines. 
e Air-rail between 22,000 off-airline offices. 


True case history: Rubber equipment users regularly get replacement 
parts by Air Express so machines won’t stand idle. Recent shipment: 
102-lb. carton pickéd up 5 p.m. the 18th in Noblesville, Ind. Air-rail 
to Dallas, delivered 9 a.m. following day. 799 miles, total cost only 
$26.78. Any distance inexpensive, too. Phone local Air Express 
Division, Railway Express Agency, for fast shipping action. 





Rates include pick-up and delivery door 
to door in all principal towns and cities 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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“Our 44 salesmen received invaluable sales help 
from the Dayton Information Program”... 


Says Henry Ernstrom, 


r toes PRET 2 2idt 'c eBb TB, [754° 
eet 0) Rit |< SB8YE Dj % 
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MORE REASONS WHY 
YOU'LL DO BETTER WITH 


Dayton 


1. It’s the complete V-Belt 
line. 


2. V-Belt quality unsut- 
passed. 


3. Packaged for low-cost 
handling. 


4. Most complete catalog in 
field. 


5, Factory-trained engineers 
in your territory. 


6. Advertising and sales pro- 
motion helps for you. 


7. Strategically - located 
warehouses to back you up. 


8. Dayton’s reputation as 
the world’s largest manujac- 
turer of V-Belts. 


Sales Manager, J. E. Haseltine & Co., Portland, Oregon 


“Dayton V-Belts are one of our major door openers. They give 
us entry to sell allied merchandise. It's vital that our men be thor- 
oughly grounded on how to sell them. Your Dayton Information 
Program does the job excellently. | know it will pay off in more 
and better sales for all of us,” continued Mr. Ernstrom. 


@ Sound, usable product infor- 
mation is a “must” for every sales 
organization. It is especially nec- 
essary when territories are large 
and the sales force far-flung. 
Take J. E. Haseltine & Co., 
Dayton Distributor with head- 
quarters in Portland, Ore. This 
organization covers one million, 
one hundred thousand square 
miles in the Pacific Northwest 
and Alaska. Some of their 44 
men are located as far as 600 
miles from the home office. 
Through the Dayton Informa- 
tion Program, these men re- 
ceived the sales knowledge they 
needed. Through movies, slides, 
and other fast-moving materials, 
they were given meaty informa- 
tion on how to sell Dayton 
V-Belts. 
More than that, they were given 
sales tips to enable them to use 


Dayton V-Belts to increase their 
sales of other products. 
Already more than 450 Mill 
Supply and Industrial Jobbers 
have called the Dayton Informa- 
tion Program the best they’ve 
ever seen. Almost 2,000 sales- 
men have found it a stimulant, 
not only to their V-Belt sales, 
but for other products. 
Whether your sales force con- 
sists of 5 or 50...inside men 
or out...the Dayton Information 
Program will increase your sales. 
We will be glad to schedule this 
program for you. Write or call 
your Dayton District Office now. 
Distributors: This Dayton 
Information Program is one 
reason why you'll do better with 
Dayton. Others are listed on the 
left. If you are not already a 
Dayton Distributor write today 
to Dayton Rubber, Dayton 1, Ohio. 


form 
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Dayton Hudsbar 


THE MARK OF TECHNICAL EXCELLENCE (6 NATURAL AND SYNTHETIC RUBBER 
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Coffing Names McGrath 
D. E. McGrath 


Aid to Sales * Manager 


D. E. McGrath has been appointed 
assistant to the general sales manager 
of the Coffing Hoist Co., Danville, 
Ill. Mr. McGrath has an extensive, and 
in several ways unusual, background 
in heavy construction, building, main- 
tenance and equipment service fields. 

He was instrumental in organizing 
the Illinois Power Engineers’ Confer- 
ence and was its first president. Meet- 
ing in many cities, the conference’s 
programs in plants and industry gener- 
ally, featuring the interchange of in- 
formation and of outstanding speakers 
on engineering subjects, was a consid- 
erable factor in the lowering of operat- 
ing and maintenance costs in many 
industrial and public plants. 

Mr. McGrath is author of many ar- 
ticles published in national, trade and 
educational journals. 





BELT DATA and specifications receive 
a double check from Kyle Dills and 
Paul Ott of C. M. McClung & Co., 


Knoxville, Tenn. 








he 
Hicing-in with “General” 


You're darn right I’m tieing-in with “General”. [’d 
be missing a good bet if I didn’t. They have every- 
thing my customers are looking for in small gas 
engine driven generating sets, from 300 to 2000 
watts, both AC and DC. And, “General’s” nation- 
wide advertising campaign is sure going to keep my 
register ringing. 


Just take a look at these 10 features and you'll 
know why “General” rings the bell with me. 


Mister, if you’re out to increase your sales, 
here’s the line that belongs on your shelves. 
Sit right down and write to: 


General Lighting Products 
Dept. ID, 243 Canal Street 
New York; N. Y. 
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CASH IN ON THE COFFING TWINS! 
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COFFING HOIST-JACK 


Placed on the market just three short months 


Weighs only 23 Ibs. . : ° ° . 
abi. amade ago, this brand new Hoist-Jack is finding cus- 





nents — tomers in virtually every industry. It does so 
rhage many lift, pull or stretch jobs, and does them 


faster, safer and more easily, that it almost 
sells on sight. 
Scores of Markets It's portable, it operates with or without stand, 
EOS ASED CASTERS has 2000 lbs. capacity and is tested to 100% 
AUTOMOTIVE REPAIR a 
METAL WORKING overload. Can be used as a Jack with heavy 
CONSTRUCTION machinery, as a hoist in repair and assembly 
RAILROADS — WAREHOUSES shops, or to stretch cable or bind loads. Backed 
MINES — FARM FIELD by Coffing’s big, national advertising drive, 
the Hoist-Jack is priced for quick sales, fast 
turnover and good profits! 

















the Amazing 
“MIGHTY MIDGET” PULLER 











Just as new, just as potent for sales is the 614 

lb. Puller that handles a 500 lb. load with SELL The “MIDGET” 
only 28 lbs. of effort! Makes scores of pulling NOW Inallthese markets 
jobs go easier, safer and faster. So small it UTILITIES 
slips into any tool box or onto the tool belt. SHOPS and PLANTS 
Two-way handle serves as lever or high GARAGES 
speed crank. WELDING SHOPS 
Your customers will use it for tightening wire; 
lifting machinery or material; holding repair MAINTENANCE 
work in place; loading, tightening belts and MACHINE SHOPS 
scores of other jobs. 

















Plus / Extra Sales, Extra Profits for You with the Com- 
plete Coffing Hoist Line. 

SAFETY-PULL RATCHET LEVER HOISTS e ELECTRIC 

HOISTS e SPUR GEAR HOISTS e DIFFERENTIAL 

CHAIN HOISTS e LOAD BINDERS e TROLLEYS 


Write today — for complete information on prices, discounts and sales helps. 
Get the full benefit of Coffing’s expanded promotion drive. 


COFFING HOIST COMPANY 











DANVILLE, ILLINOIS 





INDUSTRIAL DISTRIBUTION © DECEMBER, 1948 








F. A. Maskell 


New York Belting & Packing 
Names Maskell To Sales 


I’. A. Maskell has been appointed 
sales representative of the New York 
Belting & Packing Co. He will cover 
the states of Colorado, Utah, Arizona, 
and New Mexico. He will make his 
headquarters in Salt Lake City. 

Prior to joining New York Belting 
& Packing, Mr. Maskell spent eighteen 
years in various executive capacities 
with Sioux City Iron Company of 
Sioux City, lowa, and Hendrie and 
Bolthoff Company of Denver. 


Keystoners Gather 
For Their First Meeting 


The first meeting of the Keystoners 
for the 1948-1949 season at the Spring 
Haven Country Club, Springfield, 
Delaware County, Pa. saw more than 
50 percent of the membership in at 
tendance. 

New officers elected at the group's 
June meeting were installed. ‘They in- 
clude: R. S$. Trimble, Simonds Abra- 
sive Co., president; R. D. Casey, Lam- 
son Sessions Co., vice-president; H. M. 
Easton, National Twist Drill Co., sec- 
retary; and Geo. L. Moran, Abrasive 
Products Inc., treasurer. 

The new Founders Trophy, awarded 
for low gross, was won by Mike Greene 
of Simonds Abrasive with a score of 80. 
The President’s Cup for the low net 
was shared by Ben Butterfield of 
Greenfield Tap & Die Co. and Leroy 
K. Behr of the Norton Co. 


H. M. Harper Co. 
Moves To New Quarters 


The H. M. Harper Co. of Morton 
Grove, IIl., sts wether of fasten- 
ings, has installed itself in its new ad- 
dress at Oakton Street and Lehigh 
Avenue in Morton Grove. Formerly, 
the plant was located at Fletcher 
Street inside Chicago’s city limits. 
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FIT INTO THIS PICTURE? 





William J. Carney 




































x - Carney To Head Sales 4 | 
At Hines Division PROPELLER-FAN TYPE DE LUXE UNIT PROPELLER 
UNIT HEATERS UNIT HEATERS BLOWERS FANS 
d & William J. Carney has been named y | | ) 
k sales manager of the engincered fabri- 
Oy cation division of Edward Hines Lum- 
—— ber Co., Chicago. Mr. Carney will INDUSTRIAL MACHATES SMR SESUPLY DISTRIBUTORS 
is work with James Otis, manager of 
' sales of prefabricated shelving; and 
ig E.. V. Nottingham, sales engineer in 
nn - the sales of wood products, wood sub- 
es assemblies and heavy timber prefabri- 
of cation for bridges, towers and other 
id large structures. 
Mr. Carney previously was associ- THE HERMAN neL_son CORPORATION 
ated with Stevenson, Jordan and Har- 
rison, Inc., management consultants. Sell Comfort 
; Black Mfg. Co. and Health at a Profit 
ng Builds New Plant Industrial plants throughout the country are continually in the 
” The Black Mfg. Co. has started the market for products which will provide better comfort and 
an construction of a new manufacturing : ; ; 
al plant located at Parkton, Md. health for their personnel. You as an Industrial Machinery and 
: The firm requires additional floor Supply Distributor are the logical supplier. The Herman Nelson 
ps space, due to the rapidly expanding . a : 
in- line of paint spraying equipment, the Corporation manufactures an extensive line of heating and 
yra- latest addition being a complete linc ventilating products for this comfort and health market. If you 
li- at . » dacitone _ a | 
M. . agree ey, seat designed specifically are interested in a profitable franchise for the sale of these 
i or paint spraying. 
sec products, fill in and mail the coupon below. 
sve 


Buy 


oa : | MAIL 
80. ) Christmas TODAY 
net fae Seals 
of THE HERMAN NELSON CORPORATION 





Moline, Illinois 


I'm interested! Please send, without obligation on 
(P.) our part, details concerning Herman Nelson's new « 
and profitable Franchise for Distributors! 


TOY 


Firm Name _ 
rton 
ten- 
» ad- 
high 
erly, 
cher 


Address 
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BETTER PERFORMANCE 


STARTS AT THE HEART 
OFA 


















The “heart” of a Hein-Werner Jack is its Heinite Piston, 


proven by actual tests to withstand ten times the wear of 





conventional cups or packings. Completely engineered and 





manufactured in our own plant, the exclusive Heinite Piston 





is your customers’ guarantee of maximum operating 





efficiency in every Hein- Werner Hydraulic Jack. 





MEETS YOUR CUSTOMERS’ NEEDS FOR HYDRAULIC PRESSURE UP TO 100 TONS 





Your customers will find many time and labor-saving uses 
for Hein-Werner Hydraulic Jacks. For maintenance, conver- 
sion or production line operations, these hydraulic jacks are 
efficient for pressing gears, pinions or bushings—or for 
helping to shift heavy machinery, move heavy stock, or 
other load-lifting operations up to 100 tons. Every Hein- 
Werner Jack is tested at 1% times its rated capacity. 











Made in models of 11/2, 3, 5, 8, 12, 20, 
30, 50 and 100 tons capacity. Write for 


Hj Memer 


HEIN-WERNER CORPORATION 


WAU KESHAe WISCONSIN 






YVYORMME “nines 














INDUSTRIAL DISTRIBUTION © DECEMBER, 1948 






ONE DISTRIBUTOR’S loss was an- 
other’s gain in the case of L. G. Smith, 
who was with the industrial supplies 
department of Columbus Iron Works, 
Columbus, Ga. before his present job 
in the telephone order department at 
Pye-Barker Supply Co., Atlanta, Ga. 





Strong, Carlisle & Hammond 
Opens New Parking Lot 


l’or the convenience of customers 
who have had difficulty in parking 
their cars or light trucks, Strong, 
Carlisle & Hammond Co., of Cleve- 
land, recently opened a new parking 
lot just north of the firm’s main store 
on West 3rd Street. The lot is for 
customer use while picking up mer- 
chandise at the “Will Call” desk. 

Heavy trucks, of course, will con- 
tinue to use any one of the six en- 
trances to the shipping and receiving 
dock, located just south of the en- 
trance to the main store. 


Manning, Maxwell & Moore 
Moves Atlanta Office 


Manning, Maxwell & Moore, Inc., 
Shaw-Box crane and hoist division, has 
moved its Atlanta, Ga., office from the 
Candler Building to its new office at 
500 Piedmont Ave., N. E. 

F. J. Hartley, district manager, will 
cover Georgia and Florida, while L. S. 
Guthrie will make his headquarters at 
Charlotte, N. C., and J. L. Billmeicr 
will be at Birmingham, Ala. 















SETTLED in their new location are 
Jack Swanson, sales manager; V. E. En 
holm, treasurer; Barney Watson, cit\ 
sales and D. E. Thomas, president, all 
of Central Supply & Rubber Co., 
Omaha. 





Th > |! 





WHEN A QUESTION crops up as to 
the best product for a particular job, 
H. C. Bush and M. Hugh Smith of 
Lovett & Tharpe Hardware Co., Dub- 
lin, Ga., consult the catalog. 





Allegheny Ludlum Steel 
Stages Open House 


Almost 40,000 persons were guests 
of Allegheny Ludlum Steel Corp. re- 
cently as residents of plant communi- 
ties and some 200 customer companies 
joined the management and employees 
of plants at Dunkirk, N. Y., and West 
Leechburg, Pa. in staging simultaneous 
open house programs and anniversary 
celebrations. The visitors represented 
crowds more than twice the total pop- 
ulation of the communities, indicating 
the high success of the firm’s “Open 
House” techniques. 

Among the new devices tried under 
the program were: (a) Turning a 
commercial open house into a com- 
munity-wide celebration (b) running 
a formal metals exhibition in conjunc- 
tion with the open house and (c) in- 
viting stockholders to attend, wearing 
armband identifications. 

The occasion was used to give resi- 
dents of the several communities in- 
volved the best possible reasons for 
cooperating in the program, tying it 
in with the 40th Anniversary of the 
Dunkirk plant and the 50th Anni- 
versary of the plant at West Leech- 
burg. The Boroughs of West Leech- 
burg and Leechburg cooperated in 
building up enthusiasm for the pro- 
gram in a number of ways. 

To start the day right, the Borough 
Councils took official action to declare 
holidays and urge community support 
~and even covered the parking meters 
and waived the one hour parking re- 
strictions. 

Volunteer firemen and members of 
local civic clubs served as special traffic 
police, and Boy and Girl Scouts served 
as sidewalk traffic police, directing 
visitors to points where busses loaded 
plant visitors. The merchants contrib- 
uted to the holiday spirit by a vote to 
close their stores so that everyone 
could participate in the celebration, 
and the schools, though they didn’t 
close down, declared the “open house” 
a part of school work. “Classes” were 





GRIFFIN 
f Molybdenum High Speed Steel Blades \ 


A special Griffin tempering process gives these 
molybdenum steel blades a toughness and break- 
resistance that makes them the most economical buy 





you can find for production metal-sawing. Their 


keen, hard teeth will cut through any alloy except a 


few of the very hardest. In hand and power sizes at 
your local Griffin distributor's. 


A GRIFFIN BLADE FOR EVERY METAL-CUTTING SERVICE 


GRIFFIN HIGH SPEED STEEL . . . For cutting toughest alloys—stain- 
less, chrome, nickel, etc. Power and hand sizes. 


GRIFFIN SOFT CENTER . . . Most economical general purpose hand 
saw blade: Exclusive with Griffin. Hardest teeth, hard back, soft 
but TOUGH center. 


GRIFFIN NON-STRIP . . . A specially tempered hand blade for 
cutting thinnest sheet and tubing without tooth breakage. 


Latest Griffin Hack Saw Price List on request. 


General Sales Agent 


JOHN H. GRAHAM & CO. INC. 
L 105 Duane St., New York 8, N. Y. 











MADE BY G. W. GRIFFIN CO., FRANKLIN, N. H. @ SINCE 1880 
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conducted through the plant by their ? 
teachers, with each student preparing 
a theme on the most interesting thing 
he saw during the tour. 
Bands from the two high schools, 
and the firemen band, made music at 
I the plant and in the town and women’s 
=) OW E R T O Y O [ J LU clubs set up free “baby sitter” services 
in the churches to take care of small 
children while their parents toured 
Philadelphia, Pa. No matter how small — power the plant. ‘Ihe merchants, of course, 
leaks are costly. That’s why Belmont takes such installed street decorations and win- 
minute care in the construction of all Belmont dow exhibits, and newspapers gave out- 
Packings. standing editorial and news support 
to the program. 
Take Belmont 319, for example. Only the finest The program itself was divided into 
quality rubber frictioned duck is used. The three parts. First, exhibits were in- 
hollow center provides a point of least resistance stalled at the entrance depicting the Haj 
for contraction and expansion. It serves to keep world-wide scope of raw materials used a) 
friction at a minimum, since the packing tends in production of the plant’s steels. Per 
to “breathe” towards the “hole” as varying Second, plant tours were arranged to Tl 
pressures are exerted upon it in the stuffing box. permit visitors to follow the progress has 
The construction of Belmont 9 permits the com- of the metal from the time it entered as a 
sgl nye yale sl: is me the plant, through its various refine- pora 
BELMONT 319 bination of two distinctive materials nh. mere | 
; ment and finishing processes to the ware 
Hollow Center Packing integral packing. The rubber and duck channe shivpi cotetel a fal 
. nineteen: shipping department. vere, ship Erie 
For low and intermediate steam; hot Cts GS a wiper and also sib cntong . Wey ments were on display to show the ter” 
; i hread stitching prevents material dis- 7 On dISpla! er 
and cold water rods and plungers; The linen t er | . world-wide distribution of the prod- M 
steam hammers and elevator plungers. placement and buckling so frequently experi- ucts, Third, with the cooperation of bisin 
enced in unstitched packings of this type approximately 100 companies at each dust 
plant, formal exhibits of products tion 
made from company steels were on 7 
display. This was accomplished by ing 
assigning booths to cooperating com- spac 
panics. Those cooperating installed, cour 
under plant supervision for purposes well 
of color scheme and layout, and fabr. 
manned their exhibits. up 
Visitors received illustrated tour com 
Soe booklets describing the high points of cars 
<p the tours and guides were stationed tane 
; at every operation to answer questions. furtl 
The tours were broken about midway at ai 
with refreshment stands. 
One result of the tours that merits Osk 
Belmont Advertising works for every BELMONT DIS- mention was the effect on production Der 
TRIBUTOR. It is designed to create better Buyer- in the plants while they were im - 
Distributor relationship. Each and every sales message progress. Increases in output in the A 
instructs the reader to consult the local Belmont Dis- various departments ranged from 25 offer 
tributor when Packings are required. to 200 percent. co 
meta 
Belmont Advertising appears in Power, Operating En- — ee — ing F 
gineer, Power Generation, Industry & Power, Southern - ne 
Power & Industry, Mill & Factory and leading catalogs. . plan 
Belmont Advertising creates demand for Belmont Pack- - : . _ 
ings by promoting the extra values in the Belmont line. BELMONT 9 Pye he qT 
, Special Hydraulic Channel Flax : ‘ : 
It develops definite sales leads and directs the reader Nr all tenlenite sonihaen teams tow ‘ do 
to the BELMONT DISTRIBUTOR. pressure to extreme heavy duty, hot : , fe ers 1 
and cold water. . of pe 
cate 
the 
THERE’S A BELMONT PACKING FOR EVERY SERVICE es. —- 
iN) 
avail; 
Steam, Water, Oil, Rings, Spirals, Coils, dem 
Gas, Air, Acids, Reels, Spools, Sheets, ; duct: 
Alkalies, Ammonia Gaskets. —— owe 
Seco THE NEW MANAGER of sales at displ 
THE BELMONT PACKING & RUBBER COMPANY Poe — i nate . - paint 
BUTLER AND SEPVIVA STREETS ¢ PHILADELPHIA 37, PA. ch gan ormerly manager of the ‘shin 
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THE SHOW WINDOWS of the new 
Hajoca branch in Philadelphia extend 
for 200 feet along widcly traveled West 
Erie Avenue. 


Hajoca Adds To 
Personnel And Facilities 


The Hacoca Corp. of Philadelphia 
has appointed Edward C. Hoeflich 
as advertising manager, and the cor- 
poration has opened a new branch 
warehouse and sales office at 225 West 
Frie Avenue, in the “geographic cen- 
ter” of Philadelphia. 

Mr. Hoeflich will direct the adver- 
tising for the plumbing, heating, in- 
dustrial and newly-created refrigera- 
tion divisions of the company. 

The firm’s new Philadelphia build- 
ing contains 124,000 sq. ft. of floor 
space housing offices, display rooms, 
counter facilities and warehouse, as 
well as a completely modern pipe 
fabricating plant capable of handling 
up to 24-in. diameter pipe, and the 
company printing plant. Seven freight 
cars may be loaded or unloaded simul- 
taneously within the building with 
further accommodations for two cars 
at an outside platform. 


Osborn Mfg. Installs 
Demonstration Room 


A sales demonstration room which 
offers a variety of operating equipment 
for demonstrating many phases of 
metal cleaning, polishing and deburr- 
ing at variable speeds, now is in opera- 
tion at the Cleveland headquarters 
plant of the Osborn Mfg. Co., manu- 
facturers of power-driven brushes and 
foundry equipment. 

The new room is expected to serve 
a double purpose; help solve custom- 
ers’ metal finishing problems by means 
of power-driven brushes; and help edu- 
cate distributors and their salesmen on 
the application possibilities of the 
firm’s products. 

Numerous pieces of equipment are 
available in the room, making possible 
demonstrations simulating actual pro- 
duction practices in the customers’ 
plant. In addition to this equipment 
the room is equipped with an elaborate 
display of Osborn maintenance and 
paint brushes and various types of pol- 
ishing, deburring and buffing wheels. 

















FOR INDUSTRIAL DISTRIBUTORS 


Competitive selling is coming 
to the front again and YOUR 
CATALOG... well planned... 
carefully compiled . . . properly 
printed .. . becomes a powerful 
force in your sales department. 


YOUR CATALOG must have 

Sales Punch... Accuracy... 

Quality ... Appearance. It must present Your Com- 

plete Line advantageously in order to influence buy- 
ing from YOU. 


Z 


YZ 





Planning a catalog requires the skill and “know- 
how” of experts. The Cuneo Catalog Department, 
long experienced in the compiling and printing of 
catalogs, is at your service. 





CATALOG 
DEPARTMENT 


ae Ya cONSIM 


CUNEO PRESS /ic. 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
CHICAGO @ PHILADELPHIA @ NEW YORK @ SAN FRANCISCO 


SINCE 1847 
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y Pot 


throughout, are 


Rw ee 


‘d. & 
Pots. Pend. 


“Hallowell” Solid Steel Collars, functionally 
precision-machined so faces run ooge d 
true . . . are also highly polished all over . 

cost less than common cast iron collars; 3” bore an 


proportioned 


Di they 
smaller 


are made from Solid Bar Stock and fitted with the one 
“Unbrako” Knurled Point Self-Locking Socket Set Screw... 
set screw that, once tightened, holds and stays tight, to make 
sure the collar won't shift on the shaft. “Hallowell” . 
“buy word” in shaft collars . . . available in a full range of 


sizes for 
IMMEDIATE DELIVERY 


Ask for the name and address of your nearest 
“Hallowell” Industrial Distributor 


OVER 45 YEARS IN BUSINESS 


JENKINTO 
CHICAGO DETROIT 





STANDARD PRESSED STEEL CO. 


WN, PENNSYLVANIA, BOX 519 
INDIANAPOLIS ST. LOUIS SAN FRANCISCO 





The Viking Pump Company 


supporting your sales plans by 
consistently using space in the 
following publications. Close to 


2 half million industrial minde 


readers of these magazines see 


Viking pumps displayed each Y : 


month. 


Viking 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1948 





To Help You In Selling 


VIKING ROTARY? 


d 


Butane-Propane News 
Chemical Engineering 
Diesel Power 

Food Industries 
Fueloil & Oil Heat 
Industrial Distribution 


Industrial Equipment 
News 


Industry & Power 
Machine Design 
Machinery 

Marine Engineering 
Milk Plant Monthly 
Milk Dealer 


PUMPS 


Advertising Appears Monthly in 
these publications 
Mi 


Mill & Factory 
Motorship 


National Butter & 
Cheese Journal 


National Cleaner & Dyer 


National Petroleum 
News 


National Provisioner 
Oil & Gas Journal 
Pacific Marine Review 
Petroleum World 
Power 

Product Engineering 


Railway Engineering & 
Maintenance 


Pump Company 
(@=Yelol a wel | 


lowa 


ROUND BELTING 
packaged for easy handling 


More and more belting manu- 
facturers and jobbers are find- 
ing it profitable to catalog and 
display H & B round leather 
belting—under their own label 
or H & B's. It is unsurpassed... 
for quality .. . for performance. 
To build a line of profitable 
round belting — write to: 


THE SHINGLE LEATHER Co. 


Himmelein 


& 
Bailey Div. Camden, N.J. 


1300 Wainut St. 

















-WHITNEY- 


LEVER PUNCHES 


Good business guaranteed 
when you sell this line 


WHITNEY Punches are the best known 
and most universally used on the market. 
There is a type to do any specific job— 
neater, quicker, and better. Applications 
are so wide and varied and the workman- 
ship and quality of our tools so reliable 
that users always get full satisfaction with 
whatever WHITNEY Punch they’ employ. 
Our service is prompt—returns are good. 


hand 
bench 
hammer 
square 
button 
flange 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 


* channel 

* angle iron 

¢ close corner 

° pw by round 
¢ skyligh 

° wavelleting tank 
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WHAT’S IN A NAME, say John 
Smith and William Jones of W. B. 
Green & Co., Inc. of Kingsport, Tenn. 
as they prepare a customer's order for 


shipping. 





Consumer Credit 
Expected To Decrease 


A slowing down of the increase in 
the outstanding volume of consumer 
credit is expected to follow the an- 
ticipated tightening of government 
controls on this form of credit. While 
restrictions on down payments and 
rates of maturity are not as severe as 
they might have been, they probably 
will not prevent further expansion in 
the important durable goods indus- 
tries. 

Although consumer credit is high, 
and is rising month by month, instal- 
ment credit itself amounts to not more 
than 4 percent of disposable income 
in the United States (on an annual 
basis). In the years preceding the war 
it ranged from 5.5 percent to 7.1 per- 
cent, and income then was much less 
than it is now. 

Total consumer credit on August 1 
of this year was $14.2 billion. Instal- 
ment credit was $7.3 billion of the 
total; non-instalment credit accounted 
for the $6.9 billion remaining. 


Hanchett Magna-Lock Corp. 
Organizes In Michigan 


The Hanchett Magna-Lock Corp. 
has been organized in Big Rapids, 
Mich. to continue the line of magnetic 
chucks formerly produced by Hanchett 
Mfg. Co., also of Big Rapids. 

Officers of the new company are 
J. F. Manting, president, D. D. Stone, 
vice-president and treasurer, and R. V. 
Hanchett, secretary. All members of 
the organization have had many years 
of chuck experience in the develop- 
ment and operation of the magnetic 
chuck division at Hanchett. 

Hanchett Magna-Lock Corp. is en- 
tirely separate and apart from Han- 
chett Mfg. Co. but will use the name 
“Hanchett” for a short time in order 
to benefit from the recognition that 
has been established over the past 
years. 


lp Oe 


CGhAUCl- 














This new Weston combines the features of an indicating 
device with the advantages of an alarm or control instru- 
ment. A contact arm, mounted as shown above, is easily 
set to make contact at any temperature on the scale. 

A terminal block on the periphery of the case makes 
electrical connection easy. The thermometer is all-metal, 
typically WESTON in ruggedness and reliability, with ac- 
curacy of +1% as an indicating thermometer, and +142% 
as a contact making device. It is supplied in two types—for 
operation on either increasing or decreasing temperatures. 

For complete information see your local WESTON rep- 
resentative or write Weston Electrical Instrument Corpo- 
ration, 617 Frelinghuysen Avenue, Newark 5, New Jersey. 


nt 
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With an unfailing supply 
of premium steel, 
JOHNSON nationwide, 
streamlined service on 
high-quality specialty steel 
wires is in high gear.... 
and: with it JOHNSON 
unexcelled quality. 
Laboratory supervision 
from mine to finished 
product. 


There is a Johnson 
office near you, and 
warehouse stocks in 
Worcester, Chicago 
and Los Angeles. 


JOHNSON 


2 SS ge 
WORCESTER 1, 


Philadelphia 
Houston 


New York 


Atlanta Tulsa 








CAR MOVERS 


Each Type Fills a 
Particular Need . . . 


@ Heavy ... light... 
average ... the POWER 
KING (shown) —NEVER- 
SLIP — SLIP-PROOF — 
can handle any spotting, 
shifting, or moving job 
in the railyard effi- 
ciently. Check the needs 
of your customers who 
have sidings —make 
yourself a profit sell- 
ing them BADGER 
Car Movers. 



















ADVANCE 
CAR MOVER 
COMPANY 





APPLETON 
WISCONSIN 














Cleveland 





INC. 
MASS. 


Detroit Akron Chicago 
Los Angeles Toronto 
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Stainless Steel 


FLOATS 


and other products 


have been favorites with American In- 


dustry for more than 60 years. We 
have floats in Stainless Steel, Copper, 
Aluminum, Monel, Nickel, and Ever- 
dur—for any service. The demand is 
always for our tanks, coolers, bends, 
kettles, heaters, dippers, chemical 
apparatus, expansion joints, coils, and 
our engineers are at your service for 

consultation without charge. Get all 
details on HARRIS products and serv- 
ice. 


ARTHUR HARRIS COMPANY 





210-218 N. Aberdeen St. Chicago 7, Ill. 
EE oe ES Se OR 


| their sales of Wickwire rope, then 





| modern plant, its facilitics for manu 


| company activities is the suggested 


' Aro Names Morrison 
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| zation in 1940 in the capacity of De 


| manager of the lubricating equipment 
| division after several years in the fac- 


Wickwire Spencer 
Describes Distributor Policy 





A 12-point program which outlines 
the distributor policy of the Wickwire 
Spencer Steel Division of The Colo- 
rado Fuel & Iron Corp. recently was 
issued by the firm in the form of a 
four-page brochure. ‘The “Credo” first 
defines the company’s trading relation- 
ship policy with its distributors in 











details the most effective means of 
carrying out that policy. 

Included in the brochure are pic 
torial representations of the firm’s 








facture, and its skillful “know how” in 
engineering and in advertising. A fca- 
ture of these graphic illustrations of 







methods distributors might use foi 
the store, measurement and rerecling 
and cutting of wire rope from supply 
recls. 













General Sales Manager 





Ralph W. Morrison has been named 
general sales manager of The Aro 
Equipment Corp., Bryan, Ohio. 

Mr. Morrison joined the Aro organi 







troit division manager, after having had 
extensive sales experience with both 
air and electric tools. In 1941 he was 
made assistant sales manager of the 
Air Tool division of the corporation 
and later was advanced to the sales 
managership of that division. 

Other important appointments to 
key positions made in the Aro sales 
and advertising divisions included the 
advancement of E, W. Iman to sales 












tory sales department and as assistant 




















Ralph W. Morrison 














whi 
An 





sales manager. Prior to his associa- 
tion with Aro, he was a member of the 
Ordnance Department, acting in the 
capacity of Chief of Ordnance Pro- 
curement and Planning of Automotive 
‘Tools and Equipment. 

I’. L. Jackson has been made sales 
manager of the industrial tool division. 


Ife joined Aro in 1943 as an air tool | 


sales representative in the Detroit 
area. Later he was brought to the 
factory as assistant to Mr. Morrison in 
Air ‘Too] Sales. In 1946 he was ap- 
pointed assistant sales manager of the 
industrial tool division. 

M. J. Anderson will serve as Man- 
ager of the Fittings Division. Mr. 


Anderson joined the Aro organization | 
in 1945 as assistant to Mr. Morrison. | 


Later he was appointed assistant sales 
manager of the Industrial Division. 
Mr. Anderson served as Captain in the 


Air Forces, as a bomber pilot, and later | 


as an instructor on B-29 Flying For- 
tresses. 
G. S. King has been appointed Ad- 


vertising Manager. Mr. King has been | 


with Aro for 8 years and brings to his 
new position knowledge and experi- 
ence in production, commercial art, 
layout, advertising and sales promotion 
work. His previous experience includes 
several years as a New York commer- 
cial artist. 

Products manufactured by Aro in- 
clude lubricating equipment for auto- 
motive, industrial and farm use; air 
tools for industrial plants and automo- 
tive service; and aircraft products. 


Anderson Machine Tool Co. 
To Expand Facilities 


C. J. Anderson, Pres., Anderson 


Machine Tool Co., St. Paul, an- | 


nounced the purchase of a building 


adjacent to this firm’s present loca- | 


tion, 
The new building contains 25,000 


sq. ft. of floor space and will be re- | 
modeled to afford ample display area | 


and extensive stocking facilities. / 


new loading dock and the present | 


railroad siding will facilitate shipping 
and receiving. 


Remodeling is expected to be com- | 


pleted and the building ready for oc- 


cupancy in September or October of 


1949, 








Cotton Top quality yarns, batch tested for tensile 


strength and tightly woven on custom-designed looms, 
make BUFFALO solid woven cotton beltings longer wear- 


ing on any job. 


Latex A cotton belting impregnated with neo- 
prene synthetic rubber latex —washable, flexible— your 


best bet for cannery conveying. 


Plastex BUFFALO'S new solid woven cotton 


belt with an enduring plastic coating. Resists heat; doesn’t 
a g 


peel or flake off; odorless; resists acids, alkalis and greases. 


Rubber BUFFALO Rubber Filled and Coated 


belting has many applications in industry where resistance 


to abrasion is important. 


Also available with Asphaltu:. or Paraffin impregnation. 


Glazed Buffalo glazed belt is nitro-cellulose 


coated — either clear or white — waterproof, washable, 
smooth-surfaced and odorless. 


Write for Samples _— 
and Distributors’ Profit Story - today! 


BUFFALO WEAVING & BELTING CO. 


RECENTLY PURCHASED building 
which. after remodeling will house the atc: 209 Chandler St., Buffalo 7, N. Y. 
Anderson Machine Tool Co., St. Paul. 
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CALDER DRESSERS and CUTTERS 









A Dresser Size for Every Job 5 
SOLD ONLY THRU DISTRIBUTORS | __ outck petivery on a customers 


| belt order is given by Horace Dyer and 
| Billie Hurst of C. M. McClung & Co., 
© Tool Steel Cutters | Knoxville, Tenn. ° 


e Dresser has Right and Left 

















United States Rubber 

























































| 
hardened Threaded Bushings | Builds In Atlanta 
e Extra Dresser Weiacht | Construction of a new building for y 
g | the United States Rubber Co. now is 
Easy to Sell eres | ee in Atlanta, Ga. which will 
5 , 10use both offices and warehouse. The I 
Everyone Likes Them project is expected to be completed . 
and ready for occupancy about mid- 7 
Also a Fine Line of Guaranteed November. " 
Di dD . Tool Located at Lee and Donnelly “ 
1amon ressing 1001S Streets, on one of the busiest high- II 
ways leading into and out of the city, : 
CALDER MANUFACTURING COMPANY ee ee 
| most modern and well-equiy s , 
LANCASTER, PA. | kind. It will be one-story high, with " 
approximately 100,000 sq. ft. of floor H 
space. 
sis —— —= = — It will be one of the major stocking ce 
5 
| points in the country for the com- -— 
| pany’s vast line of tires, mechanical pl 
C | goods, footwear and other items. All = 
offices will be air-conditioned. pr 
° Growth of the company’s business bu 
pany : f 
VI — in the Atlanta area necessitated the . 
/ move from the branch’s present loca- 7 
| tion at 204 Walker Strect, S.W., to its Sq. 
HA VE THESE MODERN FEATURES projected new quarters. The branch | 
will employ some 140 persons, in- -_ 
p steel, ore cluding office workers and warehouse the 
¢ WIGH Spee personnel, and will have exceptional 
M Tools made © facilities for materials handling and uf 
A iced 0 red. stocking of merchandise. Its loading — 
S a platform will have a capacity for han- vill 
§ dling five freight cars and six large we 
s interstate “land cruiser” type trucks at incl 
one time. Col 
nt Action illustrations demonstrate the use and 
4 of many products. Weaks Supply Co., Ltd. oe 
N Celebrates 40 Years Cat 
. The Weaks Supply Co. L f sale: 
: ; é pply Co. Ltd., 0 sale: 
N Monroe, La., established by the late 
Nationally A . 7 George G. Weaks, Sr. in 1908 chiefly Mir 
t with a, Lines are tied up to render supply service to the saw- Pp 
’ ia urers advertising by use mill industry, ‘oil mills and railroads, ro 
© trade-marks, currently is celebrating its 40th Anni- A 
versary. a Chic 
The firm’s present building on Mis 
North Fourth Street, modern to the been 
last detail, was built in 1927. It has mene 
WE | N B bE BR G &: M C 14 t 7 IN C ample railroad loading facilities and the ] 
. oe . 4. 
, provision for the loading of trucks tured 
600 West Jackson Bivd., Chicago 6, Ill. when required. 
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H. C. Kimball 


Kimball Manages 
Z.C.M.1. Hardware 


H. C. Kimball recently was ap- 
pointed manager of the wholesale hard- 
ware and industrial supply division 
of Z.C.M.I. in Salt Lake City. The 
letters stand for Zion’s Cooperative 
Mercantile Institution, a name cover- 
ing a great many wholesale and retail 
divisions, each separate in its opera- 
tion, with its own personnel. 

Mr. Kimball has been with the firm 
34 years in various capacities, most re- 
cently as assistant manager and buyer. 
He announces that the Institution re- 
cently has taken over the largest build- 
ing of the former Remington Arms 
plant at 21 South and Redwood Road, 
in the southwest part of the city, a 
promising industrial section. The 
building has a total of 400,000 sq. ft., 
of which the hardware and industrial 
supply division will occupy 150,000 
sq. ft. 

Emphasis is being placed, more and 
more, on the industrial supply end of 
the business, in keeping with the in- 
dustrial development of the area. 
While all the salesmen in the hard- 
ware division have their industrial ac- 
counts, three have been employed who 
will sell only industrial supplies. They 
include: C. W. Hull and Chester 
Coles, both trained in the organization 
and both assigned to city territory. The 
third man is Sam Potts, on outside ter- 
ritory, who came to the firm from the 
Gates Rubber Co., where he had been 
sales representative. 


Minnesota Mining 
Promotes Kimball 


Arthur E. Kimball, formerly the 
Chicago zone sales manager for the 
Minnesota Mining & Mfg. Co., has 
been promoted to the position of 
manager of development and sales for 
the heavy grinding products manufac- 


tured by the firm. 
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Q. “MR. DISTRIBUTOR: 
re L/P ft) 3) 


Kin( 


MEAN T0 YOU?” 


A. "...A LINE OF AUTOMATIC 
REGULATING VALVES that’s 
been profitable to distributors 
for over 40 years!” 


Distributors can’t be expected to know the many 
technical reasons for the dependability and superiority 
of KLIPFEL Valves. They can, however, and do 
know why they prefer to stock and sell this quality line. 
Most of them sum it all up by saying KLIPFEL 
Valves rate high with their customers and fill a large 


part of the demand for automatic regulating 
No. 1 Weight and 
Lever Type 
Reducing Valve 


valves without excessive inventory. 


We'll be glad to give you additional information on 
the desirability of the KLIPFEL Franchise. Today, 
while you think of it, write Dept. CK-12. 


Float Valves, Reducing Valves, Tank Thermostats, Back 
Pressure Valves. 


Sold through wholesalers everywhere. 


@ 


MANUFACTURING CO. 
Division of Hamilton-Thomas Corp. 
Hamilton, Ohio 


i 


No. 431 Ball Type 
Reducing Valve 





No. 77 Single Seated No. 27 Globe Type No. 649 Spring Loaded 
Float Valve Float Valve Thermostat 


201 





ARMSTRONG-BRAY 


WIREGRIP 


STEELGRIP FLEXGRIP 


The Correct Fastener for Any Belt 


There is a best type of fastener for every type of belting, for every load, for 
every working condition. 


That is why ARMSTRONG-BRAY makes not one but all approved and accepted 
types: WIREGRIP Belt Hooks, STEELGRIP Belt Lacing, PLATEGRIP Belt Plates 
(for joining and repairing heavy conveyor belts) and SUREGRIP AND FLEXGRIP 
couplings for Round Belting. 


This complete line enables you to buy all belt fasteners from 1 reliable source. 


Write for Catalog 


ARMSTRONG BRAY & CO. 
5356 Northwest Highway °* CHICAGO 30, U.S.A. 








WILLEY'S CUTTING TOOLS 


Designed for the high speeds required by modern 
production methods. Made in a full range of sizes. 
Full information on hundreds of standard and 
special tools, diamond and mechanical dressers 
in catalog. 


WILLEY’S CARBIDE TOOL CO. 


SOLE MAKERS OF WILLEY’S METAL 
1342 W. Vernor Highway 


WRITE for 
CATALOG 


Detroit 1, Michigan 
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PICK-UP trade of Davton Supply & 
Tool Co. has been enhanced by new 
building and plenty of parking facilities. 


Parking Space Gives 
Pick-Up Sales A Lift 

Parking space adjacent to the new 
building of the Dayton Supply & ‘Tool 
Co., Dayton, Ohio, accounted for a 
substantial increase in pick-up busi- 
ness, said Carlton I’. Woessner, part- 
ner. The Dayton Supply & Tool Co. 
moved into its new building last 
March. Since then a 60 percent in- 
crease in the pick-up trade has been 
attributed to the fact that customers 
have learned of the convenience with 
which they can pick up the industrial 
supply items they need. 

lormerly located at 411 E. Third St. 
in downtown Dayton, the supply firm 
officials received many complaints 
from customers who had sent men 
down to pick up items but who had 
returned without them because of the 
difficulty of finding parking space. 
Others complained of the loss of time 
in securing the items. In addition, the 
supply firm encountered many diff- 
culties in receiving and shipping. It 
was decided to build a new structure 
a short way out, nearer to the indus- 
trial plants. 

A suitable location was found at 
520 E. First Street, a wide main high- 
way. A large site was secured on which 
a one-story concrete and steel struc- 
ture, 80 by 120 ft. was constructed, 
giving the firm some 10,000. sq. ft. of 
floor space, plus a large parking area. 
The facade of the new building is of 
glazed buff tile and glass brick. The 
entrance in the center is flanked by 
two large display windows which also 
contribute to increased business. The 


INSIDE FORCE is settled in clean, 
well-lit, air-conditioned quarters which 
look out on store and stockroom. 





building is steam-heated, air-condi- 
tioned and well-lighted with long, con- 
tinuous lines of fluorescent lights. 

The parking space owned by the 
firm is 42 by 150 ft., providing ample 
room for the cars of customers and 
cmployees as well as the company’s 
trucks. Materials handling equipment 
includes an electric hoist on trolleys, 
clevator and lift. 


Students Travel the Globe 
To Worthington School 


About 25 students from the far 
cnds of the earth gathered recently at 
Worthington Pump & Machinery 
Corp.’s Harrison Works to embark on 
a six-months training program there. 

The International Student Train- 
ing Program, open by invitation to 
those men from abroad who have spe- 
cial qualifications along mechanical or 
enginecring lines, is part of the firm’s 
cffort to create and maintain harmoni- 
ous trade relations with foreign coun- 
tries. 

The students will spend three 
months at Harrison for complete 
training in various of the company’s 
products; then move on to the Buffalo 
\Vorks to spend two months more 
training on Diesel and gas engines, 
compressors and power transmission 
equipments. After their Buffalo stay, 
they will proceed to Wellsville, N. Y. 
and Holyoke, Mass. for further study. 

At the conclusion of the six-months 
period, one additional month is de- 
voted to those products for which the 
student may show a particular apti- 
tude, or which may be of particular 
importance to the conditions in the 
student’s individual country. Among 
the countries represented at the 
School are Uruguay, China, Chile, 
'gypt, Cuba, Holland, Siam, France, 
Mexico and Canada. 





NEW BELTING stock is marked by 
Julius B. Howell and Grover Dillon, 
Jt., of the Dillon Supply Co., Raleigh, 
N, C, 


Manual and Automatic 
AIR PAINTING 
EQUIPMENT 


OFFERS BROAD 
INDUSTRIAL APPLICATIONS 


Save costly production dollars for your cus- 
tomers—supply the proper PAASCHE UNIT 
to apply a better, faster and more economical 
finish . . . help them to save time and 
material on all production finishing. All 
PAASCHE UNITS are low in upkeep, sim- 
ple to adjust, easy to handle and are con- 
vertible for all type and kinds of painting, 
coating, and finishing jobs. These sales 
points will prove valuable to industrial dis- 
tributors for when you sell PAASCHE Equip- 
ment you sell SATISFACTION. 


PAASCHE F-1037 

PRESSURE TANK 

AIRPAINTING UNIT. 

For High Production Work. Compact unit 

used for interior and exterior painting of 

Factories, Office Buildings, Hospitals, 

Bridges, Storage Tanks and general plant 
maintenance. 


Paasche Line, 








1926 DIVERSEY PARKWAY 


CU AIRBRUSH—The finest 
and fastest High Production 
Airbrush. 


BUF AIRBRUSH — The choice for 
Medium Production Airpainting. 


PAASCHE PORTABLE 

AIRPAINTING UNIT 

With Electric or Gasoline Motor. De- 
signed for all-around painting, deco- 
rating and finishing. Used by contract 
painters, highway departments, plant 
maintenance workers, etc. Quality 
Built—they offer unusual portability 
and efficient performance. 








THERE IS A PAASCHE AIRBRUSH FOR EVERY PURPOSE. 


The complete line of Paasche Airbrushes gives you the right type with which to meet every 
sales opportunity, Each type is designed to withstand the rigors of production work. Light 
and easy to handle, why not sell a trouble-free product? Write for complete details of the 


e 
CHICAGO (14), ILLINOIS 


55 Years Airpainting Equipment Pioneering . . . 
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For accurately 
| balanced 


SHEAVES 
and V-Belt 
Drives 


| CALL ON- 


PYOTT 








for Cast Iron 


PULLEYS | 


3” to 102” DIAMETERS 















Pyott can meet your cast iron pulley requirements promptly. 
Available types include split and solid hub, single and multi- 
ple arm, wide and narrow face, flanged, tapered and step 
cone as well as tight and ball bearing loose pulleys. All are 
perfectly balanced and may be operated at running speeds 
up to 6000 FPM, depending on diameter and type of pulley. 
Pyott Cast Iron Pulleys are machine molded up to 72” diam- 
eter and 24” face width. Larger sizes or unusual designs floor 
molded, requiring no patterns from pulley user. With your 
inquiry, send a dimensional sketch and indicate your delivery 
requirements, 








Catalog available on request 


PYOTT FOUNDRY & MACHINE CO. 


Established 1896 e 328 N. Sangamon St., Chicago 7, Illinois 





a 


















> USER BENEFITS — 
+=---«=THAT BUILD SALES 
_@ no slippage 


@ only a slight application necessary 


@ fills pores and seals belting from for- 
eign matter 


@ will not lump on belt or pulley 
© penetrates and preserves belting 
e moistureproofs belting 
e 


‘ & 
contains no: injurious ingredients such 
as resin, grease, etc. 


@ keeps belting pliable in all kinds of 
atmosphere and under all conditions. 


®@ good for all types of belting 
BELT WAX 


Users of more than 45 years standing are still 
satisfied with CANTOL Belt Wax—help your cus- 
tomers to pfofit from this experience—show them 
that the regular use of CANTOL Belt Wax will save 
operating dollars .. . it’s a money maker for 
distributors too and we urge users to buy through 
their local distributor. Send for facts. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON * INDIAN 











CUT ASSEMBLY TIME WITH A 


Positions work 180° on a vertical plane 
and 360° on any coaxial plane. 








Your salesmen invariably will walk out with an order when they 
show how the Wilton Powrarm Positioner reduces waste motion and 
provides greater worker convenience on small assembly work. One 
rominent manufacturer reports time savings up to 36%. Ideal also 
‘or maintenance and repair. Furnished with a Wilton 2” or 2/2” Vise 
or with a number of special holding fixtures. 


MECHANICAL MODEL HOLDS UP TO 70 LBS. 
HYDRAULKC MODEL HOLDS UP TO 150 LBS. 











TORCO 

Utility 

Vise 
Sizes 314" & 4” 


WILTON 
Precision 
Built Vise 


Sizes 2” to 6” 





A stand out in the low priced 
field. No wobble or dead motion. 
With or without pipe jaws or 


swivel base. Enclosed design keeps 


out chips and dirt. Grease packed spindle 
Write for catalog sheets and unbreakable nut—broached keyway—no 
and discount information wobble. 


Wilton Tool Mfg. Co. 


936-D Wrightwood Ave. ® Chicagolf4, Ill. 


WILTON VISES 


ALSO POWRARMS AND PISTON SETTERS 











204 INDUSTRIAL DISTRIBUTION © DECEMBER, 1948 


PACE SETTERS 
ATUAS 


CAR 


2a ot 


MOVEK®S 





The key to the power 
and speed of ATLAS 
CAR MOVERS is the 
“compound leverage” 


@ They lead in good service and in good 
business. ATLAS Distributors will tell you 
that they always get good returns from 
selling these speedy, powerful, efficient 
tools. Help shippers and receivers of 
freight to get those freight cars back in 
service. 


Appleton-Atlas Car Mover Corporation 
1421-25 So. 2nd St., Milwaukee 4, Wis. 











col 
a 
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Industrial Supply Co. 
Considers Expansion 


E. G. Agutter, manager of the In- 
dustrial Supply Co., Inc., division of 
the R. Orlob interest in Salt Lake City, 
reports that his firm contemplates mov- 
ing to another location in the not-too- 
distant future. The company now is 
located at 121 Motor Avenue, in the 
heart of Salt Lake City, and space is 
inadequate with little available in the 
way of parking facilities. As a result, 
the firm, has purchased property at 
17th South and 2nd West, a section 
into which industry rapidly is moving. 

On the property, which is 398 by 
278 ft., the firm plans to erect a 
35,000 sq. ft. building to house this 
division and The Lang Co., Inc.; 
Metals Supply Co., Inc.; and Moun- 
tain States Rubber Co., Inc. 

Three new salesmen recently were 
appointed, all company trained. They 
are Frank Wilson, northern Utah and 
Wyoming; Phil Thompson, Jr., Salt 
Lake City and vicinity; and Bill Reese, 
all territories and specializing in me- 
chanical rubber goods. 


Salt Lake Hardware 
Advances Mills 


H. Paul Mills has been appointed 
sales manager in charge of industry 
sales by the Salt Lake Hardware Co., 
Salt Lake City, Utah. Mr. Mills has 
served with the company for 16 years, 
starting in the Boise, Idaho warehouse 
w' cre he worked for two years. He 
was then brought to Salt Lake City to 
be assistaf.t buyer in appliances until 
1941, when he was put out on city 
territory and later transferred back to 
wise and was,.™ade city salesman. 
After an excellent record in tia. poss, 

was Cab det? +" 2 home office to be- 
come sales manager of industry sales, 
a department now under expansion. 
Formerly, it was managed by A. W. 


H. Paul Mills 
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As specialists in the manufacture of socket screw prod- 
ucts, Safety Socket Screw Company is in a position to 
give prompt, efficient service on special designs of socket 


screws. Our engineering consulting service is available for 
your use and we shall be glad to make our recommenda- 
tions on your special socket screw problems. Illustrated 
above are several of the many intricate “Blue Devil” socket 
screws of special design. 

© SOCKET HEAD CAP SCREWS 

© SOCKET SET SCREWS 

© SOCKET STRIPPER BOLTS 

© FLAT HEAD SOCKET CAP SCREWS 

© SOCKET PIPE PLUGS 


© SOCKET SCREW KEYS 


Sold through Industrial 
Supply Distributors 


SAFETY SOCKET SCREW COMPANY 


4449 N. KNOX AVENUE ° CHICAGO 30, ILLINOIS 
11 Park Place New York 7, N. Y. 





T. M. Reg. U.S. Pat. Off 


HOSE 
CLATTIPS 


WITH MANY 
ADVANTAGES 


PATENTED - U.S. Pat. Nos. 
2,386,629; 2,395,273 
Other Patents Pending, 


An excellent account opener that 
builds volume — and profit. Many 
industrial applications. For air, oil 
and coolant lines on machines. 
Many advantages. Exerts uniform 
clamping pressure... will not 
collapse or distort thin wall tubing 
...extra long take up — reduces 
inventory requirements...easy to 
install — without removing hose... 
vibration proof — will not loosen... 
can be reused many times. 


Order FREE SAMPLE 
a profitable item 


Send free sample___ 


Name fa 





Company _— 








Street Address... ==> 
City 
State. 








BREEZE CORPORATIONS, INC. 


Aircraft Standard Parts Co. Div. 
33 South Sixth Street 
Newark 7 * New Jersey 


Lowery, who has been put in charge of 
industry relations. 

Under Mr. Mills’ jurisdiction will be 
28 salesmen, calling on industrial 
plants cither full time or part time. 
The full time men are special indus- 
trial sales men, and they include a 
numbcr of new men. Among the latter 
are “Speed” Stewart, who serves the 
Ogden industrial area out of the home 
ofhce; Ray Henderlidder, now serving 
the bulk of the canning trade in Utah, 
north of Salt Lake City. Formerly, he 
was in the automotive trade. 

Leo Hendricksen has been assigned 
to serve the industrial trade in Eastern 
Idaho, with headquarters at Pocatello. 
Elwin Bagluley is industrial specialist 
for the Twin Falls-Jerome-Gooding 
arca in Idaho, with headquarters at 
Twin Falls. 

In Grand Junction, Colo. territory, 
three industrial supply salesmen are 
employed on full time: John E. Rey- 
berk, Grand Junction; Maynard Davis, 


Clifton, Colo. 


Mountain States Rubber Co. 
Advances Reese, Wilson 


Two men of the Mountain States 
Rubber Co., Salt Lake City, Utah, 
have just started selling in the outside 
field: D. W. Reese, who has been with 
the company for some time except for 
| a period during the war, and Frank 
Wilson, also company trained. Mr. 
Reese will work the city and part of 
Nevada and Utah. Mr. Wilson will 
sell the city on the company’s com- 
plete lines. 








A THOROUGH TRAINING in all 
branches of the Ducommun Metals & 
Supply Co., Los Angeles organization 
preceded Jack Eman’s recent appoint- 
ment to the front counter. He’s 
“worked” the brass department, the 
shipping and tool departments, was in 
charge of basement stock and thence 
to the order board. 
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Montrose, Colo.; and Ivan H. Howell, | 





USE-EM-UP TYPE 
STANDARD TYPE 


SLEEVES AND SOCKETS 


That Give Long 
Satisfactory Service 


% We are prepared to handle 
your orders for Sleeves . . . Sockets 
... Lathe Centers... Arbors... 
Drill Drifts . .. Magic Type Chucks 
. . » Collets—all made by skilled 
mechanics with many years of ex- 
perience in making taper products. 
COLLIS Equipment gives long sat- 
isfactory service and fills all drill- 
ing, reaming, and tapping needs. 


Come to COLLIS for prompt service. 


THE COLLIS COMPANY 


CLINTON, IOWA 








Rubber Tire 


a 


| Truck W heel 


be a 





Easy rolling tires with re- 
silient treads that prevent 
floor damage. Molded-on 
type with guaranteed ad- 
hesion of rubber to core. 
Strong one-piece wheel 
casting, Hyatt bearings, 
grease gun fittings. 
We serve resale dealers and original equipment 
manufacturers. 








SPECIFICATIONS 


Hub 


Capacity 
1% 140 Ibs. 
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CASTER 
& WHEEL CORP. 


187 Breckenridge St., Buffalo, N.Y. 











W. S. Martel 


Goodyear Names Mariel 
To Manage Jobber Sales 


W. S. “Marty” Martel recently was 
appointed manager of automotive job- 
ber sales for the Goodyear Tire & 
Rubber Co. Mr. Martel has been 
affliated with rubber firms, with one 
exception, since 1908. 

He was sales manager for Motor & 
Machinists Supply Co. of Kansas City 
during World War I. His first associa- 
tion with a rubber company was with 
the Peerless Rubber Co. of New York. 
He has been automotive jobber, a job- 
ber salesman, jobber sales manager and 
a division manager during his career. 





FLUXES 


for PRODUCTION 
MAINTENANCE 
REPAIR 


Industry needs ALLEN Fluxes—it needs the 
vast experience, gained over more than 50 
years of right manufacture and that has 
developed some 130 formulas to meet any 
problem or condition which might arise. 
Our Technical Staff is ready to advise and 
consult with your customers on special 
problems. Send for our Metal Charts which 
show the melting point of all soders—they 
are free. Be ready to serve industry with 
ALLEN Fluxes. 





L B. ALLEN CO. Inc 
6731 BRYN MAWR AVE 
CHICAGO 31, ILL 





Just out, this New 
16 page condensed catalog* 


features these fast selling 
* Published with large 


- ** " 
full color illustrations units — ready -to-run 10 ? 
with complete specifi- 11” and 12” Sheldon Preci- 


cations opposite each. 


sion Lathes, attachments 
** Sheldon Machine 


Tools come crated, : 
fully assembled, ready Sheldon-Vernon Horizontal 


Sepa ' Milling Machines and the 
12” Back Geared Shaper. 


SHELDON MACHINE CO. Inc 


Manulacturers of Sheldon Precision Lathes © Milling Machines © Shapers 


4232N. KNOX AVENUE + CHICACO 41, ILLINOIS, U.S.A. 


and accessories and the 


No. TRS-56 
Lathe 


l. 
i 
2x: 
a4 y 


No. 3000 
Milling Machine 
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Sprout-Waldron “Belt-Saver” Pul- 
leys have increased belt life on 
many installations from 25 to 
400%. The savings your custom- 
ers realize from the use of these 
pulleys will help build good will 
for your company. In addition you 
will receive substantial profits 
from the sale—both from the ini- 
tial sale and from repeat sales 
of these units. 


“Belt-Saver” protects belts from 
abrasion and injury by preventing 
material from building up be- 
tween the belt and the pulley face. 
Any such material as sand, gra- 
vel, stone, coal, ore, etc., is eject- 
ed by the unique design of the 
aad before it can damage the 
elt. 


‘ Available for immediate stock. 
Prices and other details on re- 
‘ quest. 


Used as elevator 
belt pulley 








Used as tail pulley 
on belt conveyor 
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SPROUT-WALDRON & CO. 


Manufgcturing Engineers 


MUNCY PENNSYLVANIA 
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AT THE SPEAKERS TABLE at Republic’s sales conference dinner were, beginning 








left, J. P. Bird, T. C. Boase, M. C. Meyer, Grace Straw Wilson, R. W. Decmcr, 
G. L. Smith, E. M. Ikert, O. S. Dollison, R. M. Gattshall, H. W. Croysdale, Dr. 
Wn. K. Allsop, Rev. E. C. Breach, A. K. Brill, Arch Morris, C. H. Zieme and 


Dr. J. P. Keogh. 





E. M. Pope, Ray L. Smith, E. D. Knight, Wm. Haseltine and Ashley DeWitt. 
Bottom row: W. F. Burr, J. N. Succop, I. C. Fuller, W. C. Hendrie, Richard Alcott 
and Irvin Reed. 


(Continued from page 112) 
J. N. Succop, president, Republic Rub- 
ber Co. of Pittsburgh, member of the 
original Distributors’ Council and 25- 
year distributor and E. M. Pope, sec- 
retary, Moore Dry Kiln Co., Jackson- 
ville, Fla., regional chairman, were on 
hand as were Richard Alcott, vice- 
president and general manager, Riech- 
man Crosby Co., Memphis, Tenn., a 
member of the original Distributors’ 
Council; E. D. Knight, president, Vir- 
ginia Electric, Inc., Charleston, W. 
Va., regional chairman; Irvin Reed, 
president, Pacific Coast Rubber Co., 
San Francisco, Calif., a 25-year dis- 
tributor; Ray L. Smith, president, 
Troy Belting & Supply Co., Troy, 
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N. Y., regional chairman; I. C. Fuller, 
Gravesville, N. Y., retired president, 
Fuller Supply Co., a member of the 
original Distributors’ Council and 
W. F. Burr, president, Youngstown 
Rubber Products Co., Youngstown, 
Ohio, a 25-year distributor. The orig- 
inal Council, it may be remembered, 
included the late Carl Channon, 
R. C. Alcott, W. C. Hendrie, J. N. 
Succop and I. C. Fuller. 

The Republic “Five-Point” Policy, 
by the way, defines company policy 
on line, quality, price, freedom and 
selling, along with the distributors’ 
five-point objective on_ relationship, 
coordination, research, promotion and 
distribution. 
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the Marsh line 
will include 

Witt OXYGEN and 
WELDING Gauges 


On September 30, the Witt 
Gauge Division of National 
Pressure Cooker Company was 
acquired by Jas. P. Marsh Corpo- 
ration. As a result, the broad line 
of Marsh instruments will be still 
further broadened to include oxy- 
gen and welding gauges. 





The Witt oxygen and welding 
gauges will be manufactured in 
the main Marsh plant by the 
“Witt Gauge Division of Jas. P. 
Marsh Corporation.” 





This opens up a new field for 
distributors of Marsh gauges — 
the excellent Witt line of oxygen 
and welding gauges made still 
better by Marsh experience and 
facilities, Ask for facts. 


WITT GAUGE DIVISION OF 


MARSH 


DEPT. 








C, SKOKIE, ILLINOIS 
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Rod Cutting 


at 


This newest member 


“PARTS OFF” 
MANY 
MATERIALS 


All hot and cold 
rolled rods 
Stainless steel 
Chrome Molyb- 
denum 
Aluminum Brass 
Copper Bi-metals 
Many types of 
plastics 
Fibre 


” 


to 58”. 


SALES FOR YOU! There 
Rod Parter, 
Notchers, Punches. 


Rubber 
Wood 





plete dealer information. 
Pronoun 





BALL 
BEARING 


VALLEY « 











also DI-ACRO Benders, Brakes, Shears, 
Send for Catalogue and com- 


312 EIGHTH AVENUE e@ 





High Speed 


with the New 


DI-ACRO ROD PARTER 


of the DI-ACRO “DIE-LESS 


DUPLICATING” family of Machines brings you accur- 
acy, speed, capacity range and ease of operation fully up to 
the standards of DI-ACRO Benders, Brakes, Shears. 


Do you require precision? —The DI-ACRO Rod Parter holds 
tolerance to .001” on duplicated cuts. The ends are square, 
and roundness is maintained. 


Do you want speed?—The Rod Parter exceeds output of 
other methods with equal accuracy, on rods and bars up 
Torrington Roller Bearings incorporated in an 
exclusive multiple leverage arrangement provide remark- 
able ease of operation in both heavy and light materials. 


is widespread interest in the DI-ACRO 


ced ““DIE-ACK-RO”"’ 


LAKE CITY, MINNESOTA 











HEAVY-DUTY 


RINDERS 


Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 








This means complete satisfaction in service which builds 
profitable demand for these efficient, low-cost tools. 








4221 FOREST PARK 








Valley Electric Corp. 


BLVD. @ ST. LOUIS 8, MO. 
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THE DISTAFF SIDE of Silliter-Holden was out full foree when 


the firm staged .. . 





An Open House In Hartford 


“ A 
{ COMPLETE A. ruoucu Silliter-Holden, Inc., moved 
2 LINE OF into its present quarters several years 
ago, war and immediate post-war activ- 
7 ities kept officers and personnel so 
busy that it was only last month they 
MODELS got around to formally inviting cus- 
tomers in to see their “home”. 
1. The discount favors sales effort. The affair, judged by most any 
2. A line with plenty of prospects: standard, was a huge success. Almost 
Farms 500 customers turned out. 
Industrial Stockrooms No attempt was made to have ex- 
i hibits. Only manufacturers’ men who 
Settee ordinarily call on the Hartford dis- 
. and many others tributing company were invited. ““We 
ee re wanted to keep it strictly a social af- 
pumps... fair,” said Gil Silliter and Dick Hol- 
den, president and vice-president. 
, All guests were given identification 
SELF-PRIMING STAINLESS cards, refreshments were served, and, 
. aie at the end of the evening, door prizes 
were awarded. The party started at 
5 p.m. and lasted until 10 o'clock. 


RUST - RESISTANT, 


A LAST MINUTE CHECK on de- 
tails was made by Gil Silliter, president, 
and Dick Holden, vice-president. 


ALUMINUM \@ : ‘ 
ROTOR = y CADMIUM 
PLATED 


PACKING NUT 
GRAPHITE- 


CARBON 

vanes 10 G.P.M. 

Bowser hand pumps handle gasoline, 
oils, solvents, thinners and most 
other liquids efficiently. 


You can sell these pumps PROFIT- 
ABLY NOW. 
Write for prices, discounts and de- 


tails to Bowser, Inc., 1369 Creigh- 
ton Ave., Fort Wayne 2, Indiana. 


4 DISTRIBUTOR SALESMEN were on COME ON IN, W. J. McElroy, Sil- 


hand to greet customers. Fred Lauer liter-Holden, says to Al Thompson 
(left) shakes hands with Customer (Carboloy). as Gil Silliter and Henn 
Ralph Johnson. Blackman (Stanley Tools) look on. 


LIQUID CONTROL SPECIALISTS 
SINCE 1885 
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HEART EXA.AINATION 
FOR WIRE ROPE 


The fiber core in the heart of wire rope serves a fourfold pur- 
pose. It acts as a support for the wire strands. It provides 
flexibility. It cushions impact loads. It stores lubricant and 
feeds it to the strands after. the rope has been put in service. 

Because of these important functions, the centers used in 
Wickwire Rope must pass exhaustive tests at the cordage man- 
ufacturer’s plant and in Wickwire’s Testing Laboratory. 
Centers must be made of the highest quality fiber; absolutely 
uniform in diameter, density and length of lay. The rope must 
be lubricated to the point of saturation and, where called for, 
an identifying marker tape must be spun into the rope. 

Tough specifications? Sure! But so are scores of other tests 
made during the manufacture of Wickwire Rope. That’s why 
more and more rope users are finding out that you can’t beat 
Wickwire Rope for performance, safety and long rope life. 
And as for service—Wickwire Distributors and Wire Rope 
Engineers in key cities everywhere are ready to help solve your 
wire rope problems and to provide prompt delivery of 
Wickwire Rope from strategically located warehouse stocks. 
Wickwire Rope is available in all sizes and constructions, both 
regular lay and WISSCOLAY Preformed. 


WICKWIRE 


A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION [ 


WIRE ROPE SALES OFFICE AND PLANT—Palmer, Mass. 


EXECUTIVE OFFICE—500 Fifth Avenue, New York 18, N. Y. 


HOW TO REDUCE ROPE COSTS 
AND PROLONG ROPE LIFE 


Thousands of wire rope users have 
found that the information packed 
in the pages of ‘‘Know Your Ropes”’ 
has made their work easier. It’s full 
of suggestions on proper selection, 
application and usage of wire rope. 
It’s easy-to-read and profusely 
illustrated. For your J 

Z 
Wire Rope Sales b 
Office, Wickwire Y 
Spencer Steel, 7 


Palmer, Mass. Be 


\ 
\ 


free copy, write— 


"7 


ee 








ES: 








SALES OFFICES— Abilene (Tex.) « Boston « Buffalo « Chattanooga « Chicago + Denver « Detroit « Emlenton (Pa.) » Fort Worth + Houston + New York « Philadelphia *Tulsa 
PACIFIC COAST SUBSIDIARY—The California Wire Cloth Corporation, Oakland 6, California 
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BRAND 
HACK SAW 
FRAMES 


The new Butcher Type 
Handle on Model No. 
W85 WHALE Hack 
Saw Frames really 
takes hold with cus- 
tomers! Superbly 
balanced, finger-fitted 
} grip of tough rubber 
| composition. Fully en- 
closed protective de- 
sign. Rugged Forsberg 
frame. Order this out- 
standing Hack Saw 
Frame TODAY! 








HACK.SAW 
BLADES 


A perfect sales 
team with WHALE 
Hack Saw Frames! 
High speed moly 
steel MO-HY is 
ideal for really 
tough work. HY- 
FLEX meets de- 
mand for flexible, 
extra hard Blade 
of all-round cut- 
ting excellence. 


Send for the new Forsberg Cata- 

log! WHALE Brand Screw 

Drivers, Hack Saw Frames & 

Blades, Coping Saw Frames & 

\ Blades, Band Saws, Breast 
Drills, Hand Drills 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 








BOB RUSSELL, KEEN MARKEY, (who represents the 174-ycar-old Ames Baldwin 


Wyoming Co.) brother STU RUSSELL, 


and a host of well-wishers, all affiliated 


with firms 100 years old or more, are pictured at the Russell Co.’s 100th Anniversary 


dinner. 


J. Russell & Co., Inc. Celebrates 100 Years 


Manufacturer-suppliers, customers, 
friends and well-wishers of the fourth 
generation of Russells gathered re- 
cently in the Grand Ballroom of the 
Roger Smith Hotel, in Holyoke, to 
help Bob and Stuart Russell celebrate 
their firm’s 100th successful year in 
business. 

The dinner celebration was at- 
tended by most of the country’s ma- 
jor manufacturers, and included 17 
manufacturers who themselves can 
celebrate 100 years or more in busi- 
ness. . 

J. Russell was founded, back in 
1848, by Jocl Russell. Young Bob Rus- 
sell, by the way, the fifth generation 
of the family, is scheduled to start in 
the firm next year. 

Master-of-ceremonies at the dinner 
meeting was Bill Baker, Russell’s ad- 
vertising agent, whose short-and-to- 
the-point “history” of the company, 
delivered in the form of a radio script, 
might well have gone out on the 
air—with minor deletions here and 
there. 

Stuart Russell is president of the 
firm; Robert H. Russell its vice-presi- 
dent and treasurer; Leland C. Allen 
is manager of the industrial depart- 
ment. He put in a summer with the 
firm a year ago, working ten weeks, 
and graduates in Electrical Engineer- 
ing at Cornell this summer. 

An interesting sidelight in the com- 
pany’s 100-year history was developed 
out of a background look at its several 
associations with manufacturers. For 
instance, when Russell, Burdsall & 
Ward Co. went back over their records, 
they found orders from J. Russell & 
Co., Inc. that were placed 82 years ago. 
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The Gilbert & Bennett Co., another 
“oldster” among the firms in attend- 
ance, report that J. Russell & Co. was 
in their books as many as 68 years ago, 
and the Osborn Mfg. Co., a youngster 
of 56 years, report they found orders 
from Russell in the year they started 
and have had them on the books ever 
since. By all odds, J. Russell & Co. can 
own to a remarkable ability for con- 
tinuous good business relationships. 

Among the 17 manufacturing firms 
100 or more years old were J. Wiss & 
Son (100) represented at the dinner by 
J. B. Varick; Yale & Towne (101) 
represented by Carl Hedner; Russell, 
Burdsall & Ward (104) who had John 
Davey and Arch Lade sitting in; The 
Stanley Works (105) represented by 
George Merrill and Frank Marvin; 
Rugg Mfg. Co. (106) represented by 
Sam Streeter; Landers Frary & Clark 
(107) with Harold Brumbaum and 
Jim Coughlan; H. Disston & Son 
(108) with Geo. Hoph; Worthington 
Pump & Machy. Corp. (108) with 
Frank Whalen, Jack Glenn and Art 
Clifton; Brown & Sharpe Co. (115) 
represented by Roger Cowles; Ameri- 
can Steel & Wire (117) with Al Mur- 
dock and Don Carter attending; Amer 
ican Fork & Hoe Co. (118) repre- 
sented by Frank Brierly; Plymouth 
Cordage Co. (124) with Bob Ladd in 
attendance; Gilbert & Bennett (130) 
represented by Barry S. Warren; Rem- 
ington Arms (132) with T. F. Parker 
and Robert J. Dickey; E. I. duPont 
deNemours (146) represented by 
Johnny Walker and Freddie Schroditz 
and Ames, Baldwin Wyoming Co 
(174) with Keene Markey in attend 
ance at the dinner. 





ee SAME INTERCHANGEABLE HUB 


FITS BOTH 


"SURE-GRIP” 


PULLEYS ano SHEAVES 


and its one piece flanged and split tapered construction makes it adapta- 
ble to a number of different bores . . . permitting you to carry a stock of 
‘Sure-Grip"’ Pulleys and Sheaves with a minimum supply of hubs. Write 


for detailed information. 


SONS CO., CHAMBERSBURG, PA. 


BRANCHES BOSTON, MASS. ae PITTSBURGH, PA. CLEVELAND, OHIO DETROIT, MICH. 
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IDEAL INDUSTRIES, Inc. 


SUCCESSOR TO IDEAL COMMUTATOR DRESSER COMPANY 
, SINCE 1916 
SYCAMORE, ILLINOIS 
June 4, 1948 


Mr. R. P. Rose, Dist. Mgre 
Factory Management and Maintenance 
520 N. Michigan Ave. 

Chicago 11, Illinois 


Dear #r. Roses 


Selecting the proper advertising media for our line of industrial 
Cleaners anc Slowers had to be done with unusual care because 
this product has such wide application in so many mrkets. 


In consultation with our Agency, we finally decided to use FACTORY 
to give us broad coverage, supplementing it with a few vertical 
papers in the major markets. 


FACTORY was selected as the key paper to reach general industry 
because: 


1. It has large circulation among those who influence 
plant buying. 


It has a positive editorial policy which comuands 
readership. 


Since it is recognized as a leading paper by Electrical 
Wholesalers and ‘ndustrial Distributors, its use will 
give us credit with them for strong advertising cooper- 
ation. 


I am happy to say that we are very well satisfied with our selection 
and will continue to rate FACTORY as our "first choice". 


Yours very truly, 


IDEAL/INDUSJRIES, Ipc. 


Distributed Unrough 


AMERICA'S LEADING WHOLESALERS 
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wae .celecléd we the key paper...” 


INDUSTRIES, Inc. 


**Since it is recognized as a leading paper 
by Electrical Wholesalers and Industrial Distributors, 
its use will give us credit with them for 


strong advertising cooperation.”° 


Ideal Industries helps distributors with advertising in FACTORY.. This 
advertising reaches management men in industry who are receptive to new 
ideas— men who can be sold on the value of powerful cleaners to cut clean- 
ing costs. 


The use of FACTORY for Ideal Industries advertising is strong evidence 
of the recognition of the importance of the Plant Operating Group in the 
manufacturing industries. This group is the heart of multiple influence 
buying. In this group are the men behind the orders, the men the distribu- 
tors’ salesmen can’t always see but who are powerful buying influences in 
the purchase of materials, equipment and supplies, and the men who read 


FACTORY. Sell these men and you've sold your product. 


FACTORY has more paid subscribers in the Plant Operating Group than 
any other monthly business magazine serving the manufacturing industries. 
Outstanding readership is proved in survey after survey and this is why alert 
distributors welcome advertising in FACTORY by the manufacturers whose 


lines they carry. 


If you'd like an opportunity to ex- 


amine FACTORY more closely — to 
see for yourself why so many of 
your customers look to it for help 
on their daily jobs — we'll be glad 


to send you a complimentary copy. 


MANAGEMENT AND MAINTENANCE 


ABC’ ABP A McGraw-Hill Publication, « 330 West 42nd Street, New York 18 N. Y 
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Barry Conveyor Pulleys 
Offer all the features of cast iron pulleys with the 
advantages of welded construction and light weight.  @) r 
Easier to install . breakage eliminated. Tight ee - ee 
i re 


drum construction prevents materials and liquids n | | 
DISTRIBUTORS 


from getting into pulley. Removable and inter- 



































changeable hubs. Crown or Straight Face. 








featuring the 


DICK LINE” 

















Barry Steel Split Pulleys 


Scientific design and distribution of material give 
the Barry Pulley greater strength and durability 
with minimum weight. Tubular construction and 
electric welding provide the means of attaining 
these advantages. Easy installation, true, vibra 
tion-free running and long service life are ausured 
with these pulleys regardless of load. 








Ability to cover the essential needs of in- 
dustrial power users with power trans- 
mission and conveyor equipment available 
from one source of supply gives distribu- 
tors a valuable “in” with their customers. 
That's why the Dick line is so attractive 
to industrial distributors. The basis for 
building sales is sound because Dick 
Dick Rope V-Belt Drives equipment has a long record of accept- 


Dick Rope V-Belts can be depended on for engi- 


neered efficiency. They are built to provide maxi- ance and this acceptance is the result of 


=, ——eE stretch and without 
impairing resilie ° ° ‘ 
Dick Cast tron Sheaves are carefully balanced the economies which result from its su- 


with grooves accurately machined to minimize belt 


=. dude efficient in performance perior operating service. 


Sales appeals include greater efficiency, 
lower cost maintenance, long life and all- 
round dependability . . . appeals that can 
readily be substantiated and which answer 
today’s needs throughout all industry. 
Dick’s Balata Belting Every power user is a potential customer 


pestvonath uniformity and durability, DICKBELT . . 

n strength, uniformity and durability, 

and DIXITBELT provide tong life and dependa- for the Dick Line. 
bility for power tr con- 

veying and elevating, Immune to water and steam, 

they assure a high friction coefficient with mini- 

mum power loss. 











R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


San Francisco, Cal. Chicago, Seattle, Wash. 
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Better Machines~-Better Blades 


~ 


-SMARVELcaws. 


Regardless what type hack saw machines and 
metal-cutting band saw machines you use, MARVEL 
BLADES will improve performance. There are sound 
reasons why this is true; practical reasons that are 
easily understood and demonstrated. 


MARVEL High-Speed-Edge Hack Saw Blades, with 
a genuine high-speed-steel cutting edge integrally 
welded to a tough alloy steel body, are both fast- 


cutting and positively unbreakable. This construction 
permits greatly increased speeds and feeds and 
tauter blade tensioning. Still, they last much longer 
than ordinary blades. 


MARVEL High-Speed-Edge Hole Saws, with this 
same unbreakable construction and heavy-duty 
arbors, have the extra strength required for drill 
press and lathe use...rapidly saw holes from 52” 
to 41" diameter thru steel of up to 11/9” thickness. 


MARVEL Band Saws are of selected quality. They 
come ready for use, pre-welded to size for each 
make and model saw. Individually boxed, they are 
protected against kinking, rusting or damage to 
teeth! 


Write for Blade Catalog Sheet. 


ARMSTRONG-BLUM MFG. CO. 


5700 BLOOMINGDALE AVE. © CHICAGO 39, U. S. A. 
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THE EDITORS LET ME IN AGAIN! 


“After the breakeven point—what?” ‘This was the 
theme of the meeting held at the Westchester C. C. 
in Rye, New York on October 29th. It was the first of 
three such meetings to be held and jointly sponsored 
by the American Supply & Machinery Manufacturers’ 
Association, and the National and Southern Associa- 
tions. The other meetings are being held in Chicago 
and Biloxi. 

These Industrial Distribution Forums, unlike those 
of the past two years, are truly cooperative efforts on 
the part of the manufacturer and distributor groups. 
This is in no sense a criticism of past meetings. It is 
felt, however, that the closer programming arrange- 
ments under this year’s plans will produce greater 
interest. 

The bill of fare for the Rye meeting was well con- 
ceived and offered a well balanced diet of subjects for 
the consideration of some 300 businessmen—with 
problems. 

It took hard work and a lot of planning to put 
together such a fine program. Generally, the ones who 
do the work and the planning don’t get the credit 
they deserve. Here is one guy, however, who wants to 
go on record now as saying “mighty well done!” 


“After the sunshine—what?” Well, there was a 
monkey wrench thrown into the afternoon panel ses- 
sion. You can organize and plan with the greatest of 
care but you can’t furnish all of the stops when you 
actually get on the air. The timing of the afternoon 
program went out of kilter soon after it started and 
remained stalled until the switch was thrown. Several 
of the panel members simply forgot to time their 
papers. This can be corrected easily, for future meet- 
ings, so that there will be time for the question period 
as intended. 

However, a more serious angle is worth considering. 
This forum should reflect only cooperative activity. 
There was a feeling at Rye that this was not always 
the case. 

‘The way to correct this is for participants in panel 
discussions, of this nature, to remember a few lines in 
the little ditty written by Victor Schwab. Here is how 
it goes: 

“So tell me quick and tell me true, 

(Or else, my love to hell with you). 
Less—How this product came to be, 
More—What the damn thing does for me.” 


Believe me, this suggestion is made in the friendliest 
spirit. The pattern of these meetings has been care- 
fully designed. No one, knowingly, wants to be out 
of step. 


A tip of the hat to the J. Russell Company who 
recently celebrated 100 years of service as distributors 
under the banner of one family. The occasion was a 
dinner attended by many of their friends. Bob and 
Stew represent the fourth generation of Russell’s. In 
1949 the fifth generation will be on the job. He is 
Bob, Jr. The second hundred years won’t be any easier 
but you can bet it will be just as successful. As long as 
there’s a Russell on the job, J. Russell will enjoy top 
billing. Congratulations and a lot more years of work, 
success and fun to Bob, Stew and their organization. 


Old Santa has a lot that I haven’t—but I can match 
his “Merry Christmas” with all of the feeling he so 
beautifully portrays. To all of you in the supply busi- 
ness, wherever you may be, my wishes are that this 
Christmastide will bring you every happiness. 


ARCH MORRIS 
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Micrometer Caliper 
Set No. 436 


Six micrometers. 0-6 inch range with 
standards in separate case which fits 


in micrometer case revenues tf 
Ee 5 BR 
€ J a ELSE ‘ 
It’s handier to stock, it makes a terrific display and — 
because it’s an ideal set of Starrett mikes in an ideal case — MECHANICS’ HAND MEASURING TOOLS AND 
it’s an extremely popular seller. Don’t forget the big sales 
features of all Starrett micrometers — including Set No. PRECISION INSTRUMENTS: DIAL INDICATORS 
436; non-reflecting “Satin Chrome” finish; “Hi-Micro” fin- 
ish on anvil and spindle faces; screw hardened, stabilized STEEL TAPES - HACKSAWS AND BAND SAWS 
and threads ground from the solid; quick-reading figures; 
decimal equivalents; simple adjustment for wear. 


Stock Starrett Micrometers, display them, feature them in 
your selling. It pays! 


PRECISION GROUND FLAT STOCK 


Buy Through Your Distributor 


THE L. S. STARRETT CO. ~- Worlds’ Greatest Toolmakers +» ATHOL, MASSACHUSETTS, U.S.A. 
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WRIGHT also offers 
a quality line of 


X\> overhead traveling 
It’s the new WRIGHT Speedway pian gale 


Electric Hoist. Sturdy, fast, A chain hoists 
dependable, easy-operating, long-lasting. When 7 

you sell a Speedway you sell a hoist with many 

easily demonstrated advantages. Here are a few: 


“material handling ae 
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e Cable drum grooved to prevent damage to 
cable due to “piling” 


© Swaged fittings on Tru-Lay preformed wire 
rope guaranteed to hold beyond 100 per cent 
breaking strength of the rope 


@ Motors interchangeable as to capacity or speed 
—or both 


e Push button control with messenger chain to 
take load off cable when used as tow line 
with trolley mounting 


e@ Gears heat-treated and hardened for longer 
life and smoother operation. 


... and many other features. From 250 to 2000 
pounds capacities. 


Jf you don’t have folder DH-1250 available, 
write us today at York, Pa. 


York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, 
New York, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





